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For Low Cost 
‘“‘Controlled’’ Small Area’ 
Floodlights 
Specify... 


APPLETON 


The APPLETON “3020 Series” floodlight is “3020 Series” Mercury Vapor 


particularly suitable for low cost floodlighting 
of gasoline service stations, parking lots, outside ° 
storage areas and other open locations because ® flector Lam Floodii his 
it is designed to fully utilize light normally e p g 
escaping other types of floodlights. 


Uses 400 Watt R 52 hard glass color improved and 
white mercury vapor reflector lamps. Is fully 
adjustable for both horizontal and vertical aiming. 
Hood and reflector both are weather resistant witb 
three styles of mounting hoods for easy installation. APPLETON Flectric Company 


1701 Wellington Avenue + Chicago 13, Illinois 
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Light Control DIMSWITCH y 
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30% 
¢ A MUST FOR CHILDREN’S ROOMS... LIGHT! 


¢ GLAMORIZES ANY ROOM 





e PAYS FOR ITSELF IN ELECTRICITY SAVED 





e INCREASES LAMP LIFE 20 TIMES 
e DIRECTLY REPLACES ANY EXISTING SWITCH FOR INCANDESCENT LAMPS 


e OFF IN CENTER... ELIMINATES CYCLING THROUGH BRIGHT. AVOIDS EYE SHOCK! 


Fits any standard switch box! — No additional wiring required! 


SLATER ELECTRIC & MFG. CO., INC 
GLEN COVE NEW YORK 


FIRST WITH THE DIMSWITCH! 
THE ONLY COMPLETE DIMSWITCH LINE! 


WRITE FOR WIRING DIAGRAMS, BROCHURES, CATALOGS 


PATS. PEND FOR INCANDESCENT LAMPS ONLY UL LISTING APPLIED FOR 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales .. . makes Electrix the most 


outstanding line in its field. 


Why not sell the best... espe- 


cially when profits come bigger 
Sell Electrix Vinyl 


U) 


APPROVED 


Electrix 


CORPORATION 


and easier. 
Cube Taps. 


Ashton * Rhode Island 
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Credits and Collections 


The heart of this Convention issue 
page special report, ‘“Suc- 
which begins on 
page 83. 

The section—in preparation for 
two months—represents extensive in- 
terpretation of first-hand information 
gathered in the field. Its goal; to spell 
out what’s ahead for you—as seen 
through the eyes of EW’s editors. 

This report is tailored especially 
for you and covers trends in economic 
development, management, selling and 
operating. 

In searching out what is significant, 
we've gone beyond the mere marshal- 
ling of facts. We've stuck our necks 
out and made some predictions you 
may find questionable. 

But whether you agree or dissent, 
you will find the report thought-pro- 
voking and _ idea-stimulating. We'd 
like to hear from you on it 

Before you begin, here are a few 
apropos words from Francis Bacon: 
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Read not to contradict and confute 
Nor to believe and take for granted; 
Nor to find talk and discourse; 

But to weigh and consider. 





BAN WS /. | 
NEWLY PROMOTED Assistant Edi- 
tor Bill Murray (above) joined the staff 
just a year ago. Since then, Bill has 
handled the news and departments 
assignment for EW, with occasional 
feature forays in the field. You'll be 
seeing more of Bill in the future as he 
joins us in calling on you. 
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striking pendants, 

clusters, pull-downs, 
chandeliers, close-to-ceiling, 
accent, utility, recessed, 
outdoor lights 


a New fine. of dramatic 


Bi Decorator fixtures 


Lighting 


by Stoo Light .-.- all shown in this incomparable new catalog 
and guide to decorative lighting 


e 64 Pages in Full Color @ Room-by-Room Lighting Guide 
e Hundreds of Decorator Fixtures e Latest Decorative Lighting Ideas 
e Easy Guide to Fixture Selection 


FREE! Send Now for Colorful NEW 1960 MOE Light 
Catalog and Decorative Lighting Guide 


SEND FOR YOUR FREE COPY TODAY! 
NATIONALLY ADVERTISED! 
A THOMAS INDUSTRIES INC.., 
Full page, full color ads in: | Lighting Fixture Division 
*House & Garden «Living for Young Homemakers +House & Garden Book of Building 207 E. Broadway, Dept. EW.4 
*House Beautiful *House Beautiful Building Manual *Living’s Guide to Home Planning Louisville 2, Ky. 


*New Homes Guide «Better Homes & Gardens Home Improvement Ideas 
P Please send new free 64- page full color MOE 


TOTAL READERSHIP 14,300,000 Light Decorative Lighting Guide & Fixture Catalog 
THOMAS INDUSTRIES INC. ibe 


LIGHTING FIXTURE DIVISION Address 
207 E. Broadway, Louisville 2, Kentucky City 


The World's Largest Single Source of Lighting 


Your Name 
for Home, Commerce and Industry 
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POUR CONCRETE 
To Very TOP 


Still Have PLENTY 
ROOM ito WORK 


The #190 "Tru-Level’’ steel-bodied, brass- 
topped adjustable floor box permits pour- 
ing of concrete to very top in one opera 
tion—Or, to box body height only for which 
a second tin lid is provided 

After hardened, a_ full 
horizontal adjustment is possible 

The box-body has a 3'/44” opening—plenty 
large enough to get hand into for conduit 
attachmen 


concrete is 


or wire-pulling 


A skin tight plastic collar seals out moisture 
while protecting adjusting-ring threads. No 
voids or water pocket can occur with plastic 
ring fitting tight against surrounding con- 
crete and remaining there. 


Listed under 


Underwriters Laboratories, Inc 


re-examination § services of 


Insulator Supports 
Fasten porcelain or glass in 
sulators to steel framework 
without punching holes 


4 sizes—1", 1/2"', 2” and 2'/2 


LATROBE PRODUCTS 


NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGARS 
INSULATION SUPPORTS 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Sales Representatives in all principal Cities 
Booth =516 
52nd WAED Convention 
Dallas—May 1-4 


BL 


Fullma 


MANUFACTURING 
COMPANY 
1209-1215 JEFFERSON ST. 
LATROBE, PENNSYLVANIA 








LETTERS TO THE 


EDITORS 





“Long-life” Interest 


Dear Sirs: 

I noticed a article in 
the February ELECTRICAI 
WHOLESALING entitled “How Efficient 
Are Long-Life Lamps” (page 57), 
and feel that this is an_ excellent 
selling lamps 


very fine 


issue of 


article guaranteed 
“down the river.” 

Many of our salesmen throughout 
the state are plagued with this same 
situation continually, and we feel that 
if each and everyone of them could 
read and digest the facts brought out 
would be better 
equipped to counteract this “guaran 
teed lamp” situation in the field 

Would you please advise what our 
75 reprints. 

W. T. BROWN 
GENERAL SALES MANAGER 
RAYBRO PLECTRIC 
rAMPA, FLA. 


in this article, they 


cost would be on | 


SUPPLIES, IN¢ 


Dear Sirs 
Please 

article 

Lamps? 


send us 25 copies of your 


How Efficient Are Long-Life 


ZEV ROSEN 

GOOD FRIEND ELECTRICAL SUPPLIES 
IN¢ 
TOMS RIVER 
Dear Sirs 

If available 
me a dozen 
ELECTRICAI 
report, “How Efficient 
Lamps?” 


would you please send 
copies of this month’s 
WHOLESALING — capsule 
Are Long-Life 
J. P. StMons 
& Co 


J Pp SIMONS 


CHICAGO, ILI 


Dear Sirs: 

I am very anxious to obtain 100 
reprints of EW capsule report en- 
titled, “How Efficient Are Long-Life 
Lamps?” 

J. H. Max 
WESTINGHOUSE ELECTRIC CORP. 
PHILADELPHIA, PA, 


Dear Sirs: 

We would like to order 5,000 
copies of the article, “How Efficient 
Are Long-Life Lamps?” 

Mary L. LYNCH 
SECRETARY TO J. R. DUFFY 
SYLVANIA LIGHTING PRODUCTS 
SALEM, MASS, 
eReprints of this article are available. 
1-49 copies, 5¢ each; 50 or 
each 


Prices 


, > 
more coptes, I€ 


Selective Interest 
Dear Sirs: 


Please send 50 reprints of 





EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 








tive Distribution As Related to the 

Independent Electrical Wholesale Dis- 

tributor.”. (EW—Nov. 59, p. 71) 
BETTY Jo HORN 

SALES PROMOTION MANAGER 

THE WAKEFIFLD CO. 

VERMILION, OHIO 


Dear Sirs: 

If still available, please send me 60 
copies of “Selective Distribution as 
Related to the Independent Electrical 
Wholesale Distributor.” 

A third re-reading has dug up sev- 
eral key items all of which add to a 
good reason why the article should be 
read by our field men. ... 

R. G. SLAUER 
MANAGER MARKETING SERVICES 
LIGHTING DIVISION—-FIXTURES 
SYLVANIA LIGHTING PRODUCTS 
WHEELING, WEST. VA 
e Reprints available. Prices: 1-49 cop- 
ies, 35¢ each; 50 or more, 30¢ each. 


Long-term Interest 
Dear Sirs: 

Please send us five copies of the 
article in June, 1958 issue of ELEc- 
rRICAL WHOLESALING entitled, “Dis- 
tributing Electrical Products in a 
Dynamic Economy.” 

We understand that these 5 copies 
will cost $1.00 each. ; 

M. F. HIGBIt 
CUTLER-HAMMER IN(¢ 
MILWAUKEE, WIS 


Freight Interest 
Dear Sirs: 

In your February issue, you have 
a write-up on prepaid freight from 
the manufacturer to the distributors. 
(page 47). The problem that is bother- 
ing us at the present time, in addi- 
tion to the above freight, is the fact 
that more and more our customers 
are asking us to prepay freight to 
their location. This is costing an- 
other 1%, and no provision has ever 
been made for it in our schedule of 
discounts that have been set up in 
the past by the manufacturer. 

I wonder what thought or con- 
sideration has been given to this ad- 
ditional problem? 

NAME WITHHELD 
WORCESTER, MASS. 
eWe'll look into it 
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See those colors on the Columbia cartons? They mean taking stock or order 
filling easier and faster. Every color indicates a specific size. It’s as simple 
as that. Take Columbia Flex for example. You can tell you have a stack of 
12-2 with just a glance at the blue color on the carton. And so on with the 
other sizes, with and without ground wire. Columbia Flex (non-metallic 
sheathed cable) and Columbia UF are both available in color-coded cartons 
Why not enjoy this extra bonus? 


NEC GUIDE 1960 Yee Wallet-size guide filled with helpful facts for daily on-the-job use. Write for your copy 


ya 
"on 


{ (eo? 
~~ COLUMBIA CABLE & ELECTRIC CORP. 


om 256 CHESTNUT STREET © BROOKLYN BG, N.Y. 
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TIMES and TRENDS 


Past Isn't Necessarily Prologue 


The future, according to a current TV commercial, belongs to those who pre- 
pare for it. This line makes a point with special meaning for electrical distributors. 
Their present strong position is based on past performance. They have proven 
they can distribute electrical apparatus and supplies more economically than 
anyone else. But this is no guarantee of future survival and success. 

Often we hear the statement, “Distributors must be the most efficient channel 
or else they would have been replaced long ago.” This may be a comforting 
truism today, but it is suspect when presented as the prologue of things to come. 
Consider history. We can imagine a citizen of ancient Carthage serenely pro- 
jecting his city’s future. Based on, say, 600 years of existence, it would seem 
he could afford to be complacent. But if the year were 146 B.C., he would have 
been dead wrong, for that was the year Carthage was obliterated. And its de- 
stroyer, ancient Rome, eventually declined and fell. While marketing institutions 
are not subject to the same laws as cities or civilizations, they have an important 
factor in common: they are run (and often run down) by human beings. 

The 60s will be filled with opportunities and dangers for electrical distributors. 
If they are to advance with the decade, they must continue to prove their 
efficiency to suppliers and customers. And they must be prepared to change out- 
dated methods. “What was good enough for Daddy is good enough for me” is a 
philosophy that belongs in the economic graveyard. And the ’60s, with the promise 
of a quickened tempo and swiftly changing demands, will soon put it there. 


Agents’ Warehouses? Wow! 


The 32-page section starting on page 83 in this issue represents a special effort 
by the editors of ELECTRICAL WHOLESALING to anticipate and analyze some of 
the opportunities, dangers and changing demands of the ’60s. We have waded 
into countless areas of controversy and are anxiously awaiting reaction. 

One area of coverage that should send off a shower of sparks concerns the 
growth in numbers of manufacturers’ agents and, more particularly, their growth 
in warehousing facilities (page 86). Since this is touched on only briefly, per- 
haps some further development is in order here. 

Essentially, these are the facts: an analysis of EW’s 1959 Register of Manu- 
facturers’ Representatives reveals the number of agents on file last year totaled 
1,226. This represents a sharp increase from the 859 electrical agency establish- 
ments reported in the 1954 Census of Business—a gain that makes a fallacy of the 
general assumption that agents are on the way out. 

The really hot fire, however, smolders in the fact that 462 of these agents in 
1959 claimed to have warehousing facilities. The grand total of their claims 
comes to an eye-popping 3,728,531-sq ft of floor space—or 9,193-sq ft per 
warehousing agent. A certain amount of discounting of these footage figures may 
be called for, since some agents may feel a generous total might be helpful in 
obtaining better lines. But even if the average were 6,000-sq ft rather than over 
9,000-sq ft, the amount would be almost as significant. 

The obvious conclusion is that agents are in the warehousing business in a big 
way—much bigger, in fact, than is generally suspected. This, coupled with the 
ownership of stocks in a number of cases, may mean that many agents have 
evolved into semi-wholesalers or short line wholesalers. If so, then this will be 
costly to all concerned. For as Dr. Edwin H. Lewis called this possible turn (EW 

—~June °58, p. 95), marketing costs will almost certainly rise “if a substantial 
number of semi-wholesalers appear who duplicate some of the services of the 
electrical distributor but do not match the scope of his lines. . . .” 

Huffing and puffing about agents’ warehouses may no longer blow any down. 
The plain fact is that distributors, by picking up from these warehouses, have 
helped agents to build some solid brick and mortar structures. 
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The modern “housepower’” protection you are proud to make convenient! 


“Because of the many uses of electricity in the kitchen requiring individual- 
equipment circuits, it is recommended that the electric service equipment be 





located near or on a kitchen wall to minimize installation and wiring costs 


AMERICAN STANDARD REQUIREMENTS FOR RESIDENTIAL WIRING 


Here’s the all new Cutler-Hammer Safetybreaker the 
most talked about service entrance equipment on the 
market today. Appliance-styled and finished in muted 
sandalwood, the new Safetybreaker has been designed to 
be installed in or near the kitchen for maximum economy 
and convenience 

Located near the kitchen’s high wattage equipment, 
the Safetybreaker cuts the electrical contractor’s wiring 
costs by minimizing the conduit runs. Home builders 
prefer the new Safetybreaker, too, because of the added 
“sales appeal’’ its modern appearance affords. And Mr 
& Mrs. Homeowner welcome the extra safe, convenient 
circuit protection the Safetybreaker provides. Yes, from 
point of view, the new Cutler-Hammer Safety 
protection 


every 
breaker is truly the modern ‘“housepower’”’ 
they’re proud to make convenient 


ASA C91.1—1958; UDC 621.315.3:728; AIA File No. 31-C-61 


See the excerpt above from American Standard Require 
ments For Residential Wiring sponsored by the ‘‘Industry 
Committee on Interior Wiring Design” with the approval 


of its participating organizations 


American Home Lighting Institute 

American Institute of Electrical Engineers 
American Society of Agricultural Engineers 
Edison Electric Institute 

Iiuminating Engineering Society 

International Association of Electrical Inspectors 
National Association of Electrical Distributors 
National Association of Home Builders 

National Electrical Contractors Associatior 
National Electrical Manufacturers Associatior 


Radio, Electronics and Television Manufacturers Association 


Y 
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AS ADVERTISED 


AS ADVERTISED in the colorful Satetybreaker AS ADVERTISED 


Model Home Display 





MACINTOSH ELECTRIC CO. 
1401 N. FRANKLIN ST. 














Never has there been a line of service entrance equipment like the all new 
Cutler-Hammer Safetybreaker! And never has there been a promotional 


program as penetrating and comprehensive as this. For you, a 


complete package of sparkling point-of-sale displays, hand-outs, and 


selling-aids .. . backed by a month-after-month advertising program 
that’s selling the Safetybreaker to those who recommend, specify, 
and purchase service entrance equipment. They’re all the more 
reasons why you can expect big things from the all new 


Cutler-Hammer Safetybreaker starting today. 
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in eye-catching point-of-sale displays, ban— AS ADVERTISED in continuous direct mail advertising 


ners, and sales-aids .. . new packaging too that calls on your customers 
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it’s the all new Cutler- Hammer Safetybreaker 








Now available in every needed size and type of 








service entrance and load center; Cutler-Hammer 
Safetybreakers range in size from 2 to 42 cir- 
cuits; 40 to 200 ampere capacity; series, parallel, 
and split-bus construction; single phase 3 wire 
and three phase 4 wire. 


The new Cutier-Hammer Safety- 
breaker is preferred for home, store 
and factory...and sold exclusively 
through Authorized Cutler-Hammer 
Distributors. Cutler-Hammer inc., 
Milwaukee 1, Wis. 





CUTLER-HAMMER 


Cutler-Hammer Inc., Milwaukee, Wis. © Division: Airborne Instruments Laboratory. © Subsidiary: Cytler-Hammer International, C. A. 
Associates: Canadian Cutler-Hammer, Ltd.; Cutler-Hammer Mexicana, S. A.; Intercontinentai Electronics Corporation 





TOP OF THE NEWS... and its significance to you 





Conduit Takes 
a Dive 


Charges: antitrust 
violations, price-fixing, 
and identical bids 


“Fair Trade” 
Developments Expected 


Secondary Boycotts 
Bill Proposed 


Utility Spokesman 
Voices Opinion 


Teamsters Union 
Competes With I. U. E. 


Housing Starts Decline 
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Prices of rigid steel conduit were reportedly dropped three per cent 
in March, Reasons attributed to the decrease, which surprised many, 
included many inroads in the market, particularly aluminum compe- 
tition, according to a spokesman. 


Recent judicial pronouncements on electrical manufacturers’ trade 
practices have caused erratic disturbances throughout the entire elec- 
trical industry. But in most cases the industry has responded quickly 
to defend itself against the charges: 

“Innocent”—this was the plea returned by five electrical equipment 
manufacturers recently charged in a Philadelphia federal court with 
price fixing and other criminal antitrust law violations. The five 
pleading “not guilty” on counts against them were: General Electric 
Co., Westinghouse Electric Corp., McGraw-Edison Co., Hubbard 
Co., and Southern States Equipment Co. A total of 44 “not guilty” 
and 26 “nolo contendere” (no contest) pleas by electrical manufac- 
turing firms and individuals indicted were returned. For details see 
page 188. A manufacturer’s right to fix the retail price of his prod- 
uct and then to enforce that price was sharply restricted by a Supreme 
Court decision in an antitrust complaint against Parke, Davis & Co. 
Identical bids offered to the city of Cleveland, Ohio by electrical 
firms are reportedly under investigation by the Justice Department 
and city officials. A joint probe into collusive bidding reportedly in- 
volves a wide range of products. 


“Fair Trade” legislation is expected to receive a big push as a result 
of recent Supreme Court decision restricting manufacturer’s right to 
fix price of his product and then enforce it. The electrical appliance 
field is the most likely to feel the push. 


A proposed amendment to the Taft-Hartley Act is presently before 
both Houses of Congress (S. 2643 and known as the Kennedy- 
Kuchel Bill, and in the House—H. 9070) would give tremendous 
power to building construction unions. The bill, if passed, would per- 
mit unions to picket general contractors on any job in which sub- 
contractors with whom it has a dispute are involved—which would, 
in effect, mean secondary boycotts at construction sites. 


“Why shouldn’t utilities get the benefit of economies arising from 
elimination of the distributor when equipment and supplies are 
marketed directly to the utility?” This was just one of the questions 
raised by George Cole, director of purchases, Alabama Power Co. 
at a recent buyers meeting Atlanta, Georgia. For full details see High 
Voltage (page 20). 


The Teamsters union has moved to replace the International Union 
of Electrical Workers as bargaining agent for most of the 7,000 em- 
ployees at the General Electric Co.’s Appliance Park plant near 
Louisville, Ky. The move is recognized as a “break in the dike” 
with the I.U.E., a powerful AFL-CIO affiliate. 


Housing starts fell to a seasonally adjusted annual rate of 1,115,000 
units in February, the Census Bureau reports. This was an 8% 
decline from January, and a 9% drop from December. 





NEW PRODUCTS 





Conduit Benders 


Suitable for EMT, rigid steel and 
rigid aluminum conduit 


New 


vers on 


feature 
stabilize 


line of benders outrig 
hook to 
foot 


step 


tool; ex- 
Jack 


bold sym 


tended treadle or Pow! 


booster degree scale; 
bols on each side of tool; lightweight, 
one prece construction; made of un- 
breakable — alloy malleable iron. 
Instruction booklet included. @ Ap- 


pleton Electric Co., Chicago 13, Hl. 


Fish Tape 
Flexible round fish tape suitable for 

aluminum conduit 

Called “Flexi-Strand”, it is 

galvanized aircraft 


made of 
Has no 
sharp edges to gouge or cut into soft 
conduit, maker 


cable. 
says. Designed tor 
pulling wires through aluminum con- 
duit. Withstands up to 1500-Ibs, ac- 
cording to manufacturer, and is 
equipped with extra large eye. Avail- 
able in three models, reel type, handle 
type and plain. e Ideal Industries, 
Inc., Sycamore, Hl. 


Intercom 


Built-in unit combines stereo with 
intercom 


First type designed to be built into 
walls and first that combines stereo 
with intercom, maker says. Stereo can 
be heard in any room with additional 
wall speakers. Same controls can send 
AM or FM radio, high-fidelity record 
music, tape recordings or 
intercom anywhere in house. Ampli- 
fier, tuner, record player, tape deck 
and speakers are built into 4-in stud- 
ding. Intercom, when in use automat- 
ically shuts off music or radio if in 
use. @ NuTone, Inc., Cincinnati, Ohio 


cartridge 


14 


Fixtures 
Two new-style units added to line 


New 


and 


units are called the “Ellipse 
Pendant Sphere 
able in either 
1 4-in, 
Pipe and trim are 
Pendant Sphere 
l4-in, 16-in or 18-in 
Pipe and trim in satin-brushed 
aluminum. e Halo Lighting Products, 
inc., Chicago, Hl. 


Ellipse avail 
pendant or surface 


style, in 18-in and 22-in globes 
satin-brushed alu 
minum available in 
| 2-in 


sizes 


vlobs 


Tubing Cutters 

Two types feature fully enclosed 
feed screws 
Nos 


be used for cutting copper, brass 


1O5 and 205 tubing cutters 


minum tubing and thin-wall cond 
Each carries a spare cutter wh 

the handle. A special cutter wheel 
No. 205 is available for cutting p 
tic and aluminum pipe. Made oi 
weight, high-strength cast alumin 
alloy. e The Ridge Tool! Co., ri) ria, 
Ohio. 


Electric Furnace 


Designed for mobile or standard 
homes 


home, 
Furnace is high, 
15-in Heating 
elements are sealed in a ceramic core. 
Said to be first aluminum fin tube 
type electric furnace. Warmed air af- 
ter passing through fins, is circulated 
through ducts by multi-cycle fan 
Rated at 8-kw. Designed for installa- 
tion on 230-v circuits. e Ramco 
Mfg., and Engr., Portland, Ore. 


Unit will heat an 
maker says. 


21-in deep and 


800-sq-ft 
30-in 
wide 


Sy 
PY 


Conduit Clamp 


Designed for hanging rigid or thin 
wall conduit 


buckle 
fasten 
ing and hanging rigid or thin wall con 
duit. Available in four sizes: '2-in, 
%-in, l-in and 1¥2-in. Clamp is one- 
piece unit with locking feature based 
on belt buckle. e The Paine Co., 
Addison, Ill. 


Called the “Liberty”, 
clamp is designed for use in 


new 


Outdoor Fixtures 


Suitable for lighting gardens and 
walkways 
V-7605, 
finish; \ 
ideal for lighting shrubs, in alu- 
finish; \ 
rreen with whit 
e Virden Lighting Div., John C. Vir- 
den Co., Cleveland, Ohio. 


louvered 


7615, 


Three types, 3Q-in 
light in 
light, 


minum 


vreen 


Spot 
7625, 53-in high, in 


fibre glass shades 


Cord Grip 


Wire mesh grip reduces cable 
failure, maker says 


New wire mesh cord grip allows ca- 
ble to become gradually less flexible 
with the elimination of strain of ab- 
rupt transition from flexibility to ri- 
gidity. “Arch of bend” is controlled 
so that sharp bends and subsequent 
eliminated, manu- 
claims. Available for cables 
from 4-in O.D. to 1"4¢6-in 
e Ralco Mfg. Co., Chicago 12, 


ruptures are also 
facturer 
ranging 
O.D 
Ill. 


Fittings 


Increase wiring installation speed, 
maker says 


Redesigned auxiliary fittings have 
been added to manufacturer's flange- 
and 


lay-in wireways lines 


less screw cover hinged cover 
Fittings include 
new “T” fittings, 90 deg elbow and 
pull boxes, as well as cross pull boxes. 
New angular design gives more inte- 
rior room in units, maker says. All 
standard wireways and fittings are 
made of heavy gauge steel, with cor- 
rosion-resistant baked on gray enamel 
finish. Available in sizes of 242 x 2%4- 
in up to 8 X 8-in, in lengths from 1 to 
5-ft. e Keystone Mfg. Co., Warren, 


Mich. 
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NEW ‘PRADE-WIND ‘TRIO! 


Light — Ventilation— Heat 
kO-wayv convenience for bathrooms—in one unit 


lrade-Wind Model 110] 


This new Trade-Wind unit provides any combination of 
light, ventilation and heat for complete bathroom conven 
ience. The beautifully designed chrome and glass grille is 
flush mounted. The lights provide brilliant diffused ilumi- 
nation through Alba-lite glass panels and the louvers direct 
an even flow of concentrated fan-forced heat. 

Five combinations can be selected with a remote wall 
switch, (included with unit): Heater only —Lights only 
Ventilation only—Lights and Heater—Lights and Ventilation 

An exclusive electrically reversible Axial Flow Fan 
distributes a full 1450 watts of heat throughout the entire 


bathroom instantly. * * * * * * * * * * * * 


ESpade-DWlbpaed 


DIVISION OF ROBBINS & MEYERS, INC 
7755 PARAMOUNT PL., DEPT. EW PICO RIVERA. CALIF 


| 
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NEW PRODUCTS 





Time Switch 
Built-in transformer prevents motor 
burn-out, maker says 
$40-y 
eliminate 
Unit has 


Program time switch for use, 


has built-in transformer to 


burn-out, maker says 


step-down transformer 1n 


Motor 
$40 120-9 
clock which permits use of standard 
On-Off settings are in 
minutes. e Tork Time 
Mount Vernon, N.Y. 


120-v motor 
multiples of 15 


Controls, Inc., 


TV Flush Receptacles 
Features neat installation and ap- 
pearance 


New, interchangeable line of TV flush 
receptacles, caps and wall-plates now 
Wide range of applications 
for use in 
and apartments 
ceptacle provides for UHI 
Available in brown or 
ivorylite finish and either bakelite, 
brass or stainless steel. e Arrow-Hart 
& Hegeman Electric Co., Hartford, 
Conn. 


available 
hotels, motels, hospitals, 
One-gang, 2-unit re- 


and VHI 


connections. 


Limit Switch 

New switch is double-duty plug-in 
type 
Unit, No. 301LS1, contains two 2- 
circuit double-break switches which 
can control 4 isolated circuits, manu- 
facturer says. Roller lever actuator, 
when moved to left, and, when moved 
to right, operates the other. Switches 
and terminals are mounted in alumi- 
num housings. ¢ Micro Switch Div., 
Minneapolis-Honeywell Regulator Co., 
Freeport, Ill. 


+ 
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Ceiling Heater 

New thin unit designed for farm 
and commercial use 
Only 2-in deep unit can be surface 
mounted on non-combustible ceilings 
or suspended from standard ceilings. 
Called the C-209 Zonemaster, it 1s 
6-in wide and 36-in long and is all- 
radiant. From 8 to 10-ft, unit will 
heat area approximately 125-sq ft, 
maker says. Ratings: C-209—2,000-w, 
C-209-3—3,000-w; 240-v with 208-v 
or 440-v available. e Ampere In- 
dustries, Newark 3, N.J. 


Power Rectifiers 
Now available in four new styles 

Silicon rectifiers available in 
styles 10, 11, 22 and 23. Style 10 
silicon diode mounted in an axial lead 
top hat all welded case. Designed for 
general purpose applications up to 1.6 
amperes. Style 11 features low re- 
verse leakage currents for special ap- 
Ratings same as style 10. 
23 stud mounted revi- 
sions of styles 10 and 11. Peak inverse 
voltages range trom 100 to 400-v. 
Single cycle peak surge current rat- 
ings is 20-amps. e Syntron Co., Homer 
City, Pa. 


power 


plications 
Styles 22 and 


Power Capacitors 
Designed for industrial plant use 


both low-voltage and 


Low voltage 


Available for 
high-voltage systems 
units rated 240, 480, and 600-v, 60 
cycle, with KVAR ratings of 5, 7.5, 
10, 15, 20 and 25. Can be used in- 
dividually or assembled in banks of 
2 to 6 units mounted on rails, com- 
plete with connecting ducts and wir- 
ing. High-voltage capacitors available 
for 2400-v and 4160-v, 60 cycle. In- 
dividual units rated 25, 33.3, 45 and 
SO KVAR, also available in banks of 
2 or 3 units with maximum ratings 
of 150 KVAR. e Federal Pacific 
Electric Co., Newark, N.J. 


Infrared Heat Unit 


For use in indoor and outdoor 
open-area applications 


Designed with reflectors for use with 
GE T3 tubular quartz lamps having 
filament temperatures in excess of 
4,000-deg F. Lamps convert about 
85% of energy into radiant heat, 
maker says, and is projected by units. 
Projected heat can be directed to 
specific areas. Available as one-lamp 
fixtures ranging from 500 to 5,000-w; 
2-lamp fixtures from 1,000 to 10,000- 
w; and 3-lamp fixtures from 1,500 to 
15,000-w. Lengths range from 10% 
to 55%-in. e Luminator, Inc., Chi- 
cago, Ill. 


Relay-Timer 


Combines machine tool relay with 
time-delay relay 


Relay, which has mounting dimension 
identical to Type D 
and Type A panel 
mounting space and installation time, 
manufacturer claims. Timer head pro- 
vides either time delay after energi- 
zation or time delay after de-energi- 
zation, and is convertible in the field 
from one to the other. Available with 
2 N.O. and 2 N.C. or 4 N.O. and 
2 N.C. instantaneous contacts, plus | 
N.O. and | N.C. timed contacts 
Relay contacts rated at 10-amps. 
e Square D Co., Milwaukee, Wis. 


manufacturers’ 


timers, reduces 


Panel Enclosures 


NEMA type 4 enclosures are made 
of sheet steel 
Watertight panel enclosures designed 
to house controls in 
which must be regularly hosed down 
or are very wet Cabinet doors have 
one-piece, solid neoprene gaskets and 
are sealed tightly by screw clamps on 
three sides. Fourth side of door has 
continuous hinge. e Hoffman Engi- 
neering Corp., Anoka, Minn. 


electrical areas 


Hot Line Clamps 


New series is non-relaxing type, 
maker says 
New series of non-relaxing hot line 
clamps available in both aluminum 
(AH) and bronze (BH). Features in- 
clude extended “beak” to guide clamp 
onto main with minimum arcing. Main 
groove is semi-elliptical in shape to in- 
sure greater contact and wedging 
action. High compression spring com- 
pensates for keeper relaxation, insur- 
ing full contact at all times, maker 
says. e Anderson Electric Co., At- 
lanta, Ga. 
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New switch for matchless safety 


Now, for the first time, the new American Electric Type 
“ND” Safety Switch offers all of the features “most wanted” 


in one safety switch by people who work with and use 
electrical equipment. 


Included among the many “extras” to be found in this 
newest of safety switches are: visible double blade con- 
struction; positive, snap-action make and break; double 
insulation between blades and operating mechanism; opti- 
mum-size enclosures for maximum heat dissipation; plenty 
of wiring space for easier, faster installation; and an exclusive 
safety-yellow operating handle for quick, positive “spotting” 
even in poor light 


These and countless other field-tested design standouts 


assure the ultimate in safety switch protection with maxi- 
mum operating life. 


See us at Conference Booth 
No. 221 at the 52nd Annual NAED 
Convention in Dallas, May 1-3. 


he CLARK 


This new American Electric Normal Duty Safety Switch 
is, in fact, the result of the same kind of thorough engi- 
neering research and workmanship which has long made 
Clark Controller “the standard of quality” for industrial 
electrical control 


It meets NEMA standards for normal duty industrial and 
commercial use and is approved by Underwriters’ Labora- 
tories for these applications as well as for service entrance 
equipment. It is currently available in 30-ampere and 
60-ampere, 250-volt and 600-volt ratings, both fusible and 
non-fusible 


See your nearest American or Clark representative for 
complete information on this new switch for “matchless 
safety’— and how you can handle the line. Or, you can 
write direct for more details 


9SS82 


American 


ELECTRIC SWITCH DIVISION 


CONTROLLER Company 


Everything Under Control © 1146 Eost 152nd Street * Cleveland 10, Ove 





products of POgTESs 


NEW AUTOMATIC 
OUTDOOR LANTERN 
AND POST CONTROL —~_ 


Iwo, three or a small galaxy of outdoor 
lights come magically alight at dark 

off at dawn. Built-in time delay avoids ¢ 
off flicker from car headlights. Satin 
tiluminum standard exterior tace plate, 


weatherproof gasket OOW Capacity 


CAST ALUMINUM COMPANIONS 


Antique hammered iluminum captures the 
robust and sedate spirit of a by-gone age in 
three “perfect companions” that could not 
be more modern in design and manutacture 

matching post lantern, doorway light and 


outdoor wall lantern. Pebbled glass 


ACCESSORY WITH PHOTOELECTRIC 

CONTROL ACTIVATES POST LANTERN 
The Progress Nite-Guard will fit any 3” post 
A photoelectri cell automatically turns the 
post lantern on at dusk and off at dawn. An 
exclusive control allows adjustment of on-off 
light levels. Simple to install, Nite Guard 


offers homeowners protection and safety 


PROGRESS MANUFACTURING CO., INC. 
Dept. EW-4 Philadelphia 34, Pa 
Please send me complete information on 

Outdoor Control | | Aluminum Companions Nite Guard 


Name 


Company 





CAPITOL CIRCUIT 


e@ Heavy damage suits could result from the government antitrust 
suits in Philadelphia against the major electrical equipment manu- 
facturers. Under the antitrust laws, anyone damaged by violations of 
the laws can sue the violator and, if he can prove damages, collect a 
triple damage award. 

Key government charges: agreements between competing manufac- 
turers on price and a planned system of submitting rigged bids to 
federal, state, and local government, as well as on sales to private 
companies. 

The threat of triple damage suits by customers is expected to in- 
fluence how the electrical companies will answer the government 
charges. General Electric Co., Westinghouse Electric Corp., Allis- 
Chalmers Mfg. Co., I-T-E Circuit Breaker Co., Federal Pacific Elec- 
tric Co., Ohio Brass Co., McGraw-Edison Co., and A. B. Chance Co. 
are among the 14 manufacturers named as defendants in a total of 
seven criminal indictmenis and six civil suits covering a range of 
heavy electrical products. 

Many will be watching developments in Philadelphia, since a lot 
depends on whether the electrical equipment makers decide to fight 
the government’s charges or decide not to defend the charges and 
seek consent settlements instead. The difference is important to sub- 
sequent triple damage litigation. If the government wins its cases 
after trial, then companies or government agencies that want to 
file triple damage suits can use the government trial as evidence of 
illegal conduct against the equipment makers. 

But if the federal court in Philadelphia allows the electrical manu- 
facturers to enter “no contest” pleas, the government suit could 
not be used against the manufacturers in private triple damage suits. 
Companies wanting to file their own damage claims would then have 
to prove there was an antitrust violation in the first place before they 





could collect. 


e@ Legislation to prohibit “below cost” sales at all trading levels has 
been introduced by Rep. Wright Patman (D-Tex.) and referred to the 
House Commerce Committee. However, chances of its enactment or 
even consideration, are very dim this year. Patman’s new bill (HR- 
10235) differs from an earlier one introduced in 1959 (HR-212) in 
that the new one would prevent any and all such sales where the effect 
would be to damage competition. His earlier measure would prohibit 
sales only where an intent to hurt competitors could be found. 


e@ The Rural Electrification Administration has approved the largest 
co-op generating & transmission (G&T) loan on record—$25.8 mil- 
lion to South Illinois Power Co-op, for a 99,000-kw steam plant near 
Marion, Ill. Southern Illinois is composed of three distributing co-ops: 
Egyptian Electric Co-op Assn., Southeastern Illinois Co-op, Southern 
Illinois Electric Co-op. 


@ The American Public Power Assn. has asked chairman Earl Kint- 
ner of the Federal Trade Commission to investigate the electric com- 
panies advertising program (ECAP) on the grounds that the ads 
series may be “misleading, inaccurate, and filled with half-truths . . .” 
Normally, such requests are reviewed by the FTC staff before a de- 
cision is made on whether there is adequate grounds to issue a com- 
plaint against the alleged violator or hearings are scheduled. 
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SURE WAY 


TO SELL 
Pix 





now BLACKHAWK offers you a new display board 
that puts their line of quality electrical fittings right 


in front of your customer 


Your customer will appreciate ordering the item he wants 
the time saved when he can _ by number from the board. 
check his supplies against the 
Blackhawk fittings on this 
convenient display board. 


And he'll appreciate your rec- 
ommending the fittings that 
will help build his reputation 
He’ll appreciate the ease of for quality service. 


BLACKHAWK Electrical Fittings QUALITY CONTROLLED AT EVERY PHASE OF MANUFACTURING 


Order your Blackhawk Display Board today 
“ 


lackhawk* Blackhawk Industries, Dubuque, lowa 
eg  [agestries where the new ideas come from 
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Ou 


If 
TIME 
Figures 
In Your 
PROFITS - 


Your wisest charee 


ARROLET 


Non-Gangable 


SWITCH BOX 


WALL New 
LINE-UP jy* 
GUIDES 


ine-up guides 
help you install box 
easier, quicker and 


more accurately 


Slotted cable knock-outs lift 
out clean and easy 


Square corners allow more 


wiring room 


Available with brackets 


an excellent box for your next job 


Write for specification sheet 


ility Needed for 


Arrolet 


lomorrow 


Products / 


SWITCH BOXES 
OUTLET BOXES 
BOX COVERS FITTINGS 


ARROLET 


CORPORATION 


Montgomery, Penna 


Sales Representatives & Warehouse Stocks® BALTIMORE, MOD 
* *CHICAGO, ILL. © “CINCINNATI, OHIO © DALIAS, TEX 


* GREENSBORO, N.C. * “KANSAS CITY, MO + *1OS 
ANGELES, CALIF. © *MIAMI, FLA. * NEW YO) 

NEWTON CENTRE, MASS. © “PHILADELPHIA, PA « 
*RICHMOND, VA. * ROCHESTER, N.Y. © *SEATTLE, WASH 


© “TAMPA, PLA 








HIGH VOLTAGE 





Utility Buyer Looks at Prices 





by 


“Artificiality of Pricing Structures’ 
was the title of a speech presented to 
the Conference of the Public Utilities 
Buyers’ Group, National Association 
of Purchasing Agents, February 1-2 
in Atlanta, Ga. The speaker 
George H. Cole, manager of 
chases for Alabama 
influential man among utility purchas- 
ing men. Excerpts from Cole’s talk 
are presented here. 


was 
pur- 


Power Co.—an 





w' public utility buyers are for- 
tunate in the generally high cal- 
iber of seller representatives with 
whom we have contact. As an in- 
formation source, they have been of 
much help in our job performance. 
Their cooperation in scheduling has 
greatly aided in the accomplishment 
of our programs. They and their or- 
ganization research and development 
have contributed much to utility prog- 
ress and costs. 

Some years ago, I participated in a 
course on business administration 
sponsored by the management of my 
company in which it was stressed that 
wherever you have criticism to offer 
it is a first think of 
appropriate compliments I have 
paid my compliments to the supplier 
organizations 

Value analysis has been increasingly 
emphasized by some of our most im- 
portant suppliers. This consists essen- 
tially of working with suppliers to pro- 
duce and deliver most economically 
the purchase requirements, and such 
economies as are established are pro- 
posed to be reflected in the material 
costs of the manufacturers. Value an- 
been practiced by utility 
organizations for many years. In ad- 
dition to appraising the value of the 
product, insofar as practical from a 
cost standpoint, and some of the in 
tricate apparatus products are hard 
to so appraise, utility buyers have ex- 
amined price increases in relationship 
increases through 
methods and otherwise 

But, when we approach equipment 
supplier representatives relative to ap- 
plication of value analysis to our pur- 
chases, we, in many cases, have in ef- 
fect usually received the reply that 
not for you 
They talk to us about such things as 
administered prices, organized prices, 
uniform prices, book prices, zone 
prices, firm prices, formula prices, 


good idea to 


alysis has 


to cost statistical 


value analysis is for us 


functional prices, and price-in-effect. 
Now, most of us recognize that 
some degree of organization of prices 
is necessary and desirable, from the 
purchaser as well as the seller view- 
point—if administered on a fair basis. 
We even recognize the justification, 
to a degree, of functional prices in 
relationship to superior products. Most 
of us object to unduly regimented 
prices. There is position for establish- 
ment of economies and passing on In 
prices in utility purchase requirements 
as well as in other classifications of 
purchases. Shouldn’t our utility sup- 
pliers preach what they practice? 
Back in the Depression Thirties 
there was established, with the view 
of stimulating industrial activity, the 
N.R.A.—National Recovery Admini- 
stration. This act by was 
contrary to the previous conception 
of our private enterprise system 
Whereas, there had previously 
restriction competitors get 
ting together on prices quoted, this 
competitors through 
together on 


Congress 


been 


against 


act encouraged 
trade associations to get 
prices quoted The act was later de- 
clared unconstitutional, but conditions 
have never been the Even be- 
fore the occurrence of this N.R.A. Act, 
there was a trend toward uniform pric 
us admit 


same 


ing practices—and, most of 
it was justified to a degree. What some 
of us are objecting to is not uniform 
pricing practices established reason- 
ably, but 
We are concerned about the increased 
artificiality in pricing 
haps undue departure from costs, in- 
cluding differences in costs 

I would like to 

examples and to set forth a few ques- 
tions: 

1. On certain apparatus and other 
materials, the manufacturers 
have elected to sell through dif- 
ferent channels. They market to 
certain of their customers 
through distributor channels; 
they elect to market directly to 
most large utilities. Now I cer 
tainly want it made clear that I 
am not anti-distributor. My sec- 
tion is a great area of distribu- 
tor development. They contrib- 
uted and still contribute much to 
our economic welfare. Their rep- 
resentatives include our highest 
class of citizenship. Their serv 
ices are valuable to us on many 

Through their stocks 
save my com- 


abuses of such practices 


practices per 


give you a few 


occasions 
and services they 
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CHANNEL MASTER 
ALUMINUM 


CHANNEL MASTER CORP. 


iets Labora; : 
Den ninmaMniniaat 


INSPECTED 


ELECTRICAL METALLIC TUBING 
ISSUE NO. EN-7/ 


Channel Master Aluminum EMT provides the advantages you 
want. It costs less to buy... looks better longer...speeds up the job! 


For a price below that of steel, you can have Channel Master 
Aluminum EMT, the lightweight tubing that stays good looking 


...mirror bright, mirror smooth...inside and out. Aluminum EMT 
won't ever show its age. 


Packaged in standard 10-foot lengths, chamfered at both ends, 
it is also easier to cut, bend, and put together. The hard-drawn, 
seamless raceway facilitates fishing and wire pulling. Standard inside 
and outside diameters match all U.L. approved EMT fittings. 


See us in Conference Booth No. 20, 
NAED Convention, May 1-3. 


ae 


CHANNEL MASTER CORP 


ELLENVILLE. NEW YORK 





RAWLINSON ENDORSES TORK’s 
SELECTIVE DISTRIBUTION 
POLICY 


Percy Rawlinson (right) likes the inquiries and soles leads given him by TORK 
Sales Representative Paul Matthews. Providing local leads and national pro- 
motion are all part of TORK’s backing for its selective distributors 


“I’m all for selective distribution” said Mr. Rawlinson, leading Dallas, 
Texas, electrical distributor. “And”, he continued, “I’m all for TORK’s 
policy of selective distribution. It pays off for me.” 

“TORK and I feel that honest and correct relationships with legitimate 
distributors are the only way for a manufacturer to do business. It’s 
made for a closer relationship, in both investment and promotion, be- 
tween myself, the distributor, and TORK, the manufacturer. For ex- 
ample, when my salesmen promote the line, I know they’re not wasting 
their time for we're protected by TORK.” 

Paul Matthews added: “TORK isn’t interested in diluted distribution. 
And, we work closely with and for our distributors. Non-stocking dis- 
tributors, who must bid on TORK specs, are referred to Rawlinson. 
Leads and inquiries, developed by TORK’s national advertising and 
promotion, are turned over to Rawlinson Electric Supply — as with 
all our distributors.” 

“The TORK line ana selective distribution is truly a ‘profit package’, 
Mr. Rawlinson concluded. The true completeness of the TORK line 
makes for better customer service. We get the benefit of TORK’s good 
profit line ... plus protection by the manufacturer ... plus support 
by the manufacturer — and we at Rawlinson wind up with an unbeat- 
able combination as TORK’s stocking distributors.” 


@ SELECTIVE DISTRIBUTION 

@ BETTER CUSTOMER SERVICE 

@® WIDELY SPECIFIED 

@ TRUE COMPLETENESS OF LINE 


— Ee | —J <x TIME CONTROLS, INC. 
MOUNT VERNON, NEW YORK 


In Canada: Dominion Electric Manufacturing Co. Ltd., Toronto 
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pany approximately $2,000,000 
in inventory investment, worth 
approximatel $400,000 per 
year annual savings. Recognizing 
that direct transaction between 
the manufacturer and the utility 
is the most logical channel on 
most private utility apparatus 
transactions ror economic, sery 
ice and ott reasol shouldn't 
any ec ITV IA iter tial be re 
flected ( 
There is a trend toward substi- 
tution of more uniform destina- 
tion prices on various products 
for F.O.B. factory and zone 
prices. We | 


charged? 


advant 
at dest 
on cel 
le propor 
destination 
ion 1S rela 
© are Cel 
tain other products on which 
there is la lifferential in 
costs a { tion based upon 
transportation quantity and 
other savings In these cases, 


Shouldn't th nanufacturer pass 


on to the utility these savings or 


a substantial 


portion of the sav- 
ings in prices quoted? I cite an 
example that insulator book 
prices have been shifted to the 
same F.O.B. any domestic desti- 
nation in less-carload as well as 
carload. In our case, there is 
more than $400 per carload dif- 
ference in transportation from 
several prominent insulator 
plants when we order in cCar- 
load, our natural order or ship- 
ment quantity in many Cases, 
and there are other savings than 
transportation Yet we are asked 
to pay the same price as for 
less-carload quantity 

We question the propriety of set- 
ting a unit price for a small quan- 
tity of certain items and then ap- 
plying the same unit price to a 
much larger quantity in which 
economies of production and/- 
or other economies are involved. 
Now, the Robinson-Patman Act 
has been cited to us many times 
as preventing the passing on to 
us of economies of transacting 
business, economies of transpor- 
tation and economies of larger 
quantities. But, Mortimer, doesn't 
the Robinson-Patman Act pro 
vide for price differences when 
differences in cost are estab 
lished? Many price lists still in 
clude different prices for varia- 


tion in quantities 


4. When we purchase condenser 
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An important part of your 4 


STEELDUCT EMT , 
BEND-ALINER 


Profit Picture... 


SAVES TIME 
SAVES MATERIAL 
SAVES MONEY 


@ STEELDUCT BEND-ALINER EMT 

has the blue line that registers with 90° 
centerlines and shrinkback marks cast 

in the STEELDUCT-BENFIELD BENDER. Keeps 
bends in alignment, eliminates crooked 


offsets, helps make accurate saddles. 
DOES THE JOB BETTER.. 


DOES THE JOB FASTER. 


STEELDUCT 


BENFIELD BENDERS 
FOR E. te T. & eahated 


Std Type | Pow 

$050 | | EMT 

$0.78 | SP .EMT.4” Rigid 

= 7 100.P) | EMT 44” Rigid 
SP) | IM EMT. I” Rigd | 


- ONG 
=I THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN 1, OHIO 


= 
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Be AN EXPERT 
ON DRUMS" 


WITH ONE EASY LIGHTING LESSON! 


| 


[ 





v7 Ry KS 


e 


Swingaway maintenance! 
Hinged ring and chain for easy 
relamping and cleaning. 
nae OTHER 
DRUM UNITS 
B1215 
Long-Boy Ellipse; 
intense narrow- 
beam light, 
specular Alzak 
reflector. 


B1210 

Metal drum 
units, concave 
prismatic lens 
with genuine 
Alzak reflectors. 


B1192 

Prison and 
psychiatric units; 
cast guard, 
shatter-proof 
prismatic lens, 
tamper-proof 
screws. 


B 1618 

Gym drum units, 
with guard or 
louver, single to 
quadruple 
mountings. 


INT ARON ss 


= oy bape A! 
ae ree 


GLASS DRUM UNITS 
MAY LOOK ALIKE, BUT ONLY 


SASCOLITTES 
HAVE HIGH 


EFFICIENCY, CONTOUR 
ALZAK REFLECTORS 


Real parabolic-design provides 
permanent, efficient light control. 
Unlike flat-pan or aluminum- 

foil types, Alzak contour reflectors 
can’t come ungluded, tarnish, or 
become permanently discolored from 
lamp heat. Super white opal 
glassware has satin-finish ceiling 
ring. Unit gives excellent downlight, 
plus good ceiling illumination 

above and around the fixture. Models 
to accommodate up to 

three 100-watt lamps. Complete 
selection available. 








eS prascolite 


THE EDWIN F. GUTH COMPANY ~ ST.LOUIS 3, MISSOURI 
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tubes for a power unit installa- 
tion, the manufacturer or fabri- 
cator of the condenser tubes is 
permitted up to a 5% plus tol- 
erance. A reasonable charge for 
the plus tolerance may be in or 
der since a minus tolerance is 
not permitted under the specifi- 
cation. But, why should we be 
charged, if at all, at the price of 
finished condenser tubes for the 
additional metal included for ac- 
commodation of the manufac- 
turer rather than at most the 
cost of the metal representa- 
tive of maximum, if any, addi- 
tional cost 
. It is true that cost increases re- 
flect comparatively more quickly 
in basic material production, 
such as steel mill products, but 
there have been instances that 
prices on steel mill products and 
other basic material products 
were advanced, including ad- 
vances on existing orders, far 
more than appeared justified by 
cost increases. Shouldn't the pur- 
chaser have a position in appli 
cation of such price advances? 
Shouldn't seller-buyer and pur- 
chase transaction adjustments be 
a two-way street? The steel in- 
dustry practiced a price protec- 
tion clause before World War II, 
and similar protection was ob- 
served in other basic metal in- 
dustries. There is opportunity for 
abuse in present pricing policies 
particularly as related to escala- 
tion, whether or not such oppor- 
tunity is exercised—and basic 
metal pricing policies have had a 
tremendous influence on other 
industries 
A great executive of a great manu 
facturing organization in a talk in 1956 
made the observation and expressed 
concern that distribution costs have 
jumped from 25% of all product 
costs in 1870 to about 60%. This state 
ment was made by the late W. \V 
(Pat) O’Brien, vice president, Appara- 
tus Sales, for General Electric Co 
Certainly, there are reasons in the 
conditions of more complexities of 
products and of marketing for more 
increase, but the justification of in- 
crease 25% to 60% is questionable. 
More realistic pricing practices with 
due consideration of differentials and 
economies in the marketing operations 
are certainly worthy of consideration. 
And remember, not even the $64,000 
Question could stand too-confined ad- 
ministration. Administered buying has 
a place in modern industry—just as 
does administered prices... . 
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C-2ece “nee 


Actually, ‘‘confidence’’ covers all three points It pays to have a good wide line source one in 


product quality, alert service, dependable delivery whom you have confidence. It simplifies ordering 
Efcor is industry's growing choice as the wide line eases inventory fill-ins assures product 
source because Efcor is the ever-growing line satisfaction at all times 

There are now more than 1500 quality engineered Have you reviewed Efcor's wide line lately? Catalog 


products more are on their way on request write today 


ELECTRICAL FITTINGS ° SWITCH & OUTLET BOXES 
ELBOWS, NIPPLES, COUPLINGS . “WIRE GLIDE”" 


sold only through electrical distributors 


ELECTRICAL FITTINGS CORP. - WOODSIDE 77,N.Y 











COPE 


A Restatement of ,Folicy... 


The only line of supporting systems distributed 
exclusively through authorized electrical wholesalers. 


Provides 100% protection on all sales. 


Backed up by complete engineering, sales and 


promotional assistance. 


Allan M. Ziegler 

Vice President & General Manager 
T. J. Cope Division 

Rome Cable Corporation 


From coast to coast... some 400 authorized Cope distributors sell the most complete line 
of products and equipment for every cable supporting requirement. How the Cope 
distributor policy at the right helps them build product sales—and profits—is expressed 


in these typical comments from the field: 


“TECHNICAL ASSISTANCE from the Cope repre- 
sentative in Dallas helped us sell Cope Wireway for a 
large shopping center installation. We depend on com- 
pany cooperation and special application help.” 

Henry Rowe, Sales Manager for Cummins 


Supply Company, authorized Cope electrical 
wholesalers in Fort Worth, Texas. 


“SELECTIVE DISTRIBUTION of Cope products 
through authorized electrical distributors like ourselves 
—is backed up by a clear cut policy that really protects 
us in our day to day selling. Strong Cope promotion 
has also helped increase prospect interest and sales in 
our territory.” 

Harold C. Smith, President of Frank C. 


Teal Electric Company, authorized 
Cope electrical wholesalers, Detrott, Mich. 


COPE DISTRIBUTORS ARE SOLD ON COPE—AND 


IE in lt 


Pony eee pF 


the first integrated line of Cable Supporting Systems— 
LADDER » CHANNEL 


> INCALUMINUM OR GALVANIZED STEEL 


PO LEED PREG! AP 
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THEY'RE SELLING COPE! 





COPE 


Division of ROME CABLE CORPORATION 


COLLEGEVILLE, PENNSYLVANIA 
SERVING THE ELECTRICAL INDUSTRY SINCE 1885 4 
" Orvisionm 
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Me HATFIELD: has 
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= 


- 


to manufacturing 


5 
. 


EXPANDED TEST AND 
DEVELOPMENT FACILITIES 


at the new Linden plant are among 
the most outstanding in the high volt 
age cable fieid. In addition to the 
usually required quality-control test 
procedures for every foot of cable pro 
duced, there are also special tests 
For example, we have installed a 
group of specially designed corona 
level instruments and test cables - 
right on the production line. Another 
“extra” from Hatfield to assure 
omplete customer satisfaction. 


JATFIELD WIRE & CABLE 





the largest’ plant devoted exclusively 


of rubber covered wire and cable 


H ere’s solid proof of Hatfield’s confidence in the future of the elec- 
trical industry! An entirely new plant, ready to take your orders for 
rubber insulated high voltage and the larger multi-conductor power 
cables. We're geared to produce “specials” or to ship standard items 
from warehouse stock as complete as you'll find anywhere. This new 
Linden, N.J. plant augments completely separate facilities in Hillside 
and Union, N. J. where most other types of wire and cable products 
are manufactured. It all adds up to this—whether your wire and 
cable needs are for building construction, light or heavy industry, 
governmental agencies or utilities—now you will find Hatfield to be 
one of the best equipped producers of the highest quality products. 





This new plant for the production of rubber insulated wire and cable, together with the copper 
rod mill now under construction, will be part of the HATFIELD Linden complex. It is geared 
to give HATFIELD the most up-to-date, integrated facilities in the wire and cable field, 


DIVISION OF CONTINENTAL COPPER & STEEL INDUSTRIES INC. / PLANTS + HILLSIDE - UNION - LINDEN / EXECUTIVE OFFICES - HILLSIDE, NEW JERSEY 
c 











Design-matched lighting components 
all from one source cut call-backs 





Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan 


descent, mercury and fluorescent lighting fixtures, cluster 


lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business 


Matched units for trouble-free installation 
You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience you're 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Simplified ordering, pricing, billing 


You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR ape inap lipid dietahiine 


Revere Electric Mfg. Co. 
Long Distance Phone: Niles 7-6060 e¢ Chicago Phone 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontari 


7420 Lehigh Avenue e¢ Chicago 48 burban Niles) 


SPring 4-1200 ¢ Telegra WUX Niles 


ELECTRICAL WHOLESALING—April, 1960 





PYRAMID INSTRUMENT CORPORATION, 





All your answers are in the bag 
with PYRAMID 





<< 


Amprobe Test-Master Kit keeps 


all equipment right at hand...handsomely. 


Truly the sign of the professional, this rugged, 
good-looking, genuine cowhide case contains all the 
equipment you need to do all your electrical testing 
jobs with precision and accuracy. 


Compact, neat and sturdy, the Test-Master Kit is 
specially designed to hold any one of the famous 
Amprobe RS models, the Amprobe Deca-Tran, 
the Amprobe Energizer and the Test-Master has a 
separate covered section to hold your small hand 
tools easily, within reach. 


The Test-Master comes in two models: TM33 con- 
tains the world-famous Amprobe RS-3 snap-around 
volt-ammeter-ohmmeter: 5 current ranges, 3 volt- 
age ranges. Amprobe Deca-Tran: Extends amper- 
age reading 10x, as high as 1200 amps. Amprobe 
Energizer: Multiplies sensitivity of any Amprobe 
10x for readings on small appliance and fractional 
h.p. motors. $84.50 

TM11 contains the Amprobe RS-1, economy snap- 
around volt-ammeter. Amprobe Deca-Tran and 
Amprobe Energizer. $71.75 


The Amprobe Té st-Maste Tr Kit, RS-3, De ca-Tran and Ene ) gize rareall pr oducts of 


April, 1960—ELECTRICAL WHOLESALING 


LYNBROOK, N.Y. WORLD'S LARGEST MANUFACTURER OF SNAP-AROUND TEST INSTRUMENTS 








These fluorescent'lamps may look alike... 


but only the Westinghouse Lamp has six 


Despite similar appearance and ratings, these fluorescent 
lamps are nol the same. One is a better lamp—and a 
better buy— because it’s the only fluorescent lamp with 
all 6 advances described below. That lamp is made by 
Westinghouse. It costs you no more than any other 
leading brand—but it will give you years of trouble- 
free, efficient lighting. 

1. MORE EFFICIENT PHOSPHORS—A special Westinghouse 
process selects Ultralume™ phosphor particles of a 


size proven to give more efficient lighting. 


2. BRIGHTER END TO END—Lead wires are plated with 
super-hard Chrome Vanadium to make sure Westing- 
house tubes stay bright, end to end. 

3. BUILT-IN “SHOCK ABSORBERS”—Specially designed West- 
inghouse anodes act as buffers to cushion the terrific 
shock of electron bombardment and improve lamp life. 


1. “RAINCOATS” FOR RELIABLE STARTING — Silicone “‘raincoats” 
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important advances that make it a better buy! 


disperse moisture which can collect on exterior surfaces 
and prevent lamps from starting. 


5. MIXED GASES — Westinghouse uses a precise mixture of 
certain rare gases, under exact pressure, to improve the 
light output. 

6. TRIPLE-COILED ELECTRODES — To protect electrodesfrom the 


sudden electron bombardment when thelamp is first turn- 
ed on. Emission material is quickly heated, fully protected. 


Regardless of the type or wattage of fluorescent lamps 
you buy, you will get better value, more light for your 
money, and longer, trouble-free service if you specify 
and insist on Westinghouse fluorescent lamps. 
Westinghouse makes a complete line, from tiny 4-watt 
lamps for instrument lighting to the giant 96-inch 
Super-Hi™ Lamps for store, street, and factory light- 
ing. Contact your authorized Westinghouse lamp 
agent or nearest Westinghouse sales office. 


you CAN BE SURE...1F os Westi nghouse 


WESTINGHOUSE LAMP DIVISION, Westinghouse Electric Corporation, 
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it's a Breeze 


—— 


‘Just a Double Squeeze 





Sets Up E.M. T. 
With Original b-M Indenter Fittings 


Mi) ial 


mol YW" Céawelies 


BM-228 
eo? " Connector 


BM-23B 


1” Connector 


Bob | 
2 BM-51 
— -* Yn" Offset 
Connector 
BM-52 
%," Offset 
' Connector 


BM-41 
Y”" Coupling 
BM-42 
%" Coupling 
BM -43 
1” Coupling 


@ B-M Indenter Fittings and Tools make an unbeatable combination when it comes to easier E.M.T. 


installation at less cost. New lightweight plier size indenters make setting up thin wall conduit a breeze. 
B-M fittings are neater too! No unsightly nuts or projecting set screws. Other plus features of B-M 
fittings are Concrete tight—Vibration resistant—Extra heavy bright zinc plate, salt spray and acid 
drip tested for corrosion resistance—Extra heavy positive bonding locknuts—Smooth rounded edges 
or bushed throat type connectors that prevent insulation damage—All steel construction with extra 


heavy gauge wall thickness. 

















B-M Offset Connector , showing how 
wires are guided over box edge. 











Briegel All Steel 
Indenter Fittings 
are U.L. approved 
as Concrete-Tight. 








ul 


USED THE MOST FROM COAST TO COAST 
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THE ADVANTAGES OF KOOL KOIL 
COME AS TIME GOES ON.... 


OPERATES 
UP TO 
a ] 

eelelis: 


fel m=) Gicem 2-101 8. 
ohm igeltle)(-thaast:) 


service. 


ADVANCE Fluorescent Lamp Ballasts are built to last 
years and years operating under normal tempera- 
res. The rigorous demands requir f Fluorescent 
tllasts today often result ts operating 


temperatures reducing ballast life by 


heat rise over normal oper- € < GIVES 
Co oO '@) 
sale iM Atos pee, 15% MORE 


ears exhaustive researct 


ped ADV | Ke Fluorescent Lamp f >» LIGHT 
asts. Tests in a standard 40 C Certified Ballast ’ . ; 
f turer and Underwriters Laboratories’ heat . — OUTPUT 
proved KOOL KOIL Fluorescent Lamp Ballasts ’ 
te 635°C we 15°C her quality 


er than o oy Tolmille Lilie 
they operate up to 2C OK ws 


cooler 





operate ii atiteitels 
s have failed 
levels. 
OOL KOIL Fluorescent Lamp 
prot on now the years 


urs as time 





ADVANCE ha co te ihn oa 
"==" | TRANSFORMER (0. 32 = ae 


ast eSt5* a= r ny a erry , of 
2950 NO. WESTERN AVE. CHICAGO 18, ILL. USA 














TAKING IT ON 
THE CHIN... 


_ 
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START saz: 


with the “Carol Protected-Profits Inventory Control Plan” 








If your profits are taking a beating, even when 
business is good—it may be that your inventory 
is carrying too much weight... Or perhaps it’s 
overmatched—to your customer demands. Obso- 
lete and slow moving stock in your inventory will 
kayo profits every time. 


Profits begin with the right buying decisions— 
when you buy the right merchandise... at the 
right price ...in the right quantity ... and with 
the right service and cooperation to insure fast 
turnover. The ‘‘Carol Protected-Profits Inventory 
Control Plan’’ is a new service, specially developed 
to aid you in all these areas. It’ll pay you to learn 
about this plan...and to get in on it—soon! 


FOR EXAMPLE—LET’S LOOK AT INVENTORY 


When you buy 12 product units at $1.00 each, you 
have $12 sitting on your shelf. If these products 
show a 25% gross, your profit when you have sold 
all 12 units will amount to $3. But the profit is 
not yours until you sell the last 3 units. The first 
9 units you sell only returns your initial invest- 
ment—nothing more. If the last 3 units become 
obsolete, or for any other reason fail to move... 


YOU HAVE MADE NO PROFIT! 
You’re taking it on the chin! 


When you call for cable—call for Carol! 


c ~ 
© NEOPRENE 600VY 


Portable Cords « Power Supply Cable, Types W & G « Arc 
Welding Cables « Cord Sets + Asbestos Types « Plastic 
Jacketed Cords « Thermostat Wires « And Many Others 
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Protected-Profits 
Inventory Control Plan 


helps you stop taking it on the chin because it: 
e Insures maximum turnover 
e Eliminates obsolescence 


Insures adequate inventory to fill all 
orders promptly 


Insures balanced inventories 


Protects your profits 





When your Carol salesman comes to call, ask him 
for full details on the “Carol Protected-Profits 
... Better still, call him 

. . or write, wire or phone Carol Cable Company, 
Pawtucket, Rhode Island. But don’t delay—the 


sooner you get in on this plan, the sooner you'll 


Inventory Control Plan.” 


be enjoying those extra profits. 


Division of the Crescent Company, Inc., Pawtucket, R.I. 








UNISWITC H is Amplex’s newest addition to America’s best designed 


lighting product! Uniswitch is the single control switch 
that blends incandescent and fluorescent light or turns off either! Amplex Trombolite spins, 
extends, tilts and swings to put the right light where it’s needed most. There are models for desks, 
draftsmen’s tables, work benches and standing mounts. May we send complete current literature 
for you or your customer? Desk models—$34.25 less lamps 


amplex 


Write for new brochure 
Amplex Corporation 
214 Glen Cove Rd 

Carle Place, L. L., N. Y. 


38 ELECTRICAL WHOLESALING—April, 1960 





for 
distributor’s 
Salesmen 


Easy...Simple... 
Sure - Fire 


Just mention the products now being 
heavily advertised by Ideal to your 
customers and prospects. That's all 
there is to it! 


Ideal is opening the doors for you. 
through hard-hitting, attention-getting 
user-benefit, 2-page ads like these. 
running in color in the leading national 
magazines your users read most 


You go right in and get the orders for 
pre-sold Ideal products Wing-Nuts, 
Wire-Nuts, Fish Tapes, Voltage Testers, 
Hand Strippers, Wire Lube, and other 
related items 


Now is the time to cash in! These ads 


are appearing all year long — helping you 


your wiring obs easier 


to sell right now — so you can’t start 


Just a twist of the wrist makes 


too soon! 


Get going man! Just mention the 
products! You'll earn more money... 


quicker, too! 


FOR MANAGEMENT... 


Your salesmen would, no doubt, like 
to know about this ad. Why not put it 
up on your bulletin board, or send it 


through channels for their attention. 


IDEAL INDUSTRIES, Inc. 
104 amore. | 


D Park Avenue, $ 


THE HELPING HAND 
ON EVERY 
WIRING JOB Sold Through America’s Leading Distribut 


in Canada: Irving Smith, Ltd., Montreal 
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Another Engineering Achievement 


NEW 


SAFETY 
SWITCHES 





Circuit Breaker 
Power Ratings 
Fusible Switch 
Interrupting 
Capacity... 
Give Multiple - 
Protection 


They’re built like circuit breakers! These new switches stand at the head of their class in 
safety switch design. Get top marks in circuit protection with all these PLUS features: 


Instantaneous contact action PLUS Visible blades for safety 
High current carrying ratings PLUS High current interrupting capacities 
Low maintenance cost PLUS Low initial cost 
De-ionizing arc chutes PLUS Silver alloy contacts 
Fingertip operation PLUS Large handle—clearly visible ‘‘ON’’-“‘OFF”’ 


There's a complete line of safest, coolest, heavy-duty Type A 
Switches from 30a to 1200a. See your authorized FPE dis- 
tributor or write for Bulletin #1240. Federal Pacific Electric 
Company, General Offices: Dept. 460, Newark 1, New Jersey 


br ¢ ine 
is Peni | 


FRE FEDERAL PACIFIC 


COMMON SENSE NEUTRAL BARS 


All switches 30A thru 200A have soli 


neutral blocks installed at no charge. O ign, 
switches 400A thru 1200A, the neutral . wae » 
assembly is separately packaged for in 

stallation when required 


ELECTRIC COMPANY 
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Another Engineering Achievement 


DUAL ELEMEN 
> 
' 


== 


— 


FASTEST CLEARING TIME...less 
than 1/4 cycle in all but highest rat- 
ings. DUAL CIRCUIT PROTECTION 
... Exclusive thermal-alloy element 
gives instantaneous action onshort 
circuits. Cooler operating...low watt- 
age loss. Timed delay eliminates 
nuisance blowing on harmless over- 
loads...reduces replacement costs. 


100,000 
RMS 
AMPERES 


él) CERTIFIED 


Knife blade and cartridge 
types. 30-600 amperes; 
250 and 600 volts—certi 
fied by Electrical Testing 
Laboratories to interrupt 
100,000 RMS amperes. 


FREE... Engineering Bulletin No. 
1330; and handy fuse selector for 
motor protection. Get yours 
through your electrical distributor, 
or write: Economy Fuse Division, 
Federal Pacific Electric Company, 
Dept. 454, Chicago 14, Illinois— 


i j 


ECONOMY FUSE DIVISION CHICAGO, ILLINOIS 
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waive Fon FREe Simput! WESTERN INSULATED WIRE CO. 


rot Vale) -1(-0- Mitel =O Or: SER sel malic! 
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FIVE NEW 
GEDNEY 
PRODUCTS... 


‘that 
fit 


always!’ 


Nobody knows better than you do 
how much time, trouble and expense 
are involved when electrical fittings 
don’t fit properly. That’s why Gedney 
has adopted the simplest of mottoes: 
Gedney Fittings fit. And we mean it! 


Gedney Fittings are machined with 
unfailing accuracy, then carefully fin- 
ished, finally they’re scrupulously in- 
spected. Result? You no longer have 
to make allowances for the fittings 
(and time) you used to throw away! 
One more thing. These better fittings 
cost you no more! 


Think of all the places you can save 
time and money with these five new 
Gedney Fittings and Accessories! 


April, 1960—ELECTRICAL WHOLESALING 


2 


GEDNEY JUMPER WIRE 
BONDING BUSHING 
jer ig. Malleable 


ted 
sted 


GEDWEY PUSH PULL 
TAB CAP 
eeing bushings 
@ again and 


trong poly 


GEDNEY STATIC PREVENTIVE 
GROUND CLAMPS. 
Made to ground pipe or 
conduit from 4” to 8” 





GEDNEY 


ELECTRIC COMPANY 


Te) 


RKO BLDG. « RADIO CITY »« NEW YORK 20 
GEDNEY FITTINGS FIT Foundry, Factory and Shipping Point: Terryville, Conn. 











LOOK, EVERYBODY, 
NOW I'M 
54°/o SMALLER 


225 GMP breaker in 

new FJ frame size. 

70 to 225 amp continuous 

at 600 v, 2 or 3 poles. 

Interrupts 25,000 amp 

at 240 v, 15,000 amp at 

600 v. Instantaneous trip 
adjustable externally. Available in 
individual enclosures. 


For complete information, ask your I-T-E representative. 
Or write I-T-E Circuit Breaker Company, 1900 Hamilton 
St., Philadelphia 30, Pa. 


Another new addition to 
the broad I-T-E line 


There’s a parade of new products coming your way from 

I-T-E in 1960. Watch for them. They mean new selling 

opportunities for you. And keep in mind these seven ways 
that I-T-E helps you sell 

1. Heavy advertising support 

2. Annual distributor forums to train your people 

3. Descriptive literature and counter cards 

4. Participation in national and local trade shows 

5. Engineering support for you 

6. BROAD LINE OF QUALITY EQUIPMENT 

7. Selective distributor policy 





l-T-E CIRCUIT BREAKER COMPANY 
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3 BIG REASONS WHY 
EDWARDS DISTRIBUTOR POLICY GUARANTEES YOUR PROFIT! 


e distributor snares in the sale of every product bearing the Os jp tO edwards acnnowledged e}¥G- bale : vell-made, trouble-free 


& 


name Your signaling business can never De undercut Dy Ec wards Selling pr You can rely on prompt. efficient and expert sales help from 

direct. or by Edwards giving a better price to another distribut Edwards Qur salesmen and field engineers stand ready to give you on 

maintain an. absolutely uniform one-price policy. 2. We offer 2 volun pot sales and technica! neip with contractors. architects, consulting 

stock control plan to help you get maximum turnover and profit ¢ ngineers. dealers and other prospects These points are more than our 

every dollar invested in invent y. The t ock control plan inciudes balance rmiy-heid policy They are a fundamental protection for distributor 

stocks set up by mutual agreement. carefully tailored to mee crofits. and thus the foundation of our sales growth. By helping the dis- 
precise needs and maintained by your Edwards salesman. And because of tr Dutor to make money too. we earn his active cooperation. Good distrib 

Edwards quality contro|. you can be sure that each tem you sel! lives tor relations are basically just that me “2 


ape President, Marketing 
Turn the page for a new, additional good reason to do business with Edwards! 

















DISTRIBUTOR 
<<” EDWARDS 








A SOUND 
PARTNERSHIP 





EDWARDS’ NEW SIMPLIFIED UNIT PRICING PROGRAM! 


Briefly. here's how you'll save time and money with the new Simpli 
fied Unit Pricing Program! #- New price lists are color-coded for 
quick reference, all net costs are shown. They re easy to use, can 
. Save you hours of calculating time. ™ New invoicing system is 
machine-controlled for minimum chance of error. Invoices follow 
shipments promptly. Stock and system orders show only net prices: 
unit, extension and total for every item. @ Full distributor discount 
extended to many additional items with no increase in list price. 


w New single unit packaging on all special voltages and slower- 
moving items: Quantity packaging on all fast-moving items 
m Edwards pays shipping costs on all orders of $200.00 net and 
over! And there's a 5° bonus allowed for any Edwards errors 
Your Edwards salesman wil! give you complete details on the new 
Simplified Unit Pricing Program and Data Processing System. Ask 
him for our descriptive folder. The Edwards Company. Inc.. Norwalk 
Connecticut (In Canada: Edwards of Canada, Ltd, Owen Sound, Ontario 


EDWARDS 


Specialists in signaling since 1872 + Control » Communication + Protection 





Xai» thoroughbred name! 
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There's a 
BULL DOG TAPE 


for every purpose 


¢ FRICTION You sell tape without effort when your cus- 

tomers see the famous BULL DOG name. And 
¢ RUBBER BULL DOG’S blue-ribbon performance brings 
them back for more! Smart packaging attracts 
the eye — keeps stock fresh and new. Self- 
service dispensers and multiple-unit containers 
make volume sales easier, too! Put BULL DOG 


' 


Tape on your “want list” now! 


¢ PLASTIC 


Sold only 
through verified 


wholesalers 
Another quality product of 
WOVEN HOSE & RUBBER COMPANY 
BOSTON 3, MASS. 
Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 


NEW ENGLAND REPRESENTATIVE © ROBERT R. YUSEN SALES CO., 15 CARLETON ST., CAMBRIDGE © Kirkland 7-0435 
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Your guarantee of quality- 
Triangle makes many 
types to one standard... 


'T MUST BE RIGHT! 





RUBBER & 
THERMOPLASTIC 
CABLES 


VARNISHED CAMBRIC 
CABLES 


ASBESTOS CABLES 


INTERLOCKED 
ARMOR CABLES 


BUILDING WIRE 


coo <2 


Wire ¢ Cable 


AIRPORT LIGHTING CABLE 

CAA Specification L-824 

APPLIANCE WIRE 

Thermoplastic, U/L 

ARMORED CABLE 

Type ACL, U/L 

ARMORED LEAD CABLE 

Type ACL, U/L 

BUILDING WIRE 

All Types, U/L 

CATHODIC PROTECTION CABLE 
Polyethylene insulation, PVC Sheath 
CONDUIT 

U/L. Rigid Steel, Hot-Dipped Galvanized 
or black Enameled: Flexible Steel, 
Hot-Dipped Galvanized; EMT, 
Electro-Galvanized 

CONTROL CABLES 

IPCEA. Rubber, Thermoplastic or VC 
Insulation; Braid, Neoprene, 
Thermoplastic or Lead Sheath 

FIXTURE WIRE 

All Types, U/L 

SUBMERSIBLE PUMP CABLE 

Rubber Insulation, Neoprene Sheath 
WEATHERPROOF LINE WIRE 

Neoprene or Polyethylene Type 
NON-METALLIC SHEATHED CABLES 
Types NM, NMC-UF, U/L 

PARKWAY CABLES 

IPCEA. Rubber or VC Insulation; Lead or 
Neoprene Sheath; Flat, Plain Steel, 
Galvanized, or Steel Armor 

POWER CABLES 

IPCEA. Rubber or VC, or Asbestos and VC 
Insulation; Braid, Neoprene Lead 
Sheath or Interlocked Armor 

SERIES STREET LIGHTING CABLE 

IPCEA. Rubber or Thermoplastic 
Insulation; Neoprene, Thermoplastic 

or Lead Sheath. 

SERVICE CABLES 

Service Entrance, Type SE Styles A, U. 
Type USE, Style RR Service Drop Type SD, 
Style SDC. Self-supporting Service Drop: 
Neoprene or Polyethylene Insulation; 
Rubber Insulation, Neoprene Sheath. 
TREE WIRE 

Rubber Insulated, Neoprene Sheath. 


A 
Conduit © Plastic Pipe TRIANGLE CONDUIT & CABLE CO., INC. 


Brass and Copper Tube 


WMUST Be Right! 


New Brunswick, N. J. 


Manufacturers of Arteries for Electricity, 


Liquids and Gases 
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Mr. Distributor: 


If youre alive to the 
Charm of Profit, 


you ll want to read this quick story about 
Sierra’s new Quiel Switch 


This remarkable new switch will help you enjoy a 


LIFELONG FRIENDSHIP with PROFIT... 


It would depress us to make inferior prod- This isn’t a high priced switch, and 
ucts. Ergo, we don’t do it. This superb new neither is it cheap. It’s made to compete 
Sierra QuieT Switch offers matchless with good switches, not with price 2 New 
quality —and at competitive prices. It’s so merchandise. ae 
well made we haven't been able to wear It’s an honest switch—probably the best Switch 
one out. switch for the price available anywhere. 
That’s where YOU come in. This is one You can offer it as a superior switch be- 
switch you can sell and forget. You don’t cause it is. It’s the switch with the built-in 
eat up your profits handling complaints. salesmen who never stop working to help 
It's got the sweet smell of profit (yours) you enjoy a lifelong friendship with that 
all over it. wonderful stuff called profit. 





DELIGHTS OF THE oi # 33 ee : COUPON FOR ALL 


ONE-PRICE SYSTEM 


Here is a true story of un- WHO LIKE MONEY 


blemished integrity. Sierra i To: Sierra Electric Corporation 
sells at one price and sells oe 15100 South Figueroa * Box 85 
to Distributors alone. We . ee ; . 

; “ al’? ‘ Gardena, California 
do not make “‘special 1 
cut-price deals with any- ' : rg I lust after profit. Feed me the 
body. All Sierra Distribu- ; hen “4 2 facts on this wondrous new Sierra 
tors have complete price Bit Rabe: QuieT Switch 
protection. So there you 3 
have it, the delightful Se a Sra xj Money has a wonderful color. I 


truth is out. We'll say it want to see more of it. Send me 
again: SIERRA SELLS AT SIMPLE ELEGANCE. Even the toggle the facts on this new switch 

ONE PRICE AND SELLS TO handle is different—a trim, modern de- 
ee an sign created for Sierra by a famous 
industrial designer. 


4 DECORATOR COLORS radiate charm 
and distinction. Sierra alone offers 
quiet switches with toggles in choice of 
8 complete lias of beige, ivory, brown, grey; and with 
specification grade matching receptacles and wall plates. 
switches: 15 and 20 — THEY’VE ALREADY WON the respect of 
amp., 120-277 volt, top calibre contractors, builders, archi- 
AC only; Single Pole; tects” and engineers—men who want 
Doubts Pots; Three- devices of superior quality and feel 


Way; Four-Way. Tog- : : 
gle ra Key nied. they shouldn't have to pay a stiff pre- ; : im 
mium to get them. 


SIERRA om sv 
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I don’t crave money, I only love 
it. Send me the facts anyhow. 


O 











‘NAME 
Sierra QuieT Switches 


ADORESS 





National advertising for example... Like Virden Lighting’s current national advertisement appearing in 


full color in House and Garden and House Beautiful magazines. Notice how it features “the light idea,” 
Virden’s new merchandising theme . . . note, too, how the ad is timed for the peak of the fixture-selling 
season... how it brackets the market by appealing to both new home buyers and remodelers. Big things... 


vigorous things are happening at Virden...all aimed at increasing Virden distributors’ lighting volume 
and profits. Watch for them 


Gay «6OVIRDEN LIGHTING 


a division of John C. Virden Company * 6103 Longfellow Ave., Cleveland 3, Ohio 


SUBSIDIARIES: LIGHTING DYNAMICS, INC., LOS ANGELES, CALIF. AND DALLAS, TEXAS; JOHN C. VIRDEN, LTD., TORONTO, ONTARIO 
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NOT 100 HOT TO HANDLE 


NEW 2THW BUILDING WIRE 


with a rating of 75 C 
for both wet and dry locations 


72) 
- 
~) 
QO 
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Representatives and warehouses in the following principal cities: 


Atlanta, Ga. Detroit, Mich. Minneapolis, Minn. Portland, Ore 
Boston, Mass. Greensboro, N.C. Nashville, Tenn. San Francisco, Cal. 
Chicago, Ill. Houston, Tex. New Haven, Conn. Seattle, Wash 
Cleveland, O. Jenks, Okla. New Orleans, La. St. Louis, Mo. 
Columbus, O. Los Angeles, Cal. Philadelphia, Pa Syracuse, N. Y. 
Dallas, Tex. Louisville, Ky. Pittsburgh, Pa. Tampa, Fla. 


OTHER PREMIUM QUALITY ELECTRICAL PRODUCTS BY CEL 


Non-Metallic Sheathed Cable ¢ Bushed Armored Cable « TW Building Wire 
Flexible Steel Conduit © Service Entrance Cable 


PLASTIC 


2 Ore) 


ETTCO WIRE & CABLE 


Cc O R P O R ATt O N 


General Offices: 46-50 Metropolitan Avenue * Brooklyn 37, New York 
Plant: 75 Onderdonk Avenue +* Brooklyn 37, New York 
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adds greater value to 
CROUSE /HINDS 
EV Series explosion- proof 
lighting fixtures 


Now, at no extra cost to you, this new 
Crouse-Hinds Prismatic Globe reduces 
troublesome glare while increasing 
“seeing” brightness. Provides more 
efficient working light, by softening and 


¥ Reduces glare distributing the light evenly — without 


reducing the amount of usable light. 


» » . By eliminating “hot spots”, the 
e Gives uniform brightness Crouse-Hinds Prismatic Globe reduces 
eye-fatigue . . . especially important 
in areas where reduced worker efficiency is 


e e ee 
e Eliminates normal hot itself a potential hazard. Prisms are 
spot” below fixture inside the globe to keep the exterior 


dust-free. Prismatic Globes are 

furnished with 100, 150, 200/300 and 
P ate aaa a = 300/500-watt sizes of Crouse-Hinds 
oiuaretart sone Beserhentes eins EV Series exlosion-proof lighting Sixtus 
high lighting efficiency in areas classified as Class 1 
hazardous by National Electrical Code. Available 


in choice of mountings, with a variety of reflectors (CROUSE PPE RSE? S 


for i , 
or incandescent and mercury-vapor lamps. sveacuse | new york 








OFFICES: Atlanta Baton Rouge Birmingham Boston Buffalo Charlotte Chicago Cincinnati Cleveland Corpus Christi Dallas Denver Detroit Houston Indianapolis Kansas City 
los Angeles Milwavkee New Orleans New York Omaha Philadelphia Pittsburgh Portland, Ore. St. Lovis St. Paul Solt Lake City San Francisco Seattle Tuka Washington 
RESIDENT REPRESENTATIVES: Albony Baltimore Reading, Po. Richmond, Vo. 

CROUSE-HINDS COMPANY OF CANADA, LTD., TORONTO, ONT. CROUSE-HINDS INSTRUMENT COMPANY, INC., SILVER SPRING, MARYLAND 
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TRENTON, NEW JERSEY 


April, 1960—ELECTRICAL WHOLESALING 





pit tiled 


HiT 


peel 


& Mail is inserted by the U.S. Postman. Each gang of receptacles 
straight-down insertion of mail. 


tilts forward permitting 

















& An alphabetical directory of tenants’ names—or a push button 
can be mounted in the same frame. 


plate or telephone 


AUTH “LIFE-SIZE MAIL B 


























My The tenant removes mail through a full-opening door. Even the 
largest mail is not bent or torn in insertion or removal. 








4 Two-piece design gives ready access to mounting-screw holes. 
Receptacles slip into frame without tools. 


DXES 


Preferred for Apartment Houses 


We're getting a lot of new distri- 
butors for our “Life’’-Size Mail Boxes 
all over the country. They tell us that 
their customers—the dealers and the 
builders, landlords, and housing author- 
ities — won't take anything else. What 
they like is the full-opening mail box 
door for each tenant. This means that 
magazines as large as LIFE don’t reach 


Auth 


SINCE 1892 


LONG ISLAND CITY 


the tenant with the cover torn off or 
otherwise messed up. Another thing 
they like is the easy way it installs—they 
can take the receptacles out and have 
complete accessibility to the mounting 
frame. This cuts down on installation 
time and simplifies maintenance. Con- 
sidering that AUTH “Life’-Size Mail 
Boxes can last the lifetime of the 


1 . 


building served, their cost is nominal. 


Along with this fine mail box, avail- 
able in a variety of finishes, we manu- 
facture AuthOtone Non-Electric Door 
Chimes —three different models. Like 
lawnmowers and garden rakes, mail 
boxes and door chimes go together. The 
local Auth representative will be 
delighted to discuss them with you. 


Auth Electric Company, Inc. 


NEW YORK 


MANUFACTURERS OF APARTMENT HOUSE TELEPHONE SYSTEMS, MAIL BOXES, DOOR CHIMES AND BELL SYSTEMS 


54 
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Cash in on this Spool Head! 








A typical user of Royal Portable Cord said recently, “Royal 
products can be depended on for best service and trusted for 
time-lasting materials.” * That kind of acceptance is what makes 
this well-known spool head, and the ROYAL brand, pay off 
for wholesalers. Whether it’s #18 SPT-1 or #2 SO, or the wide 
range of Royal types and sizes in between, Royal’s ready-made 
acceptance means ready-made sales and profits for you. 

Talk it over with your nearby Royal representative 


*actual quote 
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+ an associate of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 
IN CANADA: Royal Electric Company (Quebec) Lid, Pointe-Cloire, Quebec 


55 





special 


attention 
iS given 
to the 


HOT DIPPED 
GALVAN/ZED 


THIS HIGH QUALITY PRODUCT IS MADE FROM STEEL 
PRODUCED IN LACLEDE’S OWN OPEN HEARTH FURNACES 


Laclede Steel Company is one of the few manufacturers of rigid 
conduit who also make the steel which goes into the finished 
product. The steel for Laclede rigid conduit is made under 
exacting specifications and controls which are the result of 
30 years of conduit production and research. 


Special heat-lots, refined in Laclede’s open hearths, result in an 
outstanding product which assures: 


@ Uniform chemistry and grain structure 
® Strength to withstand rough handling 
© Consistent threading quality 

¢ Ductility for easy bending 


e Adherence of hot-dipped galvanizing inside and 
outside without flaking. 


LACLEDE STEEL COMPANY 


SAINT LOUIS, MISSOURI Producers of Steel for Industry and Construction 
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ROYAL . ei IT’S MADE RIGHT — TO SELL RIGHT! 


Modern Design, Sure-Grip Handle. Cleans Easily with 
BOOTH 524, NAED CONVENTION Damp Cloth. Highly Visible. Prevents Accidents and 


DALLAS, MAY 1-4 Damage to Light and Cord. Built-In Strain Relief. 
° Heavy-Duty, Swing-Open Guard with Hook. Yellow 
top in! ‘ : 
Stop Guard (Baked Enamel on Steel) 


NEW ROYAL ALL-VIN 
with 3-Wire Grounding Outlet 
for Power Tools and Appliances 


SAFETY-WIRED! . . . SAFETY-COLORED! g 
. . . Royal’s all-vinyl, all-yellow trouble light is 
really loaded with sales power! Engineered for 
extra safety and extra convenience, this new item 
in the popular Royal line is equipped with both a 
3-wire U-ground outlet and a 2-wire outlet. It also 





3-WIRE U-GROUND OUTLET 


ONE SIDE 
gives you another important and exclusive selling 


point: The bulb guard is grounded to protect the 
user against electrical shock, and the 3-wire outlet 
is designed to ground 3-wire-equipped appliances 
or tools that are plugged into it. 

Extra tough, too .. . the ALL-VINYL construc- 
tion of the new Royal trouble light handle, cord 
and plug resists oil, acid, and grease . . . with- 
stands hard use and abuse that shorten the life 
of ordinary trouble lights. 


2-WIRE OUTLET OTHER SIDE 





* 
+ 


TTL ttt. 


7 
* 


a 
3-WIRE, U-GROUND OUTLET ONE SIDE, [44] 


2-WIRE OUTLET ON OTHER; VINYL 
HANDLE, CORD, MOLDED-ON PLUG 





————— erereree erererrrerrere 
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SHIPPING CARTON 
CATALOG 
TYPE CORD 
NUMBER QUANTITY WEIGHT 








45-3260 18-3 SJT 30 Ibs. 


53-3261 18-3 SJT 25 
— a , = 


Individually packaged in 53-3270 16-3 S$JT % 
attractive corrugated display cartons 53-3271 16-3 $JT 31 


SEE YOUR ROYAL REPRESENTATIVE * [4] 


My, ® 2-WIRE OUTLET ON BOTH SIDES* 
XS VINYL HANDLE, CORD, MOLDED-ON PLUG ry 























CATALOG SHIPPING CARTON 
NUMBER r 


ELECTRIC titi ~ QUANTITY WEIGHT 
-. @n associate of IT 45-3250 12 25 Ibs. 


ROYAL ELECTRIC CORPORATION, PAWTUCKET, RHODE ISLAND 45-3251 6 20 


In Canada: Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec *Not Grounded 
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EASY TO HANDLE 


Reynolds Aluminum Rigid Conduit 


LOWERS 


INSTALLATION COSTS 


Here’s why: Reynolds Aluminum con- 
duit bends and forms easily and ac- 
curately. And, because aluminum is so 
lightweight—weighing one-third as 
much as steel, it can be handled and 
installed easily. Important to everyone 
concerned with maintenance is the fact 
that aluminum can’t rust ever—and 
also resists corrosion due to weather 
and most industrial atmospheres. 





Even threads cut on the job can’t rust. 

Reynolds Aluminum Rigid Conduit 
is non-magnetic, reduces voltage drop, 
makes longer runs or smaller con- 
ductors possible. 

For complete information and names 
of Reynolds Aluminum Rigid Conduit 
distributors, call your Reynolds Sales 
Office or write Reynolds Metals Com- 
pany, Box 2346-EC, Richmond 18, Va. 


Watch Reynolds TV shows “ADVENTURES IN PARADISE", “BOURBON STREET BEAT” and “ALL STAR GOLF’ —ABC-TV 
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Here are just a few of the dozens of items in the 
BIG ROYAL CORD SET LINE all described 
in ROYAL’S NEW CATALOG NO. 3-59... 
the finest cord set catalog ever! For clarity — big BOOTH 524 NAED CONVENTION 
illustrations. For saving time — complete-in DALLAS, MAY 1-4 a 


every-detail listings. For convenience — easy- 
reference indexing. Catalog No. 3-59 simplifies 
cord set buying — AND cord set SELLING, too! 


Check your copy of the catalog now ... complete 
your stocks for the big season ahead! 


+ « an associate of 


ROYAL ELECTRIC CORPORATION ¢ Pawtucket, Rhode /s/and 
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WE SHOWED THEM HOW TO SAVE UP 
TO 30% ON INSTALLATION COSTS... 


The problem was a familiar one: budget too low, installation costs too 

high. But we demonstrated how, on one construction job alone, 30° of 

the installation labor cost could be shaved from the estimate, using the 

new No. 131-SF 3” Rattan Set-Fast Connector that eliminates SEND FOR FREE 
locknuts in outlet boxes — and saves precious minutes. CATALOG TODAY! 
New ways to supply and service America’s electrical needs is an old Write to Dept. T, 
story for us at Rattan. A continuing program of new product The Rattan Mfg. Co., 


development and improvement has made Rattan one of the industry's * 10 Wall St. 
leaders. New Haven 7, Conn. 


Founded over 100 years ago, Rattan has become synonymous with fine 
electrical products at competitive prices. With ample factory supplies 
and stocks in eight centrally-located warehouses, Rattan can handle 
your shipment quickly and efficiently. And — for your convenience 
there’s a Rattan Man in every principal city, ready to serve you. 


the RATTAN MANUFACTURING COMPANY 


Since 1857 


NEW HAVEN « CONNECTICUT 


Conduit Fittings « ‘‘Marr’’ Connectors ¢ Electrical Fittings for Wire Cable, Rigid & Thin Wall and Flexible Conduits 
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A Firm 
Foundation 

on which P&S 
Distributors 

build volume 
and profits 

year after year 
with PeS Quality 


Wirme Devices 


SYRACUSE 9, NEW YORK 


Het, 8 oe ee pS a RR ee a ee 
a, <> PASS & SEYMOUR, INC. 


PERFORMANCE 


a p E G I F | E D 60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ili, In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario « 
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Armorlokt Cables are easy to instal! around bends or obstructions, readily accessible for repairs and are avallable for indoor and outdoor applications. 


(iss) Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cable 

e Mold-Cured Portable Cord e Interlocked Armor Cable 

e Shovel & Dredge Cable e Special Purpose Wire & Cable 

e Paper & Lead Cable e Aerial, Underground and 
Submarine Cable 
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You can install (ss) Armorlokt in half the time — at half the cost 


Take a close look at the main illustration. With Tiger 
Brand Armorlokt Interlocked Cable, it’s a simple job 
to run power and light lines around a steel beam. We 
know, from experience on other jobs, that a conduit 
system would require about twice as much time to in 
stall. It would probably have required larger size cable, 
because of the higher voltage drop . . . and it would 
cost about twice as much! 

Greater current-carrying capacity. For a given con 
ductor size, Armorlokt will have a higher current ca 
pacity than three single conductor cables pulled into 
a steel conduit. As an example, 500 MCM 3-conductor 
varnished cambric cable with galvanized steel inter 
locking armor will have a current-carrying capacity 
of 417 amperes with a copper temperature of 85°C 
Three single conductors of the same size in a steel con- 
duit will have a current-carrying capacity of 380 am 
peres. Putting it another way, 350 MCM Armorlokt 
might serve, where 500 MCM would otherwise be re- 
quired in conduit ...a big saving in favor of Armorlokt 
Less material—less space. With Armorlokt, costly pipe 
fitting, bending and pull boxes are eliminated. Instal- 
lation time is cut approximately in half. Space savings 
as high as 55% to 75% over conduit are common 
Greater layout flexibility. When distribution systems 
are laid out with easily-accessible, readily-traceable 
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Armorlokt Cables, it is a simple matter to change ma- 
chinery locations. This might well be a deciding factor 
in industrial plants 

Ease of maintenance. Armorlokt Cable permits the 
greatest possible ease of maintenance. Cable faults are 
readily located and serviced. If Armorlokt should 
become damaged, you simply insert a splice box 

USS Tiger Brand Armorlokt Cable is available in volt 

15,000 with galvanized, 


age ratings from 110 to 
with poly 


stainless steel, aluminum or bronze armor 
vinyl chloride jackets over the armor for especially 
corrosive applications. For complete facts, write Amer- 
ican Steel & Wire, Dept. 016, 614 Superior Avenue, 
N.W., Cleveland 13, Ohio 


USS, Tiger Brand 1 rm kt are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


os! Distributors 


Distributors 














FOR SAFETY’S SAKE: 
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1. RUINOUS ARC in open knifeblade switch. At moment of J : vr z 
“‘break’’ a flash explosion occurs. Blades pit, burn, deteri ; 
nger : -ver-present in open blade switches [ = 


i iii 
ft} 


: 
i 
{ 











2. SUBDUED ARC in modified knifeblade switch. Closures 3. MAXIMUM SAFETY found only in BullDog Vacu-Break* Safety 
or ‘‘quenchers" retard arcing slightly, but since blades must Switches. Arcing is confined inside compact Vacu-Break chambers 
ultimately be pulled clear of closures the hazards still exist. Arcs are snuffed out before they can cause any serious damage 


Unretouched photographs of the arc in 100-amp 600-volt 
switches operating under 90-amp 440-volt load with 40% to 50°, power factor. All pictures taken at exact instant of “‘break.”’ 








HERE’S THE REAL STORY 


ON SAFETY 


IN SAFETY SWITCHES 





here’s a big difference in safety 
switches—a difference between 
maximum safety and half-way safety 
. . . low maintenance and excessive 
maintenance. These differences are 
quickly apparent when you compare 
BullDog Vacu-Break® Safety 
Switches with the other main type 


—the open knifeblade switch. 


BULLDOG discarded the knifeblade 
design twenty years ago when they 
Vacu-Break. It is 


based on the engineering principle 


engineered the 


that an arc is the least destructive 
or dangerous if confined in an arc 
chamber which limits the oxygen 
supply .. . actually starves the arc 
before it can build up. ‘““Explosions’”’ 
are non-existent the need for 
maintenance of contact points is 
virtually eliminated. Today, only 
Bull Dog Vacu-Break or 


anything like it. And it is available 


has the 


at no extra cost on both the Master 


and Junior and Raintight lines. 


OPERATION of the Vacu-Break is 
simple, sure and safe. A sturdy rod 
attached to the operating handle is 
clamped directly to the Vacu-Break 
heads. When the handle is pushed 
“Off,” this rod literally yanks the 
from the stationary 


heads away 


contacts. Double “‘break’’ action is 


quick, foolproof. Unlike knifeblade 


types, you need not depend on 


tricky spring and trigger mecha- 
nisms. You don’t have to open the 
switch cover and check to see that 


contact has been broken! 


100,000 AMP TEST. BullDog Vacu- 
Break Safety Switches, when used 


with current-limiting type Amp- 


Traps**, will withstand the most 
severe fault currents. In recent tests 


standard BullDog switches with 








Amp-Traps have been subjected to 
a 100,000 amp short circuit current. 


The switches were undamaged! 
& 


THE CLAMPMATIC* ASSEMBLY 
see the illustration below) is another 
safety BullDog Vacu- 
Break Safety Switches. It gives bolt 
tight contact in the “On” 


feature of 


position, 
helps accelerate ‘break’? when the 
switch is pushed “Off.’’ You provide 
real value, too. Vacu-Break Safety 
Switches cost no more. Compare! 


VACU-BREAK HEAD 


CLAMPMATIC SPRING 


MOVABLE CONTACT SLUG 


CENTER INSULATING BARRIER 


STATIONARY LOAD SIDE JAW 


STATIONARY LINE SIDE JAW 


Close-up of Vacu-Break head shows movable contact slug inside the compact, oxygen 
limiting chamber. Clampmatic assembly assures bolt-tight contact, speeds ‘‘break."’ 
This combination guarantees positive, safe operation, long switch life. 


BullDog Electric Products Division, |-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan 


In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St 


New York 16, N. Y 


FOR SAFETY’S SAKE—BUY VACU-BREAK 

















BULLDOG ELECTRIC PRODUCTS DIVISION 


1-T-E CIRCUIT BREAKER COMPANY 














Something special 
in lighting 


THE CLASSIC 


eee 


Today’s most popular and most 
imitated commercial light- 
ing fixture. Available with 
Benjamin’s own 45° plastic 
louver or the exclusive new 
L-120 lens. Features a new 
“stocking pack;’ making every 


fixture adaptable for individ- 
ual or continuous mounting. 
Adaptable to almost any com- 
mercial lighting application, 
this simplified quality unit of- 
fers easy wiring and universal 
adaptability. 
- 


Finest in classroom and 
general commercial lighting 


THE VERSATILE 


. er 
JY 
_ 


Simplified butt mounting fea- 
ture, permits continuous row 
installation, assures perfect 
alignment. For utmost value, 
Versateer cannot be equalled. 


Benjamin-designed to give you 
more features and lighting qual- 
ities than any similar unit avail- 
able today. 35° x 25° shielding 
in two or four lamp design. 


For those 
tough-to-light corridors 


the Benjamin 


| 


For cheerful 
completely glareless light 


the Benjan 


| a 


Single-lamp plastic enclosed fluorescent fixture, designed to 

1 provide low-cost, glare-free illumination for aisles, stairways, 

washrooms, waiting rooms, book stacks, other similar locations. 

A dependable quality unit with complete lamp shielding, easily 
cleaned and maintained. 

Unit-packed simplicity combined with streamlined styling and 

2 high lighting efficiency are outstanding features of this popular 

plastic enclosed fluorescent fixture. A two-lamp unit, it affords 

economical, glareless lighting for stores, offices, other commercial 

applications. Polystyrene plastic cover snaps into channel for rigid, 
trouble-free installation. 


SWIVEL STEM SUSPENSION 


This is the perfect compan- 
ion for all the fixtures shown 
above—the new unit-packed 
stem suspension. Boasts a 
modern sliding clamp 
hanger and an exclusive 
built-in leveling: device; this 
18” stem suspension is 
packed two to a carton, com- 
plete with all parts and 
components 
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SPECIAL FOR BENJAMIN DISTRIBUTORS 


Get fast fixture turnover 
Sales-Proved 
Stocking Plan 


Benjamin offers you a positive, proved 
plan for faster turnover and higher 
profits...based on four nationally 
known, best-selling commercial fixtures. 
You order only a minimum basic stock 
and we'll help you move and maintain 
it! Benjamin will back you up and spark 
your sales on all four fixtures with hard- 


/ 
/ GIVES YOU THE FOUR 
MOST-WANTED FIXTURES 


/ INCREASES YOUR SALES 
/ BOOSTS YOUR REPUTATION 


Ps FOR FAST, DEPENDABLE SERVICE 


hitting national ads scheduled through- 
out the year and beamed straight at your 
customers. They'll look to you for im- 
mediate delivery...don’t miss a single 
sale! Stock this Benjamin “basic four” 
and sell more! ! Ask 
representative—or write, wire or phone 
for the facts. 


your Benjamin 





YOU GET FREE LITERATURE 
PLUS NATIONAL ADVERTISING 


YOU GET ASSURED 
FAST TRUCK DELIVERY * 


YOU GET SELLING SUPPORT 
AND FULL PROFIT! 


Our own sales force backs up your 
men by helping them sell to your 
electrical contractor, assuring stock 
turn-over at a full profit! 


Benjamin supplies you with a special 
selling brochure and price lists on these 
fixtures, imprinted with your name. In 
addition, these products will be nation- 
ally advertised throughout the year to 
all of your contractor customers 


We deliver weekly on regular 
schedules—direct to your door in 
our own fleet of trucks. You get 
assured fast inventory replacement 
...minimum breakage and damage 


...personalized service. 
*East of the Rockies 


its AWE ow 


DIVISION Des Plaines, ill. 


® 
THOMAS INDUSTRIES INC. 
BENJAMIN + MOE LIGHT + STAR LIGHT + ENCHANTE + SAN MARINO 
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NOW YOU CAN GET SAFER, FASTER, LONGER-LASTING 


Anaconda Durasheath has a new clean-stripping, semi-conducting tape 


The megohm meters (above) are measuring the 
surtace resistivity on two si: umple s of high-voltage. 
rubber-insulated, Shielded and Neoprene-j jack 


eted cable immediately after the ocd Cosel 


tape has been removed. The sample on the left 


(with a megohm meter reading in excess of 100 
megohms ) is Anaconda Durasheath incorporating 
the exclusive clean-stripping, semi-conducting 
tape. For comparison, the cable on the right with 
1 low reading typifies old-style cable manufac- 
tured without semi-conducting tape. 


The old-style cable re quire s tedious surface fil- 
ing and buffing be fore it is clean of conduc ‘ting par- 
ticles, and re: ady for the tape build-up necessary 
to comple te the splice or termination. Even after 
all these preparations, the surface may still be con- 
ducting because of the semi- conducting particles 
remaining deeply imbedded in the insulation. 

New Anaconda Durasheath eliminates the need 
for excessive filing and buffing. Because the semi- 
con tape strips clean, the bared Durasheath insula- 
tion surface is left with only slight traces of easily 








ORDINARY SEMI-CON TAPE 


JOINTS AND TERMINATIONS ON HIGH-VOLTAGE CABLE 


This balanced design and the new semi-con tape 


removed semi-conducting particles. The meter 
readings will show that a moment of buffing is all 
that’s needed to complete surface preparation for 
tape build-ups and the most reliable splice or ter- 
mination possible today. 

The planned research and production program 
which brings you this outstanding cable develop- 
ment is also responsible for the equally important 
developments in Butyl rubber insulation com- 
pounding, and extruding, which have produced 
the best possible balanced design and construction 
in high-voltage rubber-insulated cable obtainable 
today—Anaconda Durasheath. 


are big reasons why Anaconda Durasheath Cable 
means both short- and long range economy and 
reliability, and why you should promote it to help 
protect your customers investment in high-voltage 
cable. For more details, contact your nearest 
Anaconda Wire & Cable ¢ vompany District Office, 
or write to: 25 Broadway, New York 4,N.Y. — gcouw 


ASK THE MAN FROM 


ANACONDA 


ABOUT DURASHEATH’ CABLE 








WEAVER 


DUAL-GRIP 
HEAD 
Clamps on pipe with 
two screws... no 

threading necessary. 





INSULATOR 
Stock only six standard All porcelain insulator 


with exclusive snap-on 
action cuts installation 
time. 


kits to cover most 


installations 
STORM 
COLLAR 
Neoprene storm collar 
ee ; Me eliminates caulking... 
These Weaver Mast Kits provide assures lifetime protec- 
. ti i . 
everything needed for low roof ion against leaks 
service entrance installation ex 
cept the conduit. All parts are 


designed for easy installation 
FLASH PLATE 


Supports mast and 
cover most installations or, on serves as flashing. 


without tools. Six standard kits 


request, Weaver will p ick special 
kits. Individual items may, of 
COUrTSe he ordered LO meet loc il 


requirements. PIPE SUPPORT 


Fastens conduit securely to 
masonry ...one piece con- 
struction. 


OFFSET 
REDUCER 
Made of high-strength cast 
aluminum ... assures positive 

grounding. 


SA. WEAVER 


£ * gtccae 
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Stock and sell 
these other 


high profit items... 


TYPE SEC ENTRANCE HEADS 


Body and cover cast of high-strength aluminum 
alloy, cable keeper of Duronze... heavily cadmium 
plated. Cable keeper is reversible to hold any size 
cable firmly in place. Cover has deep flange on all 
sides to prevent moisture from entering head. Cover 
screw placed at convenient angle for easy tighten- 
ing. Three sizes accommodate all popular size en- 





trance cable—including 2/0-3 aluminum or copper. 


PLASTIC INSULATING 
BUSHINGS 


Constructed of super-tough cellulose ace- 
tate butyrate wont crack, distort, cor- 
rode or break. Ribs on side allow easy 
hand tightening ... locks so tight a wrench 
is needed for loosening. Overlapping lip 
protects insulation. Compact—takes less 
+ a, 
space in junction box. Twelve sizes (2 


thru 6 ) cover every requirement. 


INSULATOR 
SUPPORTS 


Cast of high-strength malleable iron— 
cadmium plated. Cup pointed, hardened 
steel screw is angled to assure a grip 
that won't slip even under extreme vibra- 
tion. Securely attaches conduit, insulators, 
outlet boxes or bridle rings to steel 
structures. 


J. A. WEAVER COMPANY «+ 2110 Howard St. «+ St. Lovis 6, Mo. + Phone CEntral 1-8100 
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SCOTCH BRAND Electrical Tape No. 33... always an extra-profit 
product leader... now brings you this new sales-building promotion! 


3M’s “thrown the switch” on a dynamic new 
sales promotion program aimed at building 
more business for electrical services, products, 
and supplies. 

Attention-getting ads, like those on the op- 
posite page, to improve electrical living, are ap- 
pearing now in the leading public-opinion form- 
ing magazine— The Saturday Evening Post. 
These ads support qualified electrical contrac- 
tors as the men to see for any type of wiring 


and build business for electrical distributors 
and manufacturers, as well. 

Each ad reaches a potential audience of more 
than, 23 million readers. The best prospects for 
electrical contractor services in your own area 
are sure to be included. 

Here is an opportunity for you to again pro- 
mote the continuous national campaigns for 
better electrical living. 














SALES MAKING 
MAILINGS: imprinted with 


your name—ready to go— 
all you do is address and 
mail. Send them out to 
back up the theme ‘‘De- 
pend on your Electrical 
Contractor’’ and to tie 
yourself directly with the 


Get these merchandising aids FREE... 





COLORFUL FOLDERS: 


Sales-openers for distribu- 
tor salesmen. Featurin 
the SATURDAY EVENIN 
POST cover in full color. 
identifies you with 
“SCOTCH” No. 33's “Oper- 
ation Support.” 


COUNTER DISPLAY CARDS: 


Reminds pick-up business 
that you and “SCOTCH” 
No. 33 are co-sponsoring 
“Operation Support.” Re- 
minds your customers of 
THE SATURDAY EVENING 
POST advertising program. 


POST 





STOCK IDENTIFICATION 
STICKERS: For your con- 


tractor customers—instant 
identification on all gross 
quantity cartons. Carries 
the confidence-building 
message “As advertised in 
THE SATURDAY EVENING 
POST.” 


WINDOW AND STORE 
BANNERS: You can make 


available big, colorful 
streamers to your contrac- 
tor customers. instantly 
identify him as a part of 
this national program. 


promotion. 





tity 


ee ee 


A LIVE WIRE PROMOTION! Planned merchandising to build electrical business! 


Tie in...Cash in...Ask your 3M representative 


Your 3M man has the complete story. He'll show you how to use 
“Operation Support” and join in this business building promotion. 

He'll show distributor salesmen how to use the complete “Opera- 
tion Support” package when calling on contractor customers. Don’t 
delay —call your 3M representative today, or write 3M Co., 900 Bush 
Avenue, St. Paul 6, Minn. 


PLANNED to reach a maximum number of 
prospects for wiring of all types. 


AIMED to start people thinking about 
better electrical installations. 


TIMED to hit at the peak of the Spring 
building season. 


Minnesota Miaine AND Maanvracrunine COMPANY 


Electrical Products Division 
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''Blackburn doesn't compete 
against their distributors" 


HARRY HUGHES, 
Vice President 
Hughes Supply, 
Incorporated 
Orlando, Florida 





1525 Woodson Rd. - St. Lovis 14, Mo. > WY¥down 3-9430 
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Sola Ballast Catalog Number 670-130 
for two 96-inch or 72-inch 1500ma rapid start lamps 


Sola Ballast Catalog Number 650-110 
for two F96T21 or two F72T12 425ma slimline lamps © 


Sola Ballast Catalog Number 670-109 
for two F40T 12 430ma rapid start lamps 


Cool thinking results in family of 
Sola ‘‘upside-down”’ fluorescent ballasts 


One of the major problems in modern fluorescent lighting is the problem 

of ballast heating in an operating fixture. Well ahead of other major ballast 
manufacturers, Sola engineers started thinking cool and designing cool in 
terms of in-fixture ballast performance. 


Here’s the latest of their new ideas in ballasts—the components are mounted 
upside down in the case. The fiber insulator is removed from its conventional 
position on the mounting surface and put beneath the label surface where it can’t trap 
heat inside the ballast case. 


The new design permits normal core and coil heat to be quickly conducted away 
by the fixture housing and also puts extra space between the capacitor and the 
core and coil to extend capacitor life. The result is a ballast that works more 
efficiently, lasts longer, and provides full light output over its rated life—premium 
performance at no extra cost, proved by repeated in-fixture ballast testing. 


Now three Sola ballasts with upside-down insides are available. Manufacturers 
of quality lighting fixtures, as well as specifiers and users, have been quick to 
recognize the good sense of the idea—just as they were with other Sola 
innovations such as the constant-wattage circuit and the series-sequence circuit 
which are now industry standards. 


The cool thinking that resulted in these new ballasts is typical of Sola’s 
comprehensive engineering approach in designing quality products. At Sola, it goes 
on all the time. Look to Sola when you want ballasts that will help quality fluorescent 
fixtures deliver all the light that’s engineered into their lamps. . . that will give 
coolest possible in-fixture performance ... that will live up to their own rated life. 

Consult your Sola lighting representative for complete information on Sola 


products—request literature on “upside down”’ ballasts. 


Write for Bulletin 27D-FL. 


Sola Manufactures: Constant Voltage Transformers, Regu/ated DC Power Supplies, 
Constant Wattage Mercury Lamp Transformers and Fluorescent Lamp Ballasts 








not just any light but... 











LmOmeALAUVU &S 5 





the right lights for any 
localized lighting job 


... the profitable line for you! 


TASK-ENGINEERED: Localites are engineered for specific 
industrial and commercial applications . . . in styles 
and sizes best suited to particular jobs. 


ONE LINE FOR ALL JOBS: Localite is a single, 
reliable source for all specialized lighting needs. . . 
for machine shops, assembly operations, offices, 
laboratories, schools, hospitals, hobby and home use. 


HIGHEST QUALITY: Localites are extremely rugged, 


yet flexible . . . can be instantly adjusted to desired 
position .. . stay put under severe vibration. Easy-to- 
mount, cool to touch . . . most models U/L approved. 


PEOPLE KNOW LOCALITES: The first choice of 
industry for over 25 years for use on machine } 
tools, inspection benches, assembly lines, Localites 
are America’s biggest and fastest growing 
industrial lighting line. 


COMPETITIVE PRICING: Best of all, you never pay 
a premium for Localite quality and reputation. 
Localites are priced to sell to every market. 


Write jor Catalog L-9, Fostoria Corporation, 
Fostoria, Ohio 


F FOSTORIA | 
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you don't have to gamble... 





Doing business can be FUN 
...and PROFITABLE, too 


when you hold a winning hand 
backed by the assurance and support 


ofa BLUE CHIP COMPANY 





you’re always in the chips with... 
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a blue chip Company 
with blue chip products 








and here are TWELVE 
BLUE CHIP POLICIES 


to support your bid for 
that extra business 


HARVEY HUBBELL, INCORPORATED 
Rugged Wiring Devices 


BRIDGEPORT 2, CONNECTICUT 








Grounding 


— Seal-Tite 


Covers 


Straight Blade Safety 


Devices Grounding 
Weatherproof Devices 


Plates 


it’s fun to play a winning game, 


and » Moles to have HUBBELL 


MAKES 
GOOD CONNECTIONS 


see you in DALLAS Turst-Lock 


1 


HARVEY HUBBELL, INCORPORATED 
Rugged Wiring Devices 


BRIDGEPORT 2, CONNECTICUT 
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A COMPREHENSIVE 


REPORT ON 
WHAT THE DECADE 
HOLDS FOR YOU 


HE ’60s will be filled with opportunities and dangers for full-line, full-functioning 

electrical distributors. Survival and success will depend upon the efficiency 

with which they continue to serve customers and suppliers 

This 32-page section represents a special effort by the editors of ELECTRICAI 
WHOLESALING to anticipate and analyze some of the trends that will manifest 
themselves during the next decade. The section is organized in this fashion 

e@ What’s Ahead for the General Economy—a roundup of the new forces that 
will have a special influence on American business 

e@ What’s Ahead for Electrical Distributing—an examination of some of the fac- 
tors that will be influential on the wholesaling scene 

e@ What's Ahead for Management—a study of some of the changes forthcoming 
in such distributor management functions as purchasing, credit and pricing 

e@ What’s Ahead for Salesmen—a word-and-picture preview of products, cus 
tomers, specialists, sales techniques, sales promotion and sales training. 

e@ What’s Ahead for Operations—a portrait of the coming revolution in distribu- 
tor warehousing, office, counter and showroom procedures 

The “Succeeding in the 60s” symbol, which has already flagged several forward- 
looking articles this year, will be the mark of a continuing EW program 
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PREDICTIONS of a “population explosion” during 
the next decade are but glad tidings to American 
business. For they presage an increasing demand for 
and consumption of all types of goods. A measure 
of this increase is implicit in the expectation that the 
population of the United States will grow from its 
present total of approximately 180 million persons to 
around 214 million by 1970. 

he greatest surge in the decade is expected to 
come after 1965. Reason: today’s families include 
more children than was typical 20 years ago—an 
average of 1.4 per family today as compared with an 
average of 1.2 per family in 1940. As this wave of 
children, which started in the 1940s, reaches the age 
for forming families, another boom in new marriages is 


PROSPECTS are bright during the “60s for a continu- 
ation of upgrading in family incomes. From 1950 to 
1957, an average of 2 million families per year 
crossed into the $4,000-plus income bracket. It is ex- 
pected that during the next 10 years a minimum of 
1.5 million families each year will reach this level. 
By 1963, more than half of all families in the U.S. 
will be earning over $5,000. 

Phese past and projected gains in real family in- 
come are the result of steadily higher wage and salary 
payments. They will continue as the labor force up- 
grades its skills, as more people move into the profes- 
sions, and as worker productivity generally trends 
upward at the compound rate of 2.5% or more pel 
year. These gains in productivity will permit higher 


fHE marketing sector of the American economy is 
expected to successfully handle its special job—that of 
providing relatively sustained prosperity—during the 
60s. The critical nature of marketing’s role is sug- 
gested by McGraw-Hill studies indicating that “op- 
tional consumption” covers as much as one-third of 
everything that is consumed. American consumers, 
in contrast to those living in a subsistence or survival- 
level economies, have a broad option to “take it or 
leave it.” If they were to leave it, however, a severe 
depression would not be far behind. Seen in this per- 
spective, marketing takes on the character of an abso- 
lutely basic operation. 

As marketing has assumed greater and greater eco- 
nomic importance, it has been paralleled by the strik- 


84 


What's Ahead 


Here are six trends* that are 


in the offing, to be followed by another, bigger baby 
boom. Upon entering the 1970s, the U.S. population 
will include a record number of relatively young fam- 
ilies, comprising a market of unprecedented size for 
new homes, cars and other durable goods. 

Another prologue for the ’60s is the fact that to- 
day the American market consists predominantly of 
families with sufficient income to indulge in what 
has been called “optional consumption.” Families that 
once ate low-grade meats and canned foods now have 
steak and frozen specialties. Instead of the dime store, 
they patronize the department store and even have 
charge accounts. All this is a pattern of buying habits 
that results from an increasingly broader distribution 
of income. 


wages, and collective bargaining arrangements pretty 
well insure that wage increases will be realized. In 
fact, the increasing prevalence of long-term labor con- 
tracts, with annual wage increases provided for each 
of several years ahead, means that the rewards of 
productivity have been committed in advance—and 
not, for the most part, to profits or income for propri- 
ctors. 

Broadened income distribution—the consequence of 
these expansive forces—presents one of its most strik- 
ing effects in suburban shopping centers. The stores 
are bigger than a decade ago; the selection of mer- 
chandise is wider and richer. This should also be more 
apparent 10 years from now—depending on how well 
marketers succeed in inducing families to spend more. 


ing growth of distribution industries. In an increas- 
ingly productive society, in which fewer and fewer 
persons are needed to turn out a growing stream of 
goods, more and more persons are needed to market 
them. Behind this relatively faster growth in employ- 
ment by distribution are several factors, including the 
taking on of a lengthening number of functions. An- 
other factor is the failure of productivity in distribu- 
tion to keep up with that in manufacturing. This would 
seem to imply that there has been a sharply rising cost 
of distribution as compared with the cost of manufac- 
turing, which is not so. Actually, since 1929, distri- 
bution and production costs have stayed at about the 
same ratio. What has happened is that distribution is 
doing a much bigger, more complex job. 
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for the General Economy? 
sure to influence the shape of the ‘60s 


4. High level of business investment will be sustained 


THERE are new elements shaping business investment 
which promise to make possible sustaining it on an ex- 
panding and relatively even keel over the decade 
ahead. These elements, as they affect prospective need 
for more and better capital equipment to meet produc- 
tion requirements, include: 

e@ 1.A striking shortage, relatively, in the hours of 
labor available to meet the needs of a rapidly-ex- 
panding population, thus creating a scissorlike pres- 
sure for more capital equipment. 

e@ 2. A formidable backlog of overage and anti- 
quated facilities that must be replaced if the economy 
is to make the required gains in industrial production. 
It is estimated that less than one-third of our total busi- 
ness plant and equipment is “modern’—that is new 


in the sense of being put in place since 1950. 

e 3. An increasingly heavy requirement for in- 
vestment in industrial equipment to: (a.) cope with 
the growing difficulty of obtaining materials such as 
iron ore, and (b.) prevent or eliminate community 
hazards such as pollution of air and water by in- 
dustrial operations, and reduce the risks of injury on 
the job for workers directly involved in these opera- 
tions. 

If during the next decade the U.S. economy is to do 
better and have an increase in goods and services per 
capita, like that of the past decade, national output 
must be stepped up accordingly. Indeed, by 1968 
the U.S. must be producing 36% more than what is 
being produced now to accomplish this. 


5. Research will set off a product revolution 


SPENDING on research by private industry, govern- 
ment, universities and associations came to about 
$12.5 billion in 1959—2'% times the sum spent on 
research in 1953. 

Today’s research will change the way a family lives 
tomorrow—how people communicate, where and how 
they travel, what they eat and wear. In industry, re- 
search is unlocking new sources of energy, revolution- 
izing methods of production, changing the very struc- 
ture of industry itself. 

The economy stands only a few years short from a 
dynamic consumer and industrial revolution based on 
the outgrowth of present research programs. Out of 
research now reaching a commercial stage will come 
an increasing flow of new materials—such as new 


6. Government's role will be 


IN all its ramifications, government—federal, state and 
local—has the potential .of decisively affecting the na- 
tion’s prosperity, for better or for worse. As a pur- 
chaser of goods and services, government now ac 
counts for about one-fifth of the nation’s output. 
Government’s contribution to economic stability 
may be summed up as follows: (1) a large volume of 
stable to slightly rising expenditures by federal, state 
and local governments; (2) a readiness to make specific 
tax cuts or spending increases when necessary—the 


*The trends cited on these two pages are essentially extracts 
from a most timely and practical new book, “New Forces 
in American Business,” by Dexter M. Keezer and Associates, 
copyright © 1959 by McGraw-Hill Book Co., Inc., $4.75. 
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plastics, metallic alloys and ceramics—for use in both 
consumer goods and capital goods. The really basic 
changes in consumer goods should be in full-swing by 
the mid-1960s—if not before. A wave of new con- 
sumer products would mean new tooling up for many 
plants, which might set off the greatest capital goods 
expansion in history. 

As a result of these developments, which are al- 
ready in progress, it seems safe to predict that over 
half of all capital expenditures in 1965 will go to make 
new products or install new machines that were not on 
the market in 1958. The flow of new products and new 
processes, from advanced research to commercial test- 
ing, is already reaching these proportions. Research 
is the key to growth and stability in the ’60s. 


stabilizing on: 


main effect of which is to preserve public confidence in 
the early stages of a recession; (3) automatic increases 
in income payments and automatic reductions in tax 
collections, compounded periodically by reducing tax 
rates, to maintain incomes at somewhere near full- 
employment levels. 

In a serious recession, it has been estimated that 
these automatic stabilizers would offset as much as 
30 to 40% of the decline in gross national product 
that would otherwise occur. 

The role of government in U.S. economic life is far 
larger than is agreeable to many people. Chances are 
that this role will increase—particularly in the exer- 
cise of greater influence for growth and stability in the 
decade ahead. 





SUCCEEDING 4 


There will continue to be 
from an 
[his is more true for some 
products than others. Lighting fixtures probably repre- 
sent the with the latest estimate of producers 
total 2,100 or one for 
every two distributors. While many of these are strict- 
ly regional operators, their very numbers insure mar- 


keting chaos 


1HE electrical industry suffers 


number of manufacturers 


excessive 


extreme, 


reaching the awesome ol 


And despite the certainty of some merg- 
consolidation—and failing—among_ them, 
are strong that a majority of these as- 
sembler-producers, plus some new ones, will manage 
to hang on and hold down standards. This, of course, 


ing and 


the chances 


2. Manufacture 


THE next decade will see more action by manufac- 
turers in the direction of selective distribution. The 
sweeping tide of distributor desire for this marketing 
policy will spur a greater activity. But a more impor- 
tant factor in swaying manufacturers than sentiment 
will be the striking success of those who have become 
\lready, several manufacturers whose 
marketing programs are based in part on distributor 


more selective 


ft 
y 


j 


; will become 


What's Ahead 


’ These seventrends should help 


? over-supply of lines 


assumes no prolonged recession or depression will 
take place during the °60s, which is probably a safe 
assumption in view of the intensifying economic 
struggle with Soviet Russia. 

What's true for fixtures also holds for such pro- 
liferous product groups as wire and cable, wiring 
devices and conduit fittings. Unless a major economic 
crisis shakes out the field, a flood of goods will con- 
tinue to press on the market. Partly off-setting and 
ameliorating this pressure, however, will be the surg- 
ing growth of the electrical market — another safe 
prediction for the *60s. 


more selective 


selectivity have realized the strongest positions in 
sales and brand preference. Many others are beginning 
to see the light of following these leaders. And while 
some suppliers may be shut out by the lack of strong 
distributors to take on their line, they will be forced 
-either that, or 

will greatly 


nonetheless toward greater selectivity 
expensive expedients. This trend 
strengthen the distributor's position. 


3. Agents will provide increased competition 


IDEALLY, agents and distributors complement each 
other. But today the agent and the distributor are 
olten in competition. This conflict unfortunately 
lor everyone concerned seems slated to continue 
and, possibly, become more intense. 

One reason is the sharp increase in the number of 
agents and, more particularly, their warehouse stocks. 
Agents or manufacturers’ representatives are a hardy 
breed; despite predictions of their ultimate replace- 
ment by factory salesmen, they have grown from 859 
in 1954, according to the Census of Business, to an 
estimated 1226 in 1959. This latter figure is based on 
an analysis of ELECTRICAL WHOLESALING’S Register 
of Electrical Manufacturers’ Representatives. 


Even more startling than this sharp upturn is the 
fact that 462 of them claim to have warehousing facili- 
ties. The grand total: 3,728,531 sq. ft. of floor space 
—or 9,193 sq. ft. per warehousing agent. Even dis- 
counting some exaggeration in agents’ estimates, these 
figures are shockers. 

The obvious fact is that many agents have become 
semi-wholesalers to the extent of duplicating the ware- 
housing function of distributors. The supporting of 
agent stocks by distributors has reached — or passed 
——the critical point. And unless distributors suddenly 
revamp their buying practices, agent stocks — and 
agent competition — will become an increasingly sore 
point in the decade ahead. 


4. Competition among distributors will change 


COMPETITION among distributors has reached the 
point of no return literally and figuratively. If 
distributors felt the competitive rat-race would con- 
tinue unabated on its present course, some would 
consider closing their doors — and do this in spite of 
predictions of surging growth during the 60s. Such 
been the typical distributor’s disenchantment 
with competing on a price basis. In finally recognizing 
the futility of purely price competition, an increasing 
number of distributors are quietly altering the empha- 
sis of their business. In essence what they are doing 
is switching their interest from supposedly bread- 


has 


86 


and-butter low profit items to specialty lines. This 
transition is a subtle one, and probably won't mean 
the elimination of any basic products. 

Another factor that should alter the present com- 
petitive picture is the already noted trend toward 
greater selectivity by manufacturers. This should op- 
erate in concert with distributors’ interest in specialty 
lines. And like it, it should foster a switch from price 
selling. Obviously, price, as a dominant factor in 
marketing, cannot be eliminated. But it can be put 
into perspective, and this is a *60s goal for most dis- 
tributors. 
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for Electrical Distributing ? 
or hinder distributors during the ‘60s 


5. Brokering will level off 


BROKERAGE operations have been described as the 
bane of the electrical distributing industry. The most 
succinct evaluation of brokering in print was published 
in Dr. Edwin H. Lewis’ widely-acclaimed study, 
“Distributing Electrical Products in a Dynamic Econ- 
omy” (EW—June °58). In part, Dr. Lewis said: 

“Brokerage operations are, by and large, not the 
answer. Neither the customer nor the manufacturer 
receives the type of service from the broker which he 
has come to expect from the distributor. 

“Brokerage activities merely shift the stocking func- 
tion from the wholesaler to someone else, and if all 
the costs were known and applied, it is likely that 
neither party to the transaction would be satisfied. In 
the short run, there may appear to be advantages in 
this method of distribution, but it also has limitations 
which should be clearly recognized. 


6. Specialization will gain—in 


SPECIALIZATION is a fact of life in a maturing 
market. At least, it’s the normal process — even 
though specialists may appear when a market is still 
in its infancy (case in point: electric heating special- 
ists). A fact of life of the electrical market, however, 
has been the lack of complete fragmentation or spe- 
cialization among electrical apparatus and supplies 
wholesalers. The most fundamental kind so far has 
been the focusing of a distributor on (1.) industrial 
customers or (2.) commercial-industrial contractors or 
(3.) residential contractors and builders. Along with 
this customer specialization has been some degree of 
product specialization. 

Despite this, however, remarkably few limited-line 
wholesalers have developed in the electrical industry. 
The only ones of consequence — in either numbers 
or market penetration — seem to be the lighting 
fixture retailer-wholesalers and the electric housewares 
distributors. Beyond these few, most electrical A&S 


“Manufacturers of quality merchandise would 
hardly find the broker, who typically sells on a price 
basis, the best outlet for their entire output. And if 
brokers are being used to skim the cream from the 
market, it is almost certain that established, full-serv- 
ice wholesale distributors are being penalized. Of 
necessity, therefore, the manufacturer’s long-run po- 
sition will deteriorate as full-functioning wholesalers 
are forced to drop the line.” 

The extent to which “full-functioning” distributors 
have engaged in brokering has aggravated the prob 
lem. But there seems to have been a realization among 
many of the dangers of promoting a bad practice 
On the basis of growing distributor and manufacturer 
awareness of the failings of brokering, the leveling 
off or diminishing of the practice is a strong possi 
bility during the °60s. 


customers and lines 


distributors carry a wide line of electrical construction 
and maintenance items 

The device making this possible has been the in- 
creasing degree to which electrical distributors have 
departmentalized within their firms. Again, this de- 
partmentalization has been either by market (ex 
ample: industrial) or product (example: lighting) 

Not only has this within-the-firm specialization 
prevented limited-line wholesalers from developing, 
but it has also minimized incursions by other classes 
of established distributors into the fast-growing elec- 
trical field. According to the 1954 Census of Business, 
only tiny fractions of electrical apparatus and sup- 
plies sales were made by non-electrical wholesale dis 
tributors. 

Specialization by customer should continue apace 
during the 60s, accompanied by a similar degree of 
departmentalization within firms operating in broad 
market and product areas. 


7. Self-improvement will be the order of the decade 


DISTRIBUTORS generally have become reconciled 
to the fact that the easy-profit days are over. Rather 
than simply rail, many have decided that the only 
logical course is to improve their position in a mar- 
ket in which price will continue to be a dominant fac- 
tor. Steps to be taken along these lines now and in 
the future include the following: 

e Analyzing products, customers and territories 
to determine which are profitable. 

e Adopting sounder and more consistent credit 
and pricing policies. 

e Stream-lining order-filling procedures so that 
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orders are handled at lowest possible cost. 

e Purchasing or renting modern business machines 
that will help make purchasing, inventory control, 
billing and other office procedures more efficient and 
accurate, 

e Creating more useful within-the-house sales and 
product application training programs—perhaps the 
most fundamental of all distributor needs 

The pressures of the ’60s will make it increasingly 
necessary for the distributor to determine the profit- 
able segments of his business and intensify his efforts 
in these directions. 


Turn page for “What's Ahead for Management?” 
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What's Ahead 


N the following nine pages, ELECTRICAL WHOLE- 

SALING will explore the realm of electric dis- 

tribution as related to trends in management pro- 
cedures and policies. Over-all, cight topics important 
to management will be discussed, starting with pur- 
chasing on this page. 

Because one phase of the purchasing department 

selectivity of lines—has become a topic for much 
conversation and thought lately, more space has been 
devoted to this area. 

Following this will be subjects involving trends in 
credit policies, in classifications of customer “qualifi- 
cations,” in benefits to management in sales promo- 
tion. Trends in pricing will be outlined, as_ will 
departmentalization or divisions for specialized lines, 
with an emphasis on residential lighting. Two final 
topics will deal with trends toward branch estab- 
lishment and with the growing importance of man- 
agement’s attitude toward employees. 


1g Will Be Crucial in ‘60s 


NTIL A FEW years ago, most distributor pur- 

chasing agents were considered mainly as ex- 
pediters of orders. Now—and more so in the next 10 
years—they are becoming key men in a “buy right 
—sell right” system. And within this system, their 
functions are having a greater impact on management 
policies than in the past—policies regarding pricing, 
stocking, costing, quoting and delivery. 

Because the purchasing department is becoming 

much of a focal point of the entire distributor 
Operation, many officials of the distributing firms have 
taken over these duties. Even in cases where an of- 
ficer of the company is not a purchasing manager, 
he still maintains a constant watch over the depart- 
ment and is influenced to some extent by the pur- 
chasing manager in the policies he sets. 
@ A Major Problem—One of the most important 
functions—and problems—facing the purchasing de- 
partment and management today involves a policy of 
selectivity of lines. 

Since early in the 1950s, distributors have experi- 
enced a buyers’ market without shortages of materials. 
When this took place, the market was suddenly con- 
fronted with more lines than it could profitably ab- 
sorb. Many distributors, believing they needed as 
many lines as possible to handle the normal require- 
ments to serve their customers, are finding that dupli- 
cation is leading to confusion and excessive cost. Be- 
cause of the dilution of lines by manufacturers, 
distributors have found that duplication is not the 
answer to profits in this buyers’ market—that they 
are unable to stock in depth or have a satisfactory 
turnover. 

@ A Deeper Look—During the ’60s distributors are 
going to take a longer look at the products they now 
handle and the lines they might think about taking 
on. As one distributor has said, “We are going to 


have to analyze a product—piece by piece—and be 
frank with the manufacturer about our findings with 
his line and his distribution policy.” 


Distributors Agre« 

And most distributors agree that this type of think- 
ing is going to have to be prevalent in the solution 
of the problem. In a recent survey, for example, 
only 2 distributors out of 79 replied that selectivity 
in lines was not important to them. 

Most wholesalers believe that as few as three du- 

plicating lines can dilute the distributor’s stock and 
prevent him from carrying a line in depth. Carrying 
one. or two lines in depth is going to mean better 
investment for the proper turnover ratio in the next 
decade. It is going to mean that electrical distributors 
are going to be able to build up the best possible 
inventories on fewer lines. 
e@ More Problems Arise—For the purchasing de- 
partment, decisions to purchase lines selectively will 
not solve the problem fully. Having a line and selling 
it satisfactorily are two different problems. 

For instance, the manufacturer normally will insist 
that his distributor continue to maintain an annual 
sales volume level in proportion to the population and 
industry growth in the area of the distributor. This 
may mean that after a distributor has obtained and 
built up a line, the manufacturer might want addi- 
tional distribution in the same area. In reality, the 
manufacturer is setting up additional competition for 
the distributor who built the line. 

This problem can be handled in two possible ways. 
First, purchasing managers are going to find it more 
necessary to take a hard look in analyzing each line 
to see if each manufacturer is providing adequate co- 
operation with management and sales personnel in 
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selling the product. After this analysis, a positive ap- 
proach can be taken as to whether or not the line will 
be dropped. 

Second, some manufacturers, because they stress 
sales to the residential builder market, emphasize 
multiple distribution. When this is the case, some 
distributors have found that by stocking heavily and 
in depth, they have become known as the firm where 
the entire line can be purchased. Consequently, sales, 
compared with those of competitors who handle the 
same line but not in depth, have increased. 

Aithough there is little doubt that the electrical 
distributor will put more emphasis on reducing du- 
plication of lines in the ’60s, he is going to have to 
adhere to the philosophy of selective distribution 
instead of merely accepting usage of the term loosely. 
That is basically why purchasing and management 
personnel will have to examine carefully each line 
and manufacturer policy before taking on a product. 

Selective distribution can help provide the type of 

service a distributor needs in giving service to his 
customer. After he has the line, it is up to him to 
reach all the possible outlets for the product and to 
maintain the full-line margins—possible with  selec- 
tive lines—to increase his profits. 
e Availability Necessary—On large orders, distrib- 
utors have found it necessary to use drop shipments 
from the factory or manufacturer’s warehouse. Proba- 
bly during the next decade, this procedure will con- 
tinue at least to the same degree. Purchasing man- 
agers will be reluctant to invest money in supplies 
for low-bid jobs only to warehouse them until they 
are needed by the customer. 

The ideal method, however, would be for distrib- 
utors to supply all customers’ needs from their own 
stock. This, however, will continue to be difficult 
since many big-job quotations will be of a brokerage 
nature and based on direct shipment margins. 


The Importance of Control 


This brings up the point of adequate inventory 
control systems, essential to the purchasing depart- 
ment. In the next decade, purchasing managers will 
have to watch inventory and turnover closely to main- 
tain maximum stock of each line. This will become 
more important to the distributor who is stressing 
selectivity of lines. 

One distributor in New Jersey, for instance, has in- 

itiated a relatively simple system of leaving memo 
pads throughout the warehouse. Employees in this 
department daily list items in stock that are less than 
an established minimum for that product. These lists 
then are forwarded to the purchasing department 
where Kardex files are checked against the items re- 
quested by warehouse personnel. 
e@ Mechanical Devices Needed—To be successful 
and to survive in the ’60s, distributors are going to 
have to perform their functions better mechanically, 
a midwestern electrical wholesaler has emphasized. 

“As far as our purchasing department is concerned, 
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we are going to need more and better business ma- 
chines and even typewriters for costing purchases. 
We not only are going to have to simplify our methods 
of writing purchase orders, but we are going to have 
to expedite our methods to the fullest extent 
possible.” 

Basically, purchasing management probably will 
work more closely with the manufacturer during the 
60s. To provide better and faster service to the cus- 
tomer, distributors will tighten up and facilitate their 
own systems of purchasing from the manufacturer 
by providing him with detailed information concerning 
an order in the least amount of time and effort me- 
chanically. This unquestionably will mean the pur- 
chase or rental by more distributors of sophisticated 
machine systems. 

In order to price a particular job, distributors in 
the next decade are going to be more conscious of 
the profit margin they will receive. One distributor 
has made this statement: “If we don’t know the price 
we are going to pay for materials on a large job, how 
do we know what we are going to charge our cus- 
tomers? Our profit has to be fair, and it also has to 
be acceptable to our customers.” 

In this case, purchasing managers are beginning 
to take into consideration transportation costs from 
the factory. During the next decade more distributors 
will add these costs on the customer invoice as a 
profit-saving method. 


A Servit 4 OV 


¢ Delivery Important—In all purchases, distribu- 
tors are discovering that prompt shipments from the 
factory are becoming more important to the over-all 
operation. The purchasing manager of an East Coast 
firm stresses that his orders to the factory be placed 
far enough in advance that the materials in question 
are in the warehouse or at the job site at the time 
specified on the order. 

This enables the distributor to live up to his agree- 
ment to get the materials to the customer on time. It 
not only provides the necessary service required of an 
electrical distributor in maintaining a satisfactory de- 
gree of success profit-wise, but it establishes his firm 
as a dependable organization in the eyes of the cus- 
tomer and potential customer. 

In the next 10 years, the personnel in the pur- 
chasing department will become more of an impor- 
tant factor in making the over-all operation of the 
electrical distributor a success or failure. These per- 
sonnel work very closely with the manufacturer in 
an attempt to identify a product the firm handles 
in the mind of the customer. 

To an increasing extent, the customer is going to 
identify himself with a particular distributor, depend- 
ing much on the extent of lines handled by the dis- 
tributor. It is up to the purchasing manager and to 
management to determine what policies to follow or 
establish in providing the best possible service to 
the customer in his particular area. 


CONTINUED 





Management (cont.) 


Tighter 


REDIT MANAGERS seldom are appreciated 

fully, especially by the customer, for the functions 
they perform. And their duties are going to be less 
uppreciated during the next 10 years when credit re- 
strictions not only are going to tighten, but also will 
be followed more conscientiously by distributors 

Every electrical distributor has had his share of 
credit problems in the past, and will continue to have 
difficulties in the future—but probably fewer. Many 
have been inclined to go along with the customer, 
especially the electrical contractor, in an over-exten- 
sion of credit—a policy of easy terms. 
@ Loose Policies—Over the past 10 years, distri- 
butors continually have been allowing their customers 
to exceed the prescribed periods of payment. In a 
sense, the distributor has been financing the customer 
and has taken on some of the functions of a banker. 
Because of this, distributors—as a group—have been 
required to invest more money into the business be- 
cause their returns and profits from sales have been 
slow. 





In an attempt to correct much of the damage al- 
ready done, a majority of distributors either have 
begun tightening their credit policies or will do so 
within the next year or two. Most of the changes in 
credit policies are written and mailed to all customers 
of the distributor. The example at the bottom of the 
next page is a typical policy recently put into effect by 
a northeastern distributor 

Recently, 97.8% of distributors surveyed said they 

either had tightened or were going to tighten up on 
credit regulations. Typical of the replies was from 
this midwestern distributor: “We will become tighter 
on credit from year to year. We try to be understand- 
ing when a customer has a problem and is frank with 
us, but we do not tolerate the past-due account who 
expects us to finance him.” 
@ Terms Typical—Most distributors have standard- 
ized on credit requirements. This basically is 2% 10 
days, net 30. As has been the case over the past few 
years, the average collection period has ranged from 
35 to 45 days before the distributor has taken any 
form of action. 

To get around this, one distributor assists his con- 
tractors’ customers obtain a bank loan for a job. This 
helps the contractor to obtain his money immediately. 
and eliminates banking functions by the distributor. 

An Illinois distributor explains the majority opin- 
ion: “We don’t believe in financing jobs or contrac- 
tors.” As far as terms are concerned, he adds this: 
“Our terms are cash discount 10th prox., net 1Sth 
prox. We like this much better than net 30 days be- 
cause this allows an account to get into you for 60 
days before you can ask for your money. We, at 
least, cut this time period down to 45 days—from 
the Ist of one month to the 15th of the next.” 

Although credit regulations will tighten in the ’60s, 
they will, in a sense, expand. Many distributors see a 


90 


Will Produce Better 


Tighter restrictions . . . more service charges. 


tendency toward the 60- and 90-day business. 

This type of thinking has arisen from the budget- 
ing for construction of new industrial plants, the ex- 
pansion of and the maintenance for these buildings 
As far as the electrical contractor and the builder are 
concerned, tight mortgage money has—and will- 
prevent them from collecting their own money for a 
particular job or project in the 30-day period nor- 
mally set up by the electrical distributor. In other 
words, money is going to have to be made available 
on longer terms. This, however, does not mean that 
distributors are going to have to relax their ultimate 
credit terms. 

e@ Maturity Needed—One distributor explains the 
situation this way: “It’s going to take a lot of maturi- 
ty in handling accounts for credit in the future. The 
distributor is going to have to get more into the fi- 
nancing of businesses in the *60s by handling accounts 
longer than the due date. Credit for customers de- 
finitely will tighten, but will be flexible. If we know 
the customer well and what he is doing in the way 
of jobs—and if we know he is giving us the majority 
of his business, then we will go along with him for 
the 60- or 90-day period it will take to get our money. 

“It all centers around a question of investing in 

him. Our main desire is to keep our money invested 
in the market for the man we know is legitimately 
deserving of it.” 
e Some Limitations—This type of thinking, how- 
ever, will not include those customers 
“dead beats’—who constantly refuse either to dis- 
count their bills or to pay them in the amount of 
time specified by the distributor’s credit policy. 

During the next 10 years, distributors will be more 
prone to eliminate this type of customer. This type 
of customer is neither an aid to the distributor nor to 
the distribution industry. A southern distributor de- 


the so-called 
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Distributor-Customer Relations 


scribes this type of customer in this way: “He is a 
drain on every legitimate distributor in his area. He 
only makes purchases at one firm because he is not 
welcome at another.” 


A Choice of Custoi 


The next 10 years probably will see the liquidation 
of this type of customer by distributors who adhere 
to their credit policies. Most will continue to negoti- 
ate for settlements of a debt, with the idea that any 
amount of the bill collected is better than nothing. 

In other words, distributors are going to turn to 
new channels for sales. New applicants for credit are 
going to be screened carefully. Credit limits are going 
to be set according to customer statements, Dun and 
Bradstreet reports and past experiences with the po- 
tential customer. And these policies are going to be 
adhered to closely. Credit allowances are going to be 
restricted only in terms of what the distributor be- 
lieves the customer can stand. 


e@ Service Charge Policy—In the past, few electrical 
distributors considered charging interest on past due 
accounts. With the tightening of credit policies, how- 
ever, so-called service charges are becoming popular 
means with distributors in providing an incentive for 
customers to pay their bills on time. 

Present rates vary from 1% of 1° per month up to 
8% per month. The majority favor 1% per month. 
This figure should be favored throughout the ’60s, 
mainly because of the philosophy behind these serv- 
ice charges. Distributors do not want to be in the 
banking business and cannot realize any gains from 
this type of method. They believe, however, that the 
psychology behind this charge will stimulate the cus- 
tomer to pay his bills. 


e Some Hesitation—A few distributors do not ac- 
cept this philosophy, however. As one emphasizes, 
“I don’t believe in it. When you charge interest on 
money you are taking over the banking function. If 
the customer is being charged interest, he may feel 


Gentlemen: 

We are sending a copy of this to you not because 
it applies to your fine company, but in order to keep 
you advised of our efforts to maintain a healthy fi- 
nancial climate in the electrical trade in (our area). 

The normal extension of credit by the electrical 
distributor is unquestionably a basic and elementary 
function; however, we do not subscribe to a con- 
tinually growing tendency of many distributors, large 
and small, to contribute to the perpetuation of the 
financially irresponsible through unwarranted over- 
extension of credit. 

It is our belief that any contribution on our part 
to such a trend would be a gross injustice to our good 
customers who are competing with these delinquent 
accounts. 

We feel quite certain you will approve of the action 
we have taken and invite your comments. 

Very truly yours, 
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that he is satisfying his obligation. I would personally 
rather have the money than the interest, and I feel 
that this interest on past due bills does nothing but 
prolong a bad situation.” 

In reality, this system cannot produce results un- 
less the distributor adheres to it strictly. Although 
one midwestern distributor has been “charging” his 
customers 6% interest per month for the past five 
years, he has not enforced this policy. 

This distributor readily admits, however, that if 
the policy were enforced, the results would be 
better. 

As another means to bring credit under control, 
many distributors are putting a “minimum purchase” 
policy into effect for credit customers. A trend is 
indicated toward more of this type of thinking in the 
next 10 years. 

At present, the average minimum for those distri- 
butors who have a policy is from $5 to $10. Along 
with this type of thinking, distributors will tend to 
set minimum figures for monthly credit accounts. One 
eastern distributor now has a standard policy of elimi- 
nating credit accounts for customers who normally 
purchase $50 or less monthly. 


fae eciidi 


In maintaining better control on charge accounts, 
distributors in the ’60s will invest more and more in 
charge plate systems. This not only will eliminate 
much of the physical effort by the countermen in 
writing an order, but it will give them an immediate 
indication of the present credit standing of the cus- 
tomer through the use of “flags” attached to the charge 
plates. 

Most distributors who now use this system remove 
the plate from the file if the customer has gone be- 
yond the terms of payment. He is then placed on 
C.O.D. As one distributor has said: “No plate, no 
charge.” 

With the distributor thinking more in terms of credit 
restrictions, collections are bound to improve. 


Gentlemen: 
Your account in the total amount of 
past the 30 day net Due Date as follows: 
Current 
30 Days 
60 Days 
90 Days 

A charge of 1% per month interest shall be made 
on all invoices not paid within 60 days past date of 
invoice. 

All accounts over 90 days past due shall be automa- 
tically placed on C.O.D. until removed from. this 
category. 

May we have your prompt attention to these past 
due charges and enclose your check in the envelope 
provided. 

In the event there is some adjustment to be made, 
please advise on the reverse side of this letter. 

Very truly yours, 








Management (cont.) 





Profits May Aid Distributors to Set 


LTHOUGH the age is past where electrical distrib- 
utors painted the windows of their firms black and 
printed the words “wholesale only” in large letters 
across the front of the building, they still find that 
it is somewhat difficult to maintain a strict policy of 
selling only to so-called “qualified” persons. 

The basic difficulty lies in what a distributor con- 

siders the definition of qualifications. In the past, 
this has meant the electrical contractor, the dealer and 
the industrial plant, where the salesman is able to 
work through the maintenance department. 
@ New Areas—In an attempt to find new markets, 
many distributors have started to sell the contractor’s 
customers. This is particularly true with the home 
builder and the consumer who purchases lighting. 
Much of this has been brought about by the elec- 
trical contractor performing a poor job in these 
markets, 

In reality, with such a diversification of markets 
today, much of the definitions for “qualified” cus- 
tomers depends entirely on each distributor. One 
makes this definite statement: “We have found it 
easier every year to maintain a strict policy of selling 
only to qualified customers. We simply explain to 
the customer who tries to buy at a discount that our 
purpose in business, as a distributor and as an 
economic factor In our community, is to maintain 
good public relations with qualified customers. Almost 
in every case, the person of reason will appreciate 
our explanation for this, and we are able to channel 
the order through qualified dealers or contractors.” 

Yet, because of the dilution of different types of 
customers, another electrical wholesaler explains that 
unless there is some legal basis, it is impossible to 
turn away any customer legitimately in a strict sense 
without some difficulty. This same distributor says 
that unless the electrical contractor can provide some 
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ANY YEARS ago, an electrical distributor did not 

find it necessary to advertise or promote his firm 

to any large extent. Now, however, with increased 

competition, customers and products, he is finding that 
this is becoming an essential part of his function. 

The reasons for advertising have changed some- 
what in the past 10 years. With fewer competitors, 
a wholesaler advertised his lines or he did not adver- 
tise at all. Today, however, distributors find that it 
is necessary to de-emphasize lines and promote the 
company name. 

“We constantly strive to create the proper image 
of our company in the minds of our customers and 
potential customers,” one distributor says. ‘What's 
the purpose of advertising a product handled by a 
competitor? It’s the service offered by the distributor 
that counts now. When we give the customer proof 
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form of qualifications in his own ranks as to whom 
the distributor should sell, he will not guarantee he 
will sell only to licensed contractors. 

“On the most basic level of distribution,” he 

adds, “there is no such thing as a ‘qualified’ customer. 
We will sell people who pay their bills. Probably 
some of our best customers are not qualified to buy 
from us in the strict sense, according to union con- 
cepts of qualifications.” 
@ Discount Customers—Another area which has 
produced a new type of customer for the distributor 
involves the O.E.M. account. Many distributors are 
now selling these customers in an effort to hold their 
position with the manufacturer whose products they 
distribute. More and more, distributors are finding 
this type of business essential. 

Although there is much dissatisfaction on the part 
of the distributor as to the method in which these 
products are sold to the O.E.M. account, most will 
continue in this market at an increasing pace during 
the next decade. For some distributors, it has repre- 
sented a fair margin of profit. 

Here is another point of contention: many firms 
qualifying for O.E.M. discounts purchase only one 
or two pieces of equipment annually compared with 
industrial accounts that purchase in large amounts. 
Many distributors believe that if industrial plant per- 
sonnel complained about being discriminated against 
in not receiving similar discounts as the O.E.M. 
account, distributors would have to get out of that 
particular product field. 

Most contend that manufacturer policies have 
forced distributors into this type of business. 

As a typical comment, one distributor says that 
“Despite manufacturer contention that they continu- 
ally battle to maintain profits, they have done nothing 
to change their distributor policies on O.E.M. busi- 


a ero ° 
ertising Will Stress 


we want to serve him, we can obtain his business.” 
e Customer Promotion—As far as the electrical 
contractor and industrial customers are concerned, 
the distributor will probably increase his promotion 
to them in the most beneficial and economical method 
possible. 

Because a product is involved, distributors will 
stress more to the manufacturer that money spent on 
promotion to the customer must be shared. As one 
distributor says: ““‘We will not take on this pro- 
motion, which is essential to sales, alone. To use 
our facilities, the manufacturer must help. We pro- 
vide the manufacturer with customer contact—with a 
customer who knows our name. In return, he must 
be prepared to give us more financial assistance for 
these benefits to him.” 

One approach distributors probably will stress in 
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Future Qualifications for Customers 


ness. As distributors, we are going to have to con- 
vince the manufacturer to give us more consideration.” 
e@ Clearer Definitions—Although contractor associa- 
tions on a local level will make more positive defini- 
tions of what they consider qualified personnel, dis- 
tributors mainly are going to have to make their 
own decisions as to whom they consider as qualified 
customers. Very few—if any—distributors have not 
at one time or another sold a fraction of one per cent 
at retail. Few will absolutely refuse to sell, for in- 
stance, an industrial maintenance man a product for 
his own personal use, especially when he may be a 
distributor salesman’s main contact at a particular 
plant. 

This, of course, cannot be construed as “payola,” 
because it is one practice the majority of distributors 
does not encourage. Most adhere to the belief that 
if they have to buy a customer’s business, they don’t 
want it. 

On the whole, distributors probably will tighten 
up on their policies as to whom they sell during the 
next 10 years. One distributor, for instance, intends 
to rule out sales to an unqualified person even though 
he may have been referred to the firm by a qualified 
customer . 

This wholesaler feels that the policy will be best 
for himself and for his customers. During the next 
decade, the majority of distributors will ask them- 
selves four questions in determining who a qualified 
customer is: Is he willing to pay a price commensurate 
with the quantity in which he buys? Will there be 
repeat business? Can he be serviced without taking 
too much of the distributor’s time? Does he pay his 
bills? 

In other words, the electrical wholesaler will be 
interested in knowing whether the “qualified” cus- 
tomer is one who can be sold profitably. 


e An Important Function—Because of the increased 
amount of competition, there is litthe doubt that 
distributors will stress service more to the customer 
in the ’60s than in the past. One of the areas where 
better service will be provided involves delivery. In 
the past, the majority of distributors owned their own 
trucks. However, with the increase in competition, 
there seems to be a trend towards the leasing of both 
trucks and company cars, and towards the use of 
common carriers for all deliveries. 

Most distributors who lease their trucks say it 
enables them to release more capital which can be 
spent in other areas, and that better maintenance of 
the vehicles can be provided. In addition, they say 
that better delivery schedules to the customer can 
be maintained. 

In an effort to serve the customer better, sales- 
men’s call reports will become an even more impor- 
tant factor to management in the next decade. While 
one distributor says that “We hire salesmen, not 
clerks,” most will increase the function as aids to 
their salesmen. 

The proper use of call reports will be stressed by 
management in the ’60s. This will include a detailed 
list of products being sold each account, the number 
of calls and the product lines discussed. 

As one distributor says: “In the future, we will 
see that the greatest advantage of call reports is to 
guide a salesman. It will tell both him and manage- 
ment just how his time is being spent. Without a 
record to refer to, a salesman may be wasting his 
time, without knowing in what areas.” 

One thing is certain. Most distributors realize that 
the products they sell are the same as or similar to 
their competitors. Therefore, the only advantage 
they have left over competition is the customer 
service they are willing to provide. 


Company Service Instead of Products 


the 60s will be the “leader” promotion. This involves 
regular mailings to customers and prospective cus- 
tomers giving prices, features and advantages of 
specific products. 

Here, customers are asked to take advantage of 

“special introductory prices” of a product, and are 
told that if they return an enclosed card, they will 
be sent a free catalog without obligation. 
e A Good Indication—This approach will take the 
place of institutional advertising to the customer. It 
not only will offer “specials,” but will indicate to the 
distributor whether or not a new product or line is 
acceptable and marketable. 

Keeping a distributor name prominent in the trade 
is important to most, especially where competition 
is great. 

Because of this, more and more distributors will 
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be participating in trade shows of various types in 
an effort to show potential customers what they have 
to offer, and to show the ultimate consumer just what 
is available electrically. 

Most distributors who advertise in consumer pub- 
lications make it clear that the products can be pur- 
chased through the electrical contractor. On the 
whole, however, distributors in the next 10 years 
will attempt to promote their own names more than 
the products. 

One distributor goes a step further: “We are going 
to try to advertise our company to our customers by 
giving them service and good merchandise. It is be- 
coming more important that we and our staff keep 
up with the many new items that are being put on the 
market so we can answer the many questions our 
customers have regarding them.” 








Management (cont.) 





NFORTUNATELY 
realize the difference between volume and profits 
They think that by bidding low and obtaining more 
th also will increase with the volume. 
This could be no further from the truth 
Despite the statements of the majority of electrical 
that price-cutting is an evil thing, this 
vill the next 


too many distributors do not 
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practice probably increase in decade. 


Phis distributor comment seems to be typical of pres 
ent thinking, and probably will reflect future attitudes: 

Price-cutting is increasing and cuts are getting 
greater. It is a chain reaction of price-cutting started 
by someone who ts either stupid, wants a_ prestige 
job at any cost or wants the order for his manufacture! 
alone. A distributor who knows better still has to roll 
around in the mud or lose his regular customers.” 

This typical attitude probably is shared by most 


legitimate distributors, although they do not believe 


in cutting prices. In a sense, they find themselves 
trapped, and feel obliged to get the business where 
and when they can 


@ An Exception—This marginal problem on jobs 
probably will continue on the same pattern during 
the “60s, with one exception. Small distributors will 
determined to get into the market against 
larger feeling that they can do business 
on jobs as can the larger competitor. There is only one 
point that could disprove this. The distributors’ profits 
could be small; the time consumed annually on such 
iobs could be great. 

From the past and, to an extent, in the future, the 
average distributor seems to think he can take, with- 
out risk, a certain percentage of marginal 
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Separate Departm 


EPARTMENTALIZATION will become a more 

important factor to the electrical wholesaler in the 
next decade as the number of specialty lines increases. 
\lready, the number of departments devoted solely 
industrial and contractor accounts is growing. 
Salesmen in this type of operation are finding it in- 
creasingly important “to know as much as they possi- 
bly can about the particular products they sell,” ac- 
cording to one distributor. 
e@ A Rapid Increase—A good example of a field 
that will require more departmentalization in the next 
10 years is electronics. This is a rapidly-growing mar- 
ket for the distributor, and to take advantage of its 
potential, he will place more emphasis on stocking 
and hiring specialists than he has been inclined to do 
in the past. 

While many will hire specialists to handle the elec- 
tronic accounts, most distributors will be inclined to 
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Cutting Will Remain a Headache 





Bidding . . . a necessary evil? 


This may run from 5-20% of his 
volume. If he stays in these fields, he feels safe. This 
has arisen from the philosophy called “contribution 
to overhead.” 

However, job for job and order for order, the elec- 
trical wholesaler during the “60s will have to draw 
the line on how much of this he can handle. This is 
because he has to spend about as much time on these 
orders as on anything else. 

One other factor in the over-all picture is essential 
in this question. Price-cutting could become more prev- 


business. gross 


nts to Be a Trend 


train existing salesmen to take over the functions of 
this department. Two reasons are foremost in this type 
of thinking. First, most distributors believe that elec- 
tronics can be classified as another new product in 
which their salesmen can be trained. Second, the ex- 
pense of hiring electronic engineers will tend to deter 
distributors from using this type of specialist exten- 
sively. 


e Full-Time Department Most electrical dis- 
tributors who handle lighting — particularly residen- 
tial — maintain separate departments and showrooms 


for this phase of the business. As the importance of 
lighting is stressed to the ultimate user, distributors 
will tend to increase their use of lighting specialists 
in the next decade. 

Although the majority now maintain separate de- 
partments for lighting, this business is integrated with 
the over-all wholesale operation. However, many 
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Although Methods Will Tighten 


alent in the next decade as the products distributors 
sell become more complicated, unless they take action 
to train their salesmen properly. Sales personnel could 
easily fall farther behind in product knowledge and 
become more lax in their selling efforts as the products 
become more sophisticated. 

@ Bidding Necessary—To arrive at some form of 
a price in an attempt to obtain a job, the majority 
of distributors maintain a quotation department. In 
the past, most have felt it necessary to quote on every 
available job in an effort to maintain volume. 

Normally, most distributors take several factors into 
consideration in preparing quotations. First, they de- 
termine from the factory the prices they will have to 
pay to purchase large quantities of supplies for a par- 
ticular project. 

Second, freight costs are becoming an increasing 
headache in the distributor’s area of cost-cutting. 
Whether the distributor actually pays a freight com- 
pany transportation charges for a shipment from the 
factory, or the shipment is prepaid, and the manufac- 
turer adds this cost to the bill, most electrical whole- 
salers will find in the ’60s that they will have to figure 
into their quotations these shipping charges. In the 
past, most have tried not to pass along these added 
costs to the customer. 

Third, you probably will attempt to work more 
closely with the customer in assisting him in obtaining 
the bid. This will not be in the form of take-off service, 
but through the promotion of lines to the architect 
and engineer, and by placing emphasis on the avail- 
ability of products and delivery schedules. 

As one distributor says: “This is a part of the serv- 


ice we have to offer to stay in business. Without it, 
we not only would lose business, but also would lose 
many of the customers to whom we sell regularly.” 

@ The Same Story Nevertheless, even with the 
increased interest in providing better and more detailed 
quotations, price still remains and will continue to 
remain — the prime factor in bidding. In an effort to 
get more business, many distributors will continue to 
20 below their initial bids they will continue to ac- 
cept low margins of profit to get the volume. 

Not only does the distributor seem to be caught in 
a trap when he cuts prices because a competitor is 
doing it, but he often is pushed into this situation by 
the manufacturer, who wants the distributor to main- 
tain a high level of volume 

The distributors who steadily have turned down 
business in order to maintain reasonable margins 
have been satisfied with the results. They tend to limit 
their quotations to those contractors they feel will give 
the order to them if they receive the job 

One wholesaler has this to say: “We see no reason 
for broadcasting a quotation to every contractor just 
on the hope we might do business with one of them 
We have to have a little more assurance than just the 
fact that we might be given the order if the contractor 
to whom we quote gets the job.” 

Although some distributors are trying to eliminate 
the headaches of price-cutting and finding the 
overall outcome successful the majority still will 
cut prices to some extent during the next decade. No 
form of detailed preparation in pricing and quoting 
can justify the price-cutting that still will be evident 
in the 60s 


While Lighting Trends Will Change 


changes probably will take place in this type of func- 
tion in the next 10 years. 

Any changes in the way residential lighting opera- 
tions are handled will be brought about mainly be- 
cause of the unrealistic pricing structures that are 
forcing this product more into a retail level. 

The complicated system of markups and discounts 
already is forcing many distributors into devising new 
merchandising policies in an attempt to sell the con- 
sumer. One distributor faces the problem realistically: 
“We have to do something. The contractor no longer 
helps in selling lighting, although he still wants his 
commission on a job we sell. On the other hand, the 
consumer is frightened away because of our price 
structures.” 

e@ Possible Approaches With most distributors 
in the ’60s, markups will be reduced—probably to a 
two-time—for more realistic pricing. Customer dis- 
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counts will probably be 25°. In addition, a few 
wholesalers have been thinking about setting up sep- 
arate organizations for lighting and supplies, both of 
which would be in separate buildings 

For most, however, this will prove to be an un 
realistic approach. It would be difficult for most light 
ing Operations to survive by being separate. Two sep- 
arate overheads — now shared — could be disastrous 
Showrooms require a large volume, and with a sep 
arate overhead, survival would be difficult 

Basically, although more distributors will stress a 
separation of sales staffs, purchasing and warehousing 
for lighting in the ‘60s, and although some will con- 
struct new buildings for lighting only, most whole- 
salers will tend to alleviate the confusion by going to 
lower markups and discounts. This, in turn, will 
enable them to set a more realistic list price for the 
consumer, and will give them legitimate profits 
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Distributor Training Will Be Essential 


HERE are two personnel problems faced by man- 

agement that are constantly increasing: how do 
they obtain qualified personnel, and how do they keep 
qualified personnel? 

In the past, and more so in the future, qualified 
personnel have been somewhat difficult to obtain. In 
an age where education has become important, few 
men wish to start at the bottom as a truck driver 
or a warehouseman, especially when the salary re- 
wards are not large in these areas. 

“Any young man considering the net profit figures 
in the electrical distributing business and comparing 
them with the net profits in other businesses will think 
twice before making a decision,” one distributor says. 
e@ A Basic Way—Many distributors use newspaper 
advertising and employment agencies to find employ- 
ees. Some even attempt to employ men from com- 
petitors, although most do not believe in going to 
this extreme. Basically, distributors have one impor- 
tant method of maintaining the quality of personnel 
they seek: they are going to have to increase their 
own training programs, which most agree they will 
stress in the next 10 years. 

Often, the attitude of the employee towards com- 
pany policy is as important as his knowledge of job 
requirements. This is one reason why distributors are 
reluctant to hire experienced personnel from com- 
petitors. They find these employees have some diffi- 
culties in changing their attitudes towards methods 
and procedures of distribution, especially in regard 
to profits. 

In the 60s, more and more distributors will see 
the need to train their own personnel. The majority 
of employees will start in the warehouse and work 
their way to the counter and to outside sales, depend- 
ing on the amount of training they receive and the 


Branch Operations 


ECAUSE of market growth and customer migration 

in many cities, more distributors will begin to 

think along lines of branch operations during the next 
10 years. 

The trend during the past five years has been to 
move from one location to another. Although this 
trend will continue, distributors are going to weigh 
carefully the advantages between a move to a better 
area or a change to a multi-house operation. 

e Future Thinking—The trend seems to be that dis- 
tributors are going to attempt to carry adequate stocks 
as near the point of need as is economically feasible. 
This will tend not only to fulfill the wholesaler obliga- 
tion to the manufacturer but also to the customer. 

One distributor says that he is working on an ex- 

pansion program over a period of the next five years. 


improvement of their performance. 

e@ A Reserve—Some electrical wholesalers intend to 
keep a reserve supply of countermen who will be 
able to fill in on outside sales when necessary. One 
distributor, as part of his future training program, is 
going to release two countermen for outside sales 
once a week. In this way, they not only will be able 
to learn the job faster, but will be able to fill any 
future vacancies. 

Another distributor intends to stress outside and 

counter selling to his warehousemen. Here, again, they 
will be able either to substitute or to fill a vacancy 
when the need arises. 
e Manufacturer Assistance—While distributors will 
provide most of the training for their employees dur- 
ing the next decade, manufacturers will emphasize 
product training courses more than in the past. This 
will be due mainly to the quantity and complexity 
of products that will be forthcoming. 

So great will be the need for product training that 
the National Association of Electrical Distributors in- 
tends to increase its training courses in many parts 
of the nation. These 40-week courses normally are 
conducted at local trade schools, where lectures twice 
weekly are presented by manufacturers’ representa- 
tives. 

e More Incentive Needed—In the next decade, elec- 
trical distributors will offer more incentive programs 
for their employees in an effort to retain qualified 
personnel. In the past, most firms have provided vaca- 
tion, insurance and bonus programs. Although most 
employees still will be interested mainly in what they 
are going to be paid by salary, fringe benefits will 
become increasingly important to them in the future. 

Retirement and bonus programs probably will be 

expanded extensively in the 60s. With the exception 


Can Be Profitable 


This would involve one or two small branches that 
would be completely controlled from the main house. 

“The reason we are doing this is to give the cus- 
tomer service,” he adds. “If we can give him service, 
we certainly can get our legitimate profit. This is just 
another way to eliminate price-cutting.” 

Although many distributors have opened branches 
on a large scale where sales can be made to the con- 
tractor, industrial, commercial and dealer markets, 
most consider their additional outlets merely as pick- 
up centers for the contractor business. In these latter 
cases, the branches are in or near the same selling 
area as the main house. In the former, branches are 
outside the area of the main house. 

e Some Difficulties—Electrical wholesalers thinking 
about establishing branches will be faced with three 
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To Maintain Qualified Personnel 


of outside salesmen, the majority of the so-called 
“white collar” workers will be given a yearly bonus 
based on a percentage of gross profits. This bonus, 
of course, will give each employee a greater incentive 
to do a better job, since the amount he receives will 
depend upon profits. Outside salesmen probably will 
not be included in this type of plan because the ma- 
jority receive some form of commission on their 
sales. 

In addition, most distributors will begin to realize 
more the value of their key personnel, such as branch 
and department managers. For these, an additional 
percentage of profits probably will be set aside either 
for bonuses or for retirement benefits. 

Many employees like to feel that they are a part 
of management in some form or another. Because of 
this, distributors will be more inclined to offer cer- 
tain amounts of company stocks to those interested. 
One distributor who would like to attempt this plan 
in the next year or two says it is a more satisfactory 
system than most insurance programs. 

“Stock-investment programs will be important to 
the distributor in the future for two reasons,” he 
says. “First, it gives the employee who has stock an 
added incentive to do a good job for the company. 
Second, unlike insurance plans, this system is more 
secure because it is based on the future—not the 
present. It can serve very well as a cost-of-living type 
of pension.” 

With sales personnel, many are paid on a draw 
plus a straight commission basis. Here, they are paid 
a certain percentage of gross profits after the cost 
of the merchandise has been deducted. This, of course, 
is a great incentive to the outside man because he 
can make just about as much money as he wants. 

As one distributor says: “A salesman worth his 


salt will earn his salt on a commission basis.” 

e Aids to Salesmen—Many distributors have indi- 
cated that they intend to cooperate with outside sales- 
men more in the future in helping them to meet 
necessary expenses. For instance, several are going to 
eliminate costs for Christmas gift-giving—as a firm. 
However, this amount that normally is spent will go 
into a fund to help pay the expenses of a salesman 
who buys gifts for his customers. 

Because many electrical wholesalers will be faced 

with union demands for pensions, most will give simi- 
lar benefits to non-union employees as well. 
e A Growing Problem—Distributors either have 
faced or might have to face the problems of unioniza- 
tion. However, management may not be plagued with 
too many headaches in the next 10 years along these 
lines. 

Nationally, there probably will be a period of about 
10 years of more restrictive controls on unions than 
in the past. In addition, because of the good economy, 
unions probably will not find as much to complain 
about. Because most unions are pretty well off finan- 
cially, they will be less willing to upset the economy. 

Wholesalers are beginning to realize that many 
problems with unions occur because management does 
not take care of its employees. That’s why, during 
the next decade, less time probably will be spent 
in fighting unions and more time devoted to non- 
union employees’ problems. 

One distributor sums up his feelings this way: “If 
a distributor keeps his employees on a good salary 
basis, a reason to work, a feeling of security, then 
unions will not provide aids for them. There’s no 
advantage for this type of employee to go into a union 
The only trouble will arise when employers take too 
little interest in the employee.” 


If Proper Decisions Are Made 


problems in making their decision. First is the avail- 
ability of capital. This is one reason why many have 
not carried out their plans as yet. 

Second, qualified branch personnel is not—and will 
not be—easy to find. Every branch is a separate 
venture and therefore a separate risk. Because the 
same company policies must be maintained, and be- 
cause communications between the main house and 
the branch must be adequate, distributorsf who do 
open branches probably will use their available per- 
sonnel to operate the businesses. 

Third, in order to broaden their outlets for cus- 
tomers and to increase their counter and pick-up 
business, distributors, basically, will have to examine 
closely all possible areas in which they might wish 
to establish a branch. Without the proper surround- 
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ing potential of business, many operations could not 
remain in business. 

e@ Profit Potential—Distributors who have opened 
branches in the past five years have found that profits 
can be made. However, this is possible only after 
careful consideration of personnel, finances and proper 
locations has been made. 

This also will be true in the ’60s with electrical 
wholesalers who open additional outlets. Most will 
find that paperwork will increase since most of this 
will be handled centrally at the main house. 

Whatever the headaches involved, branches can be 
profitable if proper planning and supervision is pro- 
vided. Although the electrical distributor still will 
be cautious in the ’60s, he still will give impetus to 
his plans for branch operations 


Turn page for “What's Ahead for Salesmen?” 





Salesman of yesteryear sold self, won sales... 
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Salesman of the ‘60s will sell creative ideas .. . 


What's Ahead 


Guys 


F EVER there was a time when you could stereo- 
type an electrical distributor's salesman, it was 

probably in the period from 1910 to 1930 

He had personality-plus, or he didn’t seil. In the 
industry's infancy, it was not uncommon for a whole- 
saler’s salesman to cover territories ranging from 3 to 
6 states — usually on straight commission. Conse- 
quently, he had to be extra personable, physically 
strong, mentally resilient to all kinds of sales resist- 
ance and the possessor of an overwhelming will to 
win each and every sale—solo 
e “That Feller...” Here’s a typical contractor 
reaction to one of these earn-the-order distributor 
salesmen of yesteryear. “That’s the feller who lugs 
that big sample box with him wherever he goes. Just 
the other week he clumps that trunk of his right into 
my office, spreads his samples all around him and 
sells me an order I didn’t even need at the time. He’s 
a right smart boy. Wouldn’t be surprised to see him 
president of his company some day!” 

That “feller” did become president of his company 


KEEPING PACE with the world in which they sell, 
today’s electrical distributor salesmen have found one 
quality absolutely necessary—speed. 

They are constantly fighting the clock. Face-to-face 
(and voice-to-voice) contact with customers has been 
so shaved that every moment must be maximized. 
e@ Tell Fast, Sell Fast—Today’s customers have more 
knowledge, so salesmen must be more alert, have bet- 
ter catalogs and bulletins and more and better in- 
formation—all on tap for prospects and customers. 

rhe thoroughly prepared salesman is odds-on to 
get the order when the preparation even covers pric- 
ing. “Goodwill” selling alone can’t carry the distrib- 
utor’s salesman along the road to success. Competi- 
tive prices are more and more important in today’s 
buyers’ market. For a salesman to be constructively 


ow: More Creative 


IDEAS will be the hottest items offered by the dis- 
tributor’s salesman of tomorrow. 

Chere will be new products and new applications, 
to be sure, but they won’t mean anything until they 
are communicated and explained to customers by 
highly trained, aggressive and—above all—creative 
electrical distributor salesmen. 

The training may not be formal but it must be 
thorough. The ’60s will see more cooperation with 
and dependence on, well-schooled manufacturers’ 
men. In the greater competitive atmosphere of the 
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Alway: 


as did many of the old-time “drummers.” What they 
may have lacked in formal education or technical 
training, they made up for in determination to serve 
their customers and earn their sales. If you didn’t 
sell—you didn’t get paid. 

Salesmen of the 1910-1930 group could pack al- 
most all their products in one sample case. Even in the 
early ’°20s, the most complex device to be sold might 
be an open knife switch. Catalogs were on the light 
side, too—nothing like today’s armbreakers. 

But then came the Depression—and the supreme 
test for many a straight-commission distributor's sales- 
man. As sales got worse, straight salaries looked 
better. Manufacturers tried to lend aid. Widespread 
use of spiffs was unprecedented. It helped, but not 
enough. There were a few holdouts, but most dis- 
tributors’ salesmen went with the times—the hard 
times. They had to. 

e@ New Market, New Salesman—There were many 
changes. Some said the “old-fashioned salesman” was 
through. If not, he certainly was in eclipse. From 
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competitive, he must thoroughly understand the 
product, how fast his firm can supply and deliver it, 
what other services they are willing to provide and 
just how profitable the customer is or can be with 
the right effort on his part. Aside from the time he 
invests, the salesman has a big stake in helping his 
management measure customer profitability. 

e@ Price vs. Values—For salesmen cultivating indus- 
trials, the price situation at present presents the big- 
gest single problem. Price-cutters—believing that they 
can buy their way into industrial accounts—are up- 
setting the traditional buying habits of those who pur- 
chase electrical materials. This kind of selling does 
not have competent service to offer. It is destructive, 
but it does serve one purpose. It reminds the com- 
petent salesman that he does have more to give and 


Trained Salesme 


next decade, there will be fewer distributor salesmen, 
but their degree of product and application orienta- 
tion will also have to be greater. With a definite trend 
to selling industrials, these men will have to be up on 
engineering applications in order to compete. 

e Electronics To Boom—tThe rapidly growing use of 
electronic and electro-mechanical controls will spawn 
a new technology which must surely be added to the 
salesman’s practical knowledge of the products he 
will sell. Developments in lighting will open up new 
sales vistas for those willing to learn and then go 
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then on, the salesman could never really be “typed.” 
He became less the solo operator, more the face of 
the wholesaling firm and what it stood for. 

As the use of electricity grew, so grew the list 
of products and applications he had to sell to a bur- 
geoning market. This called for a changed approach. 
He no longer ranged far, skimming the cream of elec- 
trical supplies buyers, making the “big score,” skip- 
ping the relatively small business accounts. 

Now, his territory was small. He had to bird-dog, 
and once he found prospects, it was necessary to 
cultivate them, to bring them along slowly. 

@ More Control—Management played a strikingly 
stronger hand, giving more guidance to the customer- 
hunters. Many of today’s top inside-outside combina- 
tions of salesmen had their beginnings in the °30s as 
electrical distributors sought to rebuild sales organiza- 
tions out of the Depression’s disastrous devastation 

The days of the guy with the big sample case and 
matching smile had passed. You had to be more than 
a nice guy to make a sale. 


nising Pay Off 


that he should sell it up while keeping as close as 
possible to the electrical maintenance and engineer- 
ing departments as well as the purchasing agents of 
the industrial accounts he wants as customers. 

e Takes Profit to Give Service—With contractor 
customers the service angle is equally important. The 
small and medium size contractor still depends on 
the responsible distributor’s salesman to give him more 
than a price and is willing to pay for this service. 
Selling the large contractor is tougher today because 
he has found and is using the key to buying at a 
very low price. But he’s also discovered that he still 
needs good service from the salesman—and demands 
it. The thinking salesman constantly realizes that it 
takes profit to enable him to provide that good serv- 
ice—and sells accordingly 


n Will Succeed 


out and create selling opportunities 
e Tomorrow Will Be Better—Though one of the 
salesman’s principal problems in the ‘60s will be the 
absorption and the practical use of mountains of prod- 
uct and application knowledge, there’s a bright side 
The order-taker will have it tougher than ever before 
On the next six pages, you'll learn what's ahead 
in products, customers, specialization, selling tech- 
niques, sales promotion and training as the electrical 
distributor’s salesman goes into gear for the promis- 
ing ten selling years to come. 


CONTINUED 





Customers and Products: They'll Mean 


Salesmen (cont.) 





Industrials: closer contact with electrical team... 
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Contractors: harder sell-up on service . . . 
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EFLECTING America’s construction and modern- 

ization growth, the ’60s will see still further exten- 
sion of selling more industrials and residential-com- 
mercial-industrial electrical contractors. 

Dealers, utilities and other type customers will not 

disappear from distributor ledgers, though. They will 
still represent about 15 to 17% of the total electrical 
supplies distributor sales volume, despite a dwindling 
importance in the overall customer picture. 
@ Of Discounts and Dynamos—Unprofitable market- 
ing practice on appliances—majors and housewares— 
will cause many a distributor and his salesmen to turn 
to more fruitful fields for investing their time, capital 
and selling efforts. Retail dealers—particularly those 
handling housewares—will still be cultivated and 
aided. But outlets other than the traditional electrical 
dealers are bound to get more attention as more and 
more small appliance dealers leap into the destructive 
rat-race for volume at any cost under the banner of 
“discountism.” 

Hardware dealers, jewelry stores and other house- 
wares customers will account for more traffic appli- 
ance merchandising movement as the *60s roll along. 
This will prove out most dramatically in rural areas 
and states and less so in heavily populated and metro- 
politan territories across the nation. 

Your sales opportunities to utilities—public and 

private—may also be cut down slightly in the current 
decade. Historically, the period of great transmission 
and distribution construction has slowed to a com- 
parative walk, though distributor salesmen serving 
power suppliers are finding—and will find—many 
more chances to get in on the replacement and mainte- 
nance phases of utility purchasing from now on. 
e Industrials A Big Stimulus—Capping a long term 
trend in electrical wholesale distribution, industrial 
customers will continue to gain stature in the eyes of 
distributors’ salesmen in the ’60s 

Buying patterns may change, but the industrial 
customer will still be after electrical equipment and 
supplies that will help perform his manufacturing func- 
tion in the most efficient and expeditious manner. 

Salesmen will have to tailor their approaches ac- 
cordingly. Price-price-price talk notwithstanding, the 
best tack to take will be an old one which can be 
brightly polished and deftly used over and over. 

Getting to know an industrial customer won’t be 

the key to consistent sales. To get around the lets- 
talk-price obstacle, you also must understand his 
objective, how he’s trying to gain it, what products, 
applications and service you and your company can 
give in aid, etc. 
@ Needed: Originality—As if that weren't enough, 
creative thinking on your part will also be a must. 
Bread-and-butter selling as we know it today will be 
only a minor part of the successful saleman’s reper- 
toire tomorrow. 

This creativity won’t come from out of the blue. It 
will be the natural offspring of good basic training in 
electrical products and what their combinations can 
do in answer to any given industrial problem. If you 
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Changes In Your Sales Tactics 


think you have to absorb a lot of knowledge to sell 
industrials now, just wait awhile. 

Cost-control conscious industrial management will 
exert greater pressure on prices in the *60s. The pur- 
chasing agent will still be an important contact though 
not nearly as significant as in the past ten years. In 
the face of this prospect of a growing buyer’s mar- 
ket, what is your best course of action? Broader con- 
tact—deeper contact—better-planned cultivation of 
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Utilities: more receptive to maintenance items... 
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the entire electrical team in each industrial plant. 

e The Big Story—You'll have a strong concept of 
you and your company to get across to these key buy- 
ing influences. 

The smart distributor’s salesman will (1) emphasize 
the fact that he isn’t selling just an electrical product, 
but that the customer will be buying the reputation 
and integrity of himself and his company, (2) stress 
his ability and value as “an information getter”—one 
more helpful, technically-trained mind that is con- 
stantly new product- and new application-oriented, 
(3) put across the idea that he and his company’s 
stock and services are always available to see that all 
business promises are kept, and (4) that while he'd 
like to get every order, his prime interest is in build- 
ing a relationship with the industrial that will be mu 
tually beneficial as well as financially profitable for 
years to come. 

In selling these and other forceful ideas to indus 

trial customers, you'll find another trend developing 
in the 60s. There will be orders—not only big, but 
profitable ones—developing 3 to 4 years later as long 
term results of earlier calls. Standardization will be 
the key to these sales and resulting repeat sales. 
e@ Old Reliables: Contractors—Stil!l developing hand 
in-hand with electrical distributors, electrical contrac 
tors will continue to represent a sizeable chunk of 
the customer corps of the ’60s. 

Ranging from the smallest house-wirer up to the 
big multi-state outfits, contractors will still expect 
top service from you and your company. For the 
smaller contractors, financing (and collecting) may 
constitute a continuing problem. You can help them, 
yourself and your company. You're a credit scout in 
front lines in this business. Watch for the danger sig- 
nals. Try to help. The salesman’s opinion will carry 
more weight in the 60s on customer profitability. 

The big contractors will be tougher on price, but 
still demand service. Sell it up. Offer them the same 
kind of help you give your industrials. They learn 
in the long run, too. 


New Door-Openers 


The range of products you sell will widen in the 
‘60s. Some items will be refinements. Others will be 
substantially strange to you. 

Electronics—a new plateau in the application of 
electricity — will become standard items for many 
electrical distributor salesmen, particularly those sell- 
ing industrials and industrial-type contractors. 

Motor controls will be improved and applied in 
wider variations and will incorporate electronic com 
ponents to a greater degree. 

Electric heat will be sold on a scale that seems un- 
believable right now—and not only for home use 

Lighting—using electroluminescense—will require 
whole new distribution systems and power supplies 

These are just a few of tomorrow's door-openers 
How you use them will determine not only your fu 
ture—but that of the entire electrical industry 
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Outside selling: specializing opens doors .. . 
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Counter sales; pin-point product know-how .. . 
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Specialization Will Be 


Lighting specialist: no longer a luxury .. . 


't@PECIALIST” may be just another name for the 
regular supplies salesman of the ’60s. 

Though selling the complete line, competition and 
customer demand will dictate your concentration on 
one product or group of products as door-openers and 
reputation builders. 

As distributor management turns to specialization 

in types of customers and in products, the salesman 
also must sharpen his authority as a service-conscious 
expert. 
@ Specialist Scoreboard—Let’s take specialization 
from your viewpoint and explore the upcoming trends. 
More engineering specialists will be added by distribut- 
ing firms—though not necessarily in a selling capacity. 
The cost of hiring a college trained engineer has to 
be justified and more distributors are finding them 
more useful to the regular supplies salesmen 

The recruitment of electrical engineers is a big 
headache in itself. Because they can’t compete with 
the many manufacturing firms clamoring for graduate 
engineers, many distributors have scouted the under- 
grads for likely prospects. Some have set up summer 
jobs with the wholesale firm so the student engineer 
can get the feel of the business and, hopefully, to 
influence him toward choosing the distributing field 
after graduation. You'll see more of this done as the 
decade unfolds. 

You'll also see more “applied engineers” graduat- 
ing from the “School of Hard Sell.” You may be 
among them as you find that specializing stimulates 
sales and improves your technical rapport with cus- 
tomers. 

e New Light on Lighting—Developments in lighting 
will spawn a new and growing group of specialists. 
Distributor’s merchandising ideas on residential light- 
ing will make specialists a virtual necessity. The day 
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A Key to Future Sales 


Inside selling: to tie customer closer .. . 


of the guy at the end of the counter handling show- 
room customers is fast drawing to a close. Some 
wholesalers have even divorced residential and other 
types of lighting from their regular trade by setting 
up physically separate stocking and showroom facili- 
ties—manned by specially-trained personnel. 

Though the long range housewares sales picture 

looks dim, specialists may exert a slowing effect on 
the sales slide through their unique services. The 
only salesman who can make housewares worthwhile 
is the one who can concentrate. The big question in 
the 60s will be: Who can afford him? 
e Controls Control Sales—The number of distributor 
control specialists will continue to grow in the 60s 
and be hypoed still more with the advent of electronic 
components in many control applications. Besides be- 
ing a traditionally profitable item, control is frequently 
the key to the big industrial sale. 

Electronic specialists will be vital to any distributor 

entering the industrial electronic field. At this point— 
as electronic and electro-mechanical applications con- 
tinue to dovetail almost daily—it’s hard to see how 
industrial-serving distributors and salesmen can stay 
out of selling electronics. The problems are many but 
circumstances may force your entry. 
e “Finger Men”—Again, these specialists will prob- 
ably do more advising, consulting and especially train- 
ing of regular supplies salesmen than actual selling in 
the field. In most cases, the electronic specialist may 
act as the initial contact who “cases” industrial plants 
for electronic applications and resultant sales through 
the supplies men. 

In the rough-and-tumble competition ahead, you 
will have to specialize, too. Whether it means concen- 
tration on one product, one type of customer or one 
specific application, you'll find that specializing not 
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only keeps you one-up on competitors, but also opens 
the door to more profitable sales. 


Techniques To Improve 


All salesmen in distributors’ organizations will have 
to operate more efficiently in the *60s. Since the elec- 
trical wholesale trade has grown up into adult status, 
its selling methods will be more mature. Market con- 
ditions will demand well-planned and smoothly exe- 
cuted sales techniques. 

Outside salesmen will have to adapt as they go 
along. Territories may not be larger but you'll be 
making more intelligent calls based on more knowl- 
edge of your customers. Management will employ for- 
mal means—such as customer and product profita- 
bility studies—to provide you with effective sales 
weapons. Customer relations surveys will also un 
cover specific shortcomings which can then be elimi- 
nated to strengthen you in the field. Closeness to your 
customers will be vitally important, no matter what 
sacrifice it means. The effective salesman will be win- 
ning sales, not taking orders. 

Inside salesmen—on the phones and at the counter! 
—will be constantly sharpening their skills. Their 
goal: to tie the customer still closer in the hyper- 
competition ahead. Teamwork—with the outside men 
and within the house — will be the touchstone of 
success. 

Almost certain to develop will be more outside con- 
tact for inside salesmen. Management will encourage 
this not only for training purposes, but also to cement 
customer relations in the face of difficult competition. 

Related selling techniques will be used as never 
before, with smart salesmen using more observation 
and imagination to create more tie-in sales oppor- 
tunities. 


Effective Sales Promotion 


The *60s will see many changes in sales promotion 
techniques, too. 

This will include more participation in electrical 
trade shows, more open house affairs for customers, 
more distributor advertising in local newspapers and 
purchasing journals and more direct mail campaigns 

Though expensive, the open house meetings will be 
more effective in winning customer goodwill. It’s the 
only way a salesman can show his customers what 
he means in talking about his firm’s service, stock 
and facilities. He could never do it on an individual 
basis. 

More method will be applied to distributors’ direct 
mail programs in the *60s, as an outgrowth of cus- 
tomer studies. Promotional literature will no longer 
be just a device to keep the distributor's name in the 
customer’s mind. It will alert accounts and prospects 
to really new products and applications that salesmen 
can follow up on. Capitalizing on more effective sales 
promotion will mean profitable sales. 
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Salesmen (cont.) 








1946: Order assembling .. . 
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1953: Out into the field .. . 


S A SPEARHEAD for the sale of electrical prod- 
ucts, the distributor’s salesman will need the best 
training available to compete successfully in the ’60s. 
rhe big question: Where can he get such practical 
preparation? In the past, few electrical distributing 
firms have had the time or the facilities for fashioning 
foolproof sales training programs. After all, the mo- 
ment a man goes on the payroll, his salary is a 
drain on the small businessman’s carefully husbanded 
capital. 
@ On-Job-Training The Rule — Traditionally, any 
training given is usually injected as the novice comes 
up to outside sales from the back of the house. In 
each job he holds — shipping clerk, warehouseman, 
order editor, counterman, phone salesman, etc. — 
the trainee is carrying his load, partially paying off 
on the distributor’s long-run investment while learning. 
There will be much more of this in the ’60s, but it 


104 


1959: Assistant sales manager 


Sales Training: 
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1949: Selling at the supplies counter .. . 


1960: Training the trainees... 


will be better planned and more formalized. Trainees 
will still move along slowly, as did Gough Industries’ 
John Roberts (pictured above) but the education will 
prove more effective and rewarding in the ’60s super- 
competitive market. 

Better recruitment, more pointed interviewing and 
testing before hiring and smarter estimating of sales 
talent will start off many distributors’ programs. Then, 
instead of teaching tyros “off the top of the head,” 
management will employ quantitative and qualitative 
measurement methods to gage not only immediate 
job progress in each step along the way, but future 
potential. 

Progress report check lists, with rating systems for 
each of the 10 to 20 duties for each job will be used, 
as will attitude-scanning devices such as the personal 
inventory check list which has proven very helpful to 
distributors in rounding out the trainee’s sales poten- 
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More and Better to Come 


tial profile and perhaps in shortening his service-time 
in the house. 

@ Specialists Get Early Start—More specialists will 
be developed from regular in-the-house sales training 
programs in the ’60s. 

Those destined for selling industrial electronics, for 
example, will go from sound, but short, basic supplies 
training into the electronic divisions to begin the 
monumental task of learning, eating, thinking, talk- 
ing and selling this hot new range of products. As 
for lighting, trainees may start learning their particu- 
lar specialty even earlier. 

e@ Training Plus Training Plus Training—What about 
the veterans—the counter salesmen, inside salesmen 
and field salesmen with years of experience? What 
will the 60s hold for them in the way of training? 

More learning is in their cards. The Saturday morn- 
ing skull session will still be held but there won't 
be that casual atmosphere or the frequently resented 
rah-rah, razzle-dazzle pep talk. Sales managers will 
have to become educators in a true sense. They'll be 
selective in choosing manufacturers’ field men for 
products training and they'll insist on good and prac- 
tical information, not empty words. 

The reasons for this seriousness will be evident 
everywhere distributors’ salesmen call. You'll find 
that selling products just won’t do anymore. Compe- 
tition will force you to sell ideas. 

Where will you get this creative capacity to make 
sales from something so intangible? From your train- 
ing — whether it’s company-supplied or the do-it- 
yourself brand. There are applications of the products 
you are selling right now that were never conceived 
of by their manufacturers. Tomorrow those uses will 
be multiplied tenfold, by competent salesmen who 
can visualize and then sell them. 


e You Too Can Be A Specialist—Don’t laugh at 
the term “specialist.” It may be your salvation in the 
60s. Many salesmen will succeed because they've 
gained a good working knowledge of all their prod- 
ucts and then outstripped competition in a specialty 
Result: larger orders for items related to the specialty 
items. 

Besides company and do-it-yourself training, other 
sources of sales learning will be available to a greater 
degree in the next ten years. There will be more in- 
dustry courses given in local schools and colleges as 
well as more NAED-sponsored training programs. 

You'll work much closer with manufacturers’ field 
personnel as you both feel the competitive squeeze 
Selling-up together, you'll be stressing improvements 
of new products and applications to help customers 
realize more production time and fewer troublesome 
maintenance problems. Incidentally, “trouble” can be 
your key to sales with intelligent handling by you 
and the manufacturer’s salesman. Even mistakes con- 
tribute to the sum total of practical selling experience. 

Of immeasurable help in self-training will be the 
material you'll find in these pages in the *60s. Feature 
articles—all based on successful distributor and sales- 
man experience—will continue to comprise your best 
sales and operating idea-book. 

Other articles—such as “The Salesman’s Technical 

Notes” and the “20-Hour Electrical Course” (EW 
—Jin. ’60, p. 104) will contribute pin-point technical 
information to your daily selling. 
e@ No End—tThere’s an old saying in our electrical 
growth industry that you learn something new every 
day. This never will ring more true than in the ’60s. 
Never stop that learning. When you know all there 
is to know and still feel a need for knowledge, you're 
sales-educated. 


For experienced salesmen—refresher and new market training .. . 


Sales meetings (above) and self-training in 
new fields like electronics (right) will help vet- 
eran salesmen meet the challenge of the ‘60s. 
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For “What's Ahead for Operations?,” turn page 





IME. MANPOWER. MONEY. These are the 
three things that the electrical distributor must 
strive to maximize especially during — the 
next decade, when the only sure things will be con 
stant change and a highly competitive market. But 
how is he to do it? This section attempts to show you 
how. It was prepared to help you make your ware- 
housing, counter, office and showroom operations 
mesh in with the quickening pace of the electrical in- 
dustry; with the growing sophistication of marketing; 
with the sharpening of competition. It will also give 
you a nation-wide peek into the not-too-far future of 
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A trend: one floor operations .. . 


O YOU know anyone running a chamber of hor- 
rors instead of an efficient warehouse operation? 
There are boxes, cartons and wrapping papers in tiny 
aisle widths. Warehousemen fall from high places; 
they walk great distances to fill an order; they pull, 
pop and strain muscles hefting merchandise; they 
emerge, red-eyed and squinting, from stock areas with 
only half ftc. of light. 

On top of all these monstrosities, the shelving 1s 
sloppy, equipment hard to find and the packing desk 
is the quintessence of inefficiency. 

You've heard of dream warehouses? Well, this one’s 
an electrical wholesaler’s nightmare. It probably does 
not exist. If it does, it won't for long. Orders 
won't get out on time. Warehouse operating and in- 
surance costs will be astronomical. Net profits will be 
lower than employee morale. Billing, quotation and 
other departments will suffer. 

Fortunately, our interest is in functional, economi- 
cal “dream houses” and what they're like now; what 
they will be like in the next decade or so. You'll want 
to know how to go about fixing up the one you al- 
ready rent or own and how to design a new one. It’s 
all geared to help you keep pace with an industry 
that’s going places in the ’60s. 

The bleak operation just described may sound a 
little fantastic, but here’s the point you can’t afford 
to overlook: if any one of the “annoyances” exist in 
your warehouse now, you are not operating at top 
efficiency. There’s a stumbling block in your product 
flow that can grow and multiply. The efficiency or in- 
efficiency of the methods used to run your warehouse 
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What's Ahead 


the electrical wholesaling industry. What will it be like? 

The next decade will be one of ebullience. It will 
require a strong, progressive electrical distributor 
to keep up with the times. He will need a functional 
warehouse that integrates modern materials handling 
and modern design; he will need an up-to-date office 
with more space, light, and better ways of handling 
paper-work; he will need larger display areas with 
wnodern atmospheres, and he will have to streamline 
his counter operations to accommodate the growing 
counter trade in suburbia—and all this at a cost 
that will be reflected in increased efficiency and profits. 


For 


has an important bearing on cost and profits 
@ Look Around—Have you analyzed your ware- 
house operation lately? Is it a functional unit? By this 
is meant: is there complete integration of the methods 
of materials handling and the design of the building? 
If there isn’t, you have a house that’s divided against 
itself, and it won't stand long in a decade that promises 
to be an boiling pot of change. Don’t treat the tradi- 
tions within the four walls of your warehouse as 
something sacred, time-honored and impervious to 
progress. Look around. Take a trip through your 
warehouse and use the following pointers as a check 
list to determine whether it’s time for a change: (1) 
Does material move smoothly and without delays 
from one department to another? (2) Are there petty 
annoyanc.s, pulled muscles from lifting, improper 
stacking, injuries or damaged material? (3) Do freight 
carriers stand overtime at your docks because of dif- 
ficulties in loading? (4) Does it take large numbers of 
men to move certain materials . . . are your shipping 
and warehouse salaries higher than normal? (5) Have 
you made the most of room? Have you looked at the 
space between the top of your bins and the roof? 
You're paying for it! 

No matter what the problem, there is, or will be 
an answer, and it lies either in new design or in new 
materials handling equipment. 


Trends are created when a substantial number of 
people imitate one another. Well, there’s a big big 
trend going on in the electrical wholesaling industry 
today. It’s updating of warehousing operations. Elec- 
trical distributors are employing techniques and con- 
sultants to cut costs and speed service. Even the name 
warehouse might disappear from the electrical whole- 
saling dictionary. For years and years, warehouse 
meant dead storage. Now it means live storage and 
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Fast Change 


fast movement of goods to a consumer. A better name 
might be “electrical wholesaling center.” Every month, 
new ideas are making this concept closer to the truth. 
And these new ideas are contributing to the explosion 
of five major trends in electrical wholesaling: 

e@ Electrical distributors are building one-story 
“streamliners” that are cheaper than ever before in 
cost, with effort concentrated on improving operations 
within them. The trend these days is leaning towards 
rental rather than ownership of buildings. 

e@ Increasing mechanization in materials handling. 

e Making more use of cubic feet—finding new 
and better ways to stack and store. 

e Providing more and more room for expansion 
and operation. 

e@ Making use of management consultants to re- 
design present warehouse operations. 

Time, manpower, money—these are the three fac- 
tors that the electrical distributor strives to maximize 
and the reasons that the above trends have developed. 
@ One-Floor Operations—The way a lot of distrib- 
utors see it, the multi-story structure for housing 
warehouse operations is passé. Consequently, the mul- 
ti-story operation idea has begun to collapse like a 
house of cards. All over the United States, we re- 
ceive reports that electrical distributors are building 
one-story structures with the emphasis on flexibility, 
simplicity, more space to work with and expand on, 
complete integration of materials handling and build- 
ing design. 

According to a recent EW survey conducted among 
electrical distributors, close to 98% of those answer- 
ing and planning to move said they were going to 
build or rent one-story structures. A good many elec- 
trical distributors who replied claimed they already 
owned or rented “streamliners”’. 

The first one-story operation appeared in the early 
°30s in the food warehousing industry. Then, it was 
a radical departure from the multi-story concept that 


April, 1960—ELECTRICAL WHOLESALING 


had ruled warehouse history since the days of primi- 
tive transportation when distributors were obliged to 
locate near the market place. But wage rates soon 
rose, fork lift trucks came into being, and merchandise 
could no longer be handled piece by piece in quanti- 
ties per man-hour justifying the higher wage rates. 
Low, nine-foot ceilings forced distributors to spread 
merchandise out as volume grew and the distances 
to get to these goods became greater. Outcome: more 
and more money per man-hour. Few multi-story 
warehouses have been built since. Along with the 
flattening out of tall warehouses came mechanical ma- 
terials handling devices. 


One-story operations can be built cheaper now 
than they could a few years ago, because architects 
have learned how to build this type of structure more 
cheaply—even though the cost of materials is rising. 

The speed at which an order goes through the elec- 
trical distributor's warehouse is directly proportional 
to the efficiency of the system employed, and that is 
what the one-story operations are geared for 
speed. In one floor operations, there is emphasis on 
turnover operation; greater use of skids or pallets in 
handling unit loads of merchandise; the assembly-line 
technique of order-filling can be used and correlated 
with sales procedure. 

1. Pitfalls: The common mistakes the distributor 
makes in building and designing his own operation 
are: too small or too large in footage; too low in ceil- 
ing height; badly column-spaced for usage—however 
economical; girders for wind bracing placed in posi- 
tions that hold down efficiency; too expensive; badly 
surfaced as to floor, thickness, joints and quality. 

2. See an Architect: There is no rule of thumb to 
determine what the size and shape of the warehouse 
should be. Realistic distributors who realize their limi- 
tations usually consult experts before they take any 
positive steps to designing. According to one architect, 
“before the electrical distributor attempts to build a 
new home, he should consider these six points: 

e “Determine his needs. Find out the size and 
services he will require and the materials handling 
methods to be employed 

e@ “Get the facts on the relative costs of the various 
types of structures. Find out how much he will pay 
per square foot per year. 

e@ “Find out what the transportation costs will be 
If this will locate you centrally (here the architect is 
discussing a move to the fringes of the city) in your 
territory 

e “Don’t build your operation too far away. 

e “Get the all-around best building for your type 
of operation, taking in the strength of the ground, 
availability of utilities and public services, types of 
product, extent of normal inventory, etc.” 

A New York architectural firm says that it can 
project five years into the future for a distributor, 


it’s a good move. 


before it plans a new warehouse. The architect deter- 
mines what the firm is doing at present business-wise, 
what they are planning to do one year hence and 
what will happen during the next five years. He finds 
out whether or not the distributor is going to change 
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anything by adding new lines or supplementing his 
present business with an additional “plus” facet. After 
the distributor determines what his needs are, the 
architect figures what the size and design of the build- 
ing will be, along with the methods that will run it 
(remember—it has to be a functional unit!), then the 
expansion space that has to be provided is specified. 

3. Expansion and Basic Dimensions: There have 
been times—especially in the electrical wholesaling 
industry—when a warehouse has become small before 
its time. Why? Business is booming, and you can’t 
keep it cased inside of something that’s to small to 
hold it. You need expansion space. 

A one-story building should occupy about 40% 
of the land (if the building is 100,000 sq. ft.). Forty 
percent should go for expansion and 20% for 
parking. 


Multi-story Trends 


Many electrical distributors are reluctant to give 
up their present multi-story operations because of the 
increasing difficulty in obtaining land on the fringes 
of downtown areas; because of the soaring rates of 
real estate; because they are more than satisfied with 
their present locations and set-ups. These, however, 
have not stopped them in the ever-increasing trend 
to inject “futuristic” methods of operations into their 
downtown operations. 

raflic strangulation and parking problems have 
been solved by progressive distributors with the in- 
troduction of “drive-in” counters, drive-in shipping 
and receiving centers. They’ve installed chutes, con- 
veyors, space-saving and time-saving racks, carts and 
communications equipment. One distributor devel- 
oped a “crash program” to modernize his warehouse 
operation. He employed a warehouse, “trouble- 
shooter,” who integrated design and materials handling 
and put the following warehouse methods into action: 

Rearranged stock locations to reduce walking. In- 
stalled a row of bins for top column items—about 
5% of the stock—near the packing desk and the 
counter. ; 

Added to usable storage by more suitable shelving. 
He also added to storage space by figuring the cubic 
feet of the warehouse operation—the space between 
the floor and the ceiling (you’re paying for it—use 
it) with catwalks and second shelving. 

Packing benches were replanned so that everything 
needed for order-filling was close at hand. The em- 
phasis is on neatness (an excellent idea for more ef- 
ficiency and employee pride!). 

Stock is kept neat and close packed. Lighter items 
were put on slotted steel shelves with wire bottoms 
to cut down on collection of dust. Heavier items were 
put on slotted steel shelves with wood bottoms. 

An answering service operates after-hours and on 
weekends. It is automatic, takes message orders from 
customers that are taken care of next working day. 

Put all wire reels on racks. Use automatic wire 
cutter. This can cut down order filling time by 75% 
of what it was before in time, manpower—money. 


Innovation 


Trends To Choose From 


Here are just a few ideas that electrical distribu- 
tors are using to keep their one-story and multi-story 
operations up-to-date: 

e After Hours Locker—contractors who start for 
work before you open can be serviced with an outside 
locker. Customers call the night before and order 
equipment. You give him lock combination. Pick-up 
is next morning. Locks are changeable. 

e@ Hydraulic Lift—Install automatic lift in ship- 
ping and receiving areas. It raises goods to level of 
truck and lowers it from same. A great labor saver! 

e Automatic Drive-in—One downtown distributor 
has a door that lifts up automatically and lets cus- 
tomers into huge parking area indoors which is next 
to counter area. Customers are through in a jiffy. 

@ Oblique Pallet Stocking—Use smallest effective 
pallet. Instead of stacking them one on top of the 
other, make it smooth-moving and efficient by going 
in at an angle. This way you can clear your stack in 
less space and less time and with less trouble on the 
way out. 


Trends in Labor Saving 


Before you attempt any solution to the problems 
you have discovered lurking around your warehouse, 
whether you are in a one-story or a multi-story opera- 
tion, get all the facts first. Once you have located the 
source of trouble, then you can decide on what meth- 
ods will do the job right. When there is a choice of 
methods to doing a job, the more advanced one 
should be selected—with an eye to the comparative 
cost, per weight, of the material. 

The mushrooming trend toward the use of all types 
of materials handling equipment has, through trial 
and error, shown that the handling system should 
be laid out after studying floor and load-bearing ca- 
pacities, plus the quality of the floor. Wall columns 
and trusses should be judged for strength. 

In new buildings, the handling system should be 
laid out when the building is designed. But here’s 
the big point—knowledge resulting from a study of 
trends towards mechanization: modern electrical or 
mechanized equipment in the electrical distributor’s 
warehouse often can pay for itself in less than a 
year—so great are the savings over manual handling 
of materials. 

Proper lighting of the warehouse goes hand in hand 
with materials handling. You can have a lot of so- 
called uniform lighting in a warehouse, but it can all 
be wasted on the top of your shelves. One architect 
says that it’s better to have one continuous strip down 
the center of the aisle between shelves. This way the 
light hits both sides of the shelving areas in each aisle. 
Factory magazine says that skylighting decreases light 
bills but it increases insurance. This report also says 
that in manufacturers’ warehouses, 24 hours of arti- 
ficial light can be had almost as cheaply as artificial 
plus daylight—if you figure in the heat loss through 
windows, switches, lamp life, insurance, etc. 
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Pays Off 


Another architect says that of all the new and space- 

Saving types of shelving to come on the market within 
the past decade or so, “cantilever shelving is the 
greatest thing that has happened (if it is economical to 
your type of building), whether in a one-floor or 
multi-floor operation. It saves space, increases effi- 
ciency in order-filling, eliminates uprights.” 
@ Trend Items—Here are some space-saving, labor- 
saving trend items that you can pick from: build 
balconies for slow-moving items. They can be con- 
structed above regular shelving so that they do not 
interfere with lighting and sprinkler systems. . . . In- 
stall rotary bins. They can be used throughout the 
warehouse. Especially useful at counter area, they save 
space, hold small multi-sized stocks. With rotary bins, 
stocks can be made readily identifiable and accessible. 
. . . Put in inexpensive catwalks. They eliminate the 
need for mezzanines and perform the same as the 
balcony. . . . New remote control lift trucks can lift 
a man up 15 feet—safely—to get that slow-moving 
merchandise when it’s needed. . . . Storage space under 
bins and racks is being used. . . . There are special 
racks for every use now: many different kinds of 
conduit racks to suit your operation and give it maxi- 
mum efficiency so that goods go to the consumer 
faster; there are cable racks, BX racks, raceway racks, 
fixture racks, elbow racks, thread racks, supply parts 
racks. There are conveyors (gravity and motorized), 
chutes and various types of trucks and machinery to 
make the warehouseman’s job much easier. 


Who's Moving and Why 


In a recent survey of electrical distributors, EW 
asked: do you envision being in your present quarters 
for the next 10 years? Fifty percent of the distributors 
replying said no. Of that 50%, the majority claimed 
that they were building one-floor operations outside of 
the downtown area. Most of these distributors said 
they were leaving room for expansion and that they 
would have to hire additional personnel. 

The other 50%, those distributors who are not 
planning to move within the next 10 years, have 
either moved very recently and are not in a downtown 
area or are in a downtown area and are centrally 
located with none of the choking problems that other 
electrical distributors have had to face. 

Before making a move, there are three big factors 
to consider: (1) accessibility; (2) competition; (3) cus- 
tomers. When making a move think about your acces- 
sibility to the market areas and the transportation 
costs. Who and where is your competition located? 
What kind of trade is in the area you have moved to? 

When moving you also have to take your employees 
into consideration. Is it too far to come to work? 
Are you near any industry sites that might make 
working there difficult (smell, noise etc.)? Will you 
install a lunch room for employees or customers 
(might be too far away to go to a restaurant)? Are 
you too far away to be able to hire the personnel you 
need for that plus business you’ve been thinking about 
—electronics, motor controls etc. 
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Moving can increase your business (especially over- 

the-counter-business); can enable you to stock more 
items and can give you more space to work with and 
expand on. But before a move is made, it has to be 
well thought out. When designing a building or inte- 
grating a materials handling system—plan ahead. 
e@ What About Expansion?—In the recent EW sur- 
vey questionnaire, electrical distributors were asked 
what their plans were for expansion through branch- 
ing out in the next ten years. Here’s what we un- 
covered: 26% of those distributors replying said they 
were planning on new branches. The average square 
footage will be 17,800 sq. ft. of space. Each distrib- 
utor will employ, on the average, eight people. 


Trend: Own or Rent? 


The National Association of Electrical Distributors 
has outlined some of the pros and cons of owning 
or renting a new warehouse. 

If you own your own building you have control 
over the design, maintenance and operation—which 
is very important in integrating materials handling 
with the warehouse blueprint. If you own your own 
warehouse, it is not subject to rising rental costs if 
started before a period of rising construction and 
maintenance costs. If the interest and profit rates in 
rentals are greater than you can make in your business 
(and you have ample working capital), then owning 
the building is to your advantage. 

It’s better to rent a building when it can be designed 
and built to your specifications. Why? Because you 
won’t be stuck with a permanent location where 
adverse conditions may happen to arise. With an 
owned building—if built for maximum needs, there 
will be idle space. “Rented space on a long term 
lease may be minimum space supplemented by addi- 
tional public warehouse space on truckage for heavy 
materials or fluctuating seasonal inventories.” In a 
rented building, insurance companies or non-profit 
foundations often will build to your specifications at 
a minimum interest factor and—in some cases—free 
of real estate taxes. 

According to NAED, the recent trend is to shun 

ownership of real estate. There are factors which make 
the expense prohibitive. And while the trend among 
distributors is to building one-floor operations the 
trend in industry is to rent new buildings and have 
other institutions do their building for them. Some- 
times existing buildings are sold to these organizations 
and then leased back. 
e@ Warehouse Management—Although labor-saving 
equipment usage is spreading fast among electrical 
distributors, there is still a big problem in labor costs. 
Specialization in activities and equipment among 
warehouse employees—sometimes union-instigated— 
has made the problem of streamlining work more dif- 
ficult, thereby interrupting smooth movement of prod- 
uct flow. A strong influence is therefore needed in the 
warehouse to sharpen operations and supervise em- 
ployees. That influence is your warehouse manager. 
He must have supervision over all operating activities 
in the warehouse, the physical condition and arrange- 
ments of stock, neatness, maintenance of the building 
and the equipment used in materials handling. 





Counters are getting longer with more back-up stock and more personnel behind 
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Counter 


A NUMBER of distributors answering a_ recent 
EW survey have given a good picture of what the 
ideal counter set-up should be like. Culling informa- 
tion from their remarks, which aim at the future look 
in counter areas, here’s what was discovered: 

e@ The ideal functional counter design is the “L” or 
“U” shape. Reason: it spreads out customers as they 
are placing orders; compacts the counter men; pro- 
vides more work room and speeds up service. 

e@ According to the majority of the distributors 
responding to the survey, this area should be located 
close to the shipping and parking areas. It should 
have plenty of light and a good back-up stock that 
is watched constantly. One distributor locates his 
counter near the sales and administrative offices so 
that customers have easy access to management. 

e@ Many distributors are improving on billing and 
credit. New automatic billing machines are being in- 
stalled, along with new file systems and new ways 
of controlling credit (the trend is definitely towards 
addressograph plates). One distributor says he will 
“simplify things through electronic installation.” 
Another distributor says that “at present we have 
snap-out billing. In a short time we are going to add a 
register type of operation and we expect to have a 
new visible credit system index f[addressograph 
plates |.” Another distributor, who is constantly hunt- 
ing for new methods of doing things, says he has 
installed IBM units for billing and inventory control 
and “we have pneumatic tubes that run from the 
counter area to the office.” 

e@ The use of displays in the counter area is on 
the upswing. One distributor says that he has liter- 
ature racks and permanent and rotating displays that 
take up 4,500-sq. ft. of wall. Glass counters and 
photos of past jobs are also to be included in this 
category. Many distributors keep their displays near 
a separate will-call counter (which keeps unnecessary 
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ideal design: “U’’ shape for faster service. 


traffic away from the regular counter) or near the 
exit. In addition to displays, close-out shelves are also 
being used. They are a “natural” when they are near 
the exit, and only need a little push from the counter- 
men. 

e@ Customer conveniences such as catalog bars, tel- 
ephones, lunch rooms, coffee and coke machines and 
blueprint tables are becoming an ordinary sight in 
or near the counter area. 

For those distributors who are not equipped for 
“odd shaped” counters, here’s news: the conventional 
counters are growing longer and longer—with a great 
increase in the back-up stock behind them and a 
slight increase in the number of personnel needed to 
man them. Reason: more business. 
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Outside: modern, street level showroom 


Inside: neat, roomy—atmosphere is stressed 


Display Areas: Accent on Atmosphere 


N RECENT years, electrical distributors have found 

atmosphere to be a super sales factor in their light- 
ing showrooms and display areas. Light is one of the 
most flexible mediums existing for creating atmos- 
phere, but according to one distributor, “you not only 
have to have modern light to sell fixtures, there 
has to be other elements too—if you want more 
than just a nice average showroom.” These “other” 
elements are design, color segregation of areas and 
special effects. 

[he trend in the past few years has been to refine 
these elements which surround the lighting, house- 
wares kitchen and other displays and to change them 
according to the tastes of the changing times. A mid- 
western distributor points out that out-dated surround- 
ings do nothing for the equipment you're selling in 
your display areas—not even the most ultra modern 
lighting, housewares or appliances. In time surround- 
ings have to be changed. 


The New Showroom 

With the aid of designers, specialists, architects 
or their own lighting specialists, electrical distributors 
are creating display areas that are neater, roomier 

and in the long run, more practical. Why? The em- 
phasis in many new showrooms is being taken from 
price and concentration is zeroing in on good light for 
living. Forests of fixtures (with tags hanging down) 
are rapidly disappearing from the showroom scene 
and the “uncluttered appearance” trend has taken 
over. Practical aspect: it facilitates the choosing of 
fixtures by customers. The absence of tags (fixtures 
can be identified and priced on small cards located 
underneath the wall switches which control the 
various fixtures) is aimed at eliminating the price 
barriers which tend to be mental blocks that blind 
customers to the advantages of modern lighting. 
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A deeper look into display areas shows how color, 
design, segregation of specific fixture areas and special 
effects have stepped in to put impact into display 
Color, according to distributors, enhances the effect of 
whatever you're selling. The most important colors, 
say the distributors, are those that are pleasing, rest- 
ful, varied, contrasting and in as many pastel shades 
as possible. 

More and more distributors are segregating re- 
sidential fixtures, housewares, signaling equipment, 
kitchen equipment, etc., into separate rooms or areas 
with flexible setting that bring out the qualities of 
the merchandise. Patios, dining areas, living rooms, 
bathrooms, etc. are all simulated in showrooms with 
various types of backgrounds, such as wall paper, 
tile walls, wood sidings and drapes. A variety of 
furniture is also used and a few distributors have 
separate projection rooms where they show customers 
color slides of the jobs they have done. Special wall 
switches are also used to dim or brighten lights. 
The purpose behind this latter innovation is to show 
the customers how different fixtures look with various 
waltages. 

Electrical distributors responding to the survey, 
say that there is wider spacing and an increase in 
the number of fixtures on display. The average num- 
ber of segregated areas in the lighting showroom and 
display rooms is five and the average number of per- 
sonnel in the lighting showroom and display area is 
three, but the number is increasing. One southern dis- 
tributor says that he thinks the ideal is one person 
every thousand sq. ft. of space. 

Stepping outside, most distributors agree that the 
best location for the display area is on the street 
level. The trend outside is to larger and larger eye- 
catching showroom windows (one distributor reports 
that he had his windows put in at an angle to eliminate 
the reflection) and modern building facades. 
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Offices: Automation, New Design 


i almost seems like a contradiction. Population is 
exploding, and electrical wholesalers are alloting 
more office space per employee. It’s the modern trend. 
More office space contributes to neatness, high morale, 
efficiency and a modicum of privacy that fosters better 
concentration. 

In presenting general office employees with a new 
“taste of space,” electrical wholesalers, caught in the 
struggle to trim costs, are following other big trends 
tailored to clothe their operations in maximum ef- 
ficiency. High-powered lighting, air-conditioning, bet- 
ter use of color, furniture and general office design 
are some of the trends. Others are: the increased use 
of business machines and new filing systems, from 
bookkeeping to accounts payable; a higher percent- 
age of distributors using movable partitioning for their 
offices; adoption of better ways of communicating 
with customers and employees. 


Le is ie 


According to a recent survey conducted among elec- 
trical distributors by EW, 69% of those responding 
say that they will definitely buy (80%) or rent (17%) 
modern business machines, ranging from special of- 
fice machines to accounts receivable and payable me- 
chanization. Of the remainder, approximately 9% al- 
ready have such machines, 19% would rather wait 
to see if they are “practical” and a small 3% declare 
that the system they have right now is efficient. “Why 
turn things topsy-turvy by adapting our system to a 
mechanical brain, or a mechanical brain to our sys- 
tem?” 

@ Meaning—lIt takes, according to some electrical 
distributors interviewed, from 2,500 to 5,000 four-line 
invoices out a month to justify the cost of IBM, 
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Distributor-made form slices cost. So does 


New automatic billing machine—if used right. 
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Friden or like machinery do your work. With a large 
number of distributors going to these machines, busi- 
ness must look pretty good for the next 10 years. 
e@ Advantages—Business machines are making head- 
way, particularly in basic paper work operations, be- 
cause of the advantages they offer. If the set-up is 
economical and can be integrated into your system 
to provide a fast, efficient, simple system, it could 
help you in the following ways: 

@ Less people can get more done than before. 

@ Neater, more accurate statements make for 
happier customers. 

@ More available time for employees to do extra 
jobs. 

e Tighter control. 

e@ Work gets done faster—you get paid faster. 

One of the biggest pitfalls in the use of modern 
office machinery—the reason many distributors have 
soured on the idea of using them—is this: too many 
have tried to get more information than was needed 
out of a machine—it will not pay. Matter of fact 
it will cost you money. 
e@ Breakdown—Eighty per cent of the electrical dis- 
tributors in the United States have special office ma- 
chines for bookkeeping. Sixty-six per cent of them 
have special billing machines. Fifty-eight per cent 
have accounts receivable mechanization, and 37% 
have accounts payable mechanization. 


Office Design: Modern 


It goes without saying that lighting levels are glow- 
ing higher and higher in the offices of electrical dis- 
tributors throughout the nation. Average number of 
footcandles per modern office is 125. In many in- 
stances, high level lighting is also an opportunity for 
distributors to display fixtures and shielding and levels 
of light for customer selection. Electrical distributors 
say that they will raise the level of light in their 
general offices for thre reasons: 

1. It’s a major factor in modernization. 

2. Recommended lighting levels have changed. 

3. Makes for better workers, better work. 

e@ Partitioning—The movable office partition is as 
mobile as the desk. There is no need to coordinate 
lighting and air-conditioning with these partitions. The 
problem of space control is eliminated and efficiency 
is increased at least 10% with installation, if your 
office is suitable to this type of space divider. A grow- 
ing number of distributors, who want to get the most 
out of their offices without impinging on modern space- 
per-individual specifications, are leaning towards the 
use of the mobile partition. Here’s how one distributor 
outlines the advantages: 

Problems before installation: Distractions hampered 
efficiency, work was often ten days to two weeks be- 
hind. “We also wanted to expand area used for the 
display of lighting fixtures.” The office is 1,854-sq. ft. 

Advantages after installation: efficiency has in- 
creased 10%—-saving more than $7,000 annually. It 
more than paid for the cost of the partitioning in 
less than a year. No additional help or machinery 
was figured in the 10% efficiency increase. “Setting 
up a display area was no problem; there'll be ease 
for future expansion, and the intangibles are im- 
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measurable,” the distributor claims. 

e@ New Species—Again, as in the warehouse, design 
of the office should be integrated with the operations 
and should be a functional unit. For this type of 
work, there are professional consultants and archi- 
tects who are specialists in office design and who can 
be counted on to do a better job in this field than 
other architects in related fields. He is the man to get 
in touch with. 

Often in the case of new buildings, says the NAED 
Warehousing Manual, “too many distributors get 
right into the business of assigning work areas with- 
out first determining the work space for use” and 
taking into consideration the structural and mechani- 
cal design of the building for the type of use to which 
it will be put. Your “office consultant-architect” can 
be a tremendous help with this problem. It’s his job. 


Communications: Varied 


There are many external and internal communica- 
tions devices for the electrical distributor to take ad- 
vantage of in improving his operations and increasing 
his efficiency. Increased usage of Western Union 
Desk Fax, telephones, teletypes, pneumatic tubes and 
various types of public address systems has condi- 
tioned distributors to their advantages. 

At present, there are many new communications 
devices on the market. Among them are closed circuit 
TV, walkie-talkie, and even a small electronic sig- 
naling device that eliminates the noisy and sometimes 
irritating ringing phone. The tiny unit fits in your 
pocket and can be “buzzed” from anywhere in the 
building. It vibrates gently, making little noise. All! 
your warehousemen, or whomever you're trying to 
contact, has to do is go to the nearest phone. 

Electrical distributors are constantly on the look- 
out for new means of communicating with customers 
too, and are very often involved in inventing their 
own means of sending out letters (see example) with 
new forms to trim time effort and money spent in 
initiating, responding to, and following up business 
correspondence. 


What One Distributor Did 


A southern electrical distributor just completed a 
modernization program that sets the trend for the 
60s in practically every aspect. Here’s what he has 
to say about it: 

“We changed our entire old look into a new look. 
Extensive coloring has been employed throughout our 
general offices, counter and storage areas. We have 
installed complete modern lighting (with new reflect- 
ing vinyl floors) with plenty of acoustical ceiling 
effects, thus reducing noise. New business machines 
and modern furniture has also been added. Because 
of this we estimate that our efficiency has improved as 
much as 100% and our employees’ morale has in- 
creased tremendously. 

“Everyone here now seems to feel that it’s a 
pleasure to be an electrical distributor with a varied 
intercommunications system that is required for a 
close knit, heavy-hitting organization—one that can 
compete in this tremendous market.” 








Operations (cont.) 





20 Years Hence? 


OR a long time, nothing else would do but the 

multi-story warehouse. Then progress sprang up full 
blown and flattened the multi-story operation into 
sleek and streamlined one-floor buildings that are 
now the current trend. Past history has given the 
electrical wholesaler a key to the future. Now it’s 
possible to visualize the shape of things to come. 

Twenty years from now you may not be exhorted 
to raise your warehousing lighting levels or purchase 
new materials handling equipment for your warehouse- 
men. Lighting may be for offices and fork lift trucks 
in museums. Automation will be hammering at your 
receiving doors, just as it has been chinking away at 
your office armor. Automation is not feasible for 
warehouses right now, but they say it’s coming. 

What might it be like? Merchandise will be handled 
by machines run by magnetized tape. Warehouses 
will be round, sky-high affairs with no floors. Inside, 
it will be totally dark—only the constant blinking 
of machinery lights as they move products, fill orders. 
Matter of fact, the buildings will be the machines 
themselves! 

rhe round building is not far off. Architects say it’s 
the theoretical ideal because everything is located 
near the perimeter. 

Back to the future: small bands of technicians 
will keep the warehouses operative. Electronics and 
mechanics will direct products to inbound and out- 
bound slots. 

In the office, you will have a direct line to a 
computer center. This electronic service station will 
receive your accounts in coded form, keep your books 
on magnetic tape instead of ledgers, and print out your 
bills, checks and tax forms at high speed, double- 
checked for accuracy. 

All these things will be housed in structures that 
have: not even been thought of yet. It’s only a matter 
of time. But to get there you have to take care of 
progress’ demands today. 
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PROMOTION IDEA FILE 








SURROUNDING = § Graybar-Boise’s sales 
(l. to r.) A. S. Gilbert, gen. sls. mgr., Idaho Power Co.; May- 
nard Smith, Graybar branch mgr.; R. J. O'Connor, res. sls 
supervisor 


“scorecard” are 


Selling Postlights 
In a Big Way 


Y WORKING closely with the Idaho Power Co., 
Graybar’s Boise branch sold 921 automatic postlights 
in seven weeks and started a demand that has brought 

contractor-dealers into the picture for an even bigger 
market this Spring and Summer. 


SEEMS LIKE YESTERDAY 


Working to meet the pressure of intensive gas equipment 
promotions prevalent in that area since the arrival of 
natural gas, the electric utility tied in with Graybar for 
supply of these postlights which turn themselves on 
and off as the sun sets and rises without attention of 
the homeowner. “This new product was comparatively 
unknown and dealers were hesitant to stock and pro- 
mote these lamps because they are considerably more 
expensive than ordinary switch-controlled lights,” said 
A. S. Gilbert, general sales manager of Idaho Power. 
There probably werent a dozen automatic postlights 
in our entire service area (southern Idaho—eastern 
Oregon) when we started this campaign. “We feel that 
our results have paved the way for sales of thousands 
more postlights through local dealers in the months 
ahead.” 

“The sales resulting from this automatic postlight 
campaign were at least twice our expectations,” states 
L. Maynard Smith, manager, Graybar-Boise. The cam- 
paign “... has caused our dealers to become very en- 
thusiastic, which is what Idaho Power desired, and our 
demand for post lanterns with the electric eye is grow- 
ing,” Smith continued 

To promote the postlights (called “Friendship Lan- 
terns” in some areas of the country) the utility offered a 
completely installed price with an introductory price 
on either of two models. A flat rate installation was 
arranged with local contractors. Homeowners were 
offered the chance to buy an automatic postlight with 
installation with no down payment and either $2.80 or 
$3.10 a month payable on their utility bills 

During the seven-week campaign, the postlights were 
promoted through window and floor displays in the util- 
ity’s offices, with radio and TV spots, plus advertising in 
weekly and daily newspapers. In addition, all utility em- 
ployees were offered a $2 bonus incentive to promote 
sales. 





iy 
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“... and they said it couldn't be done!” 
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“This is adequate wiring .. .?” 








Quoting, 


Purchasing, 


Layout, 


Liaison 


QUOTATION MANAGER J 


... they all add up to: 


The Art of Being Versatile 


HEN IS a quotation manager 
not a quotation manager? It’s 
when he buyer, a 
layout specialist and a liaison between 


becomes a 


salesmen and customers, and _ sales- 
men and management. 
Basically, this indicates the versa- 


Welch of Smith-Perry 
Dallas, Texas. Al- 


goes 


tility of J. B 
Electric Co., Inc., 
though he seldom outside the 
office, Welch is credited with much 
of the business brought into the 
wholesaling firm, mainly through the 
service to the customer he performs. 
e Big  Responsibility—Because he 
handles all quotations, Welch is solely 
responsible for pricing. On a large 
instance, if a customer 1s 
with the established 
salesman, he is 
quota- 


job, for 
not satisfied 
prices quoted by a 
immediately referred to the 
tion manager who may or may not 
make concessions. As far as_ the 
salesman is concerned, he has abso- 
lutely no authority to quote special 
prices 

Although salesmen normally initi- 
ate a bid, Welch attempts to assist 
the contractor as much as possible 
to give him a basis to quote a job. 
After a salesman receives take-offs 
on fixtures and panels, for instance, 
the quotation manager not only fig- 
ures the prices for these items, but 
he also quotes on the roughing-in ma- 
terials 

After the contractor receives the 
job, Welch is in constant touch with 


116 


him regarding delivery and any spe- 
problems that the contractor 
needs answered. 

“We believe in staying with a po- 
tential job all the way from the bid 
until the time we actually get the 
order and the job is completed,” the 
manager says. “The only way to get 
business is to stay right on top of 
the job from start to finish.” 

e Specialization—As an aid in 
taining many jobs, Welch specializes 
in laying out commercial and indus- 
trial lighting and underfloor duct jobs. 

Welch believes this is an essential 
function because it saves the con- 
tractor time and money. He says that 
in the majority of this type 
of service eliminates competition. 

Before he draws up a commercial 
lighting layout, Welch first determines 
the color of all walls and ceilings 
and the reflectance factors. With this 
knowledge, he is then able to de- 
termine the type of fixture and the 
amount of illumination that should 
be maintained. 

e Quality Stressed—In working up a 
lighting layout, Welch stresses maxi- 
mum illumination. This, he empha- 
sizes, will save the ultimate user 
much money in future years. He ex- 
plains that if the contractor’s cus- 
tomer wished to bring his lighting up 
to current standards in five years 
from the time of the initial lighting 
job, it could cost as much as 50% 
more than it would have five years 


cial 


ob- 


cases, 





B. Welch, who started with Smith-Perry as an assistant 
bookkeeper, now finds his duties have branched into many different phases 


previously to allow for complete re- 
wiring. 

“One thing certainly is true,” he 
adds. “Because we have made this 
type of service available to the con- 
tractor, he does not hesitate to come 
in to discuss a possible lighting job 
or to ask for a layout for the project. 
When he spends as much as half a 
day in discussing these problems with 
us, he is not doing it for nothing. 
We know that most of the time, he 
will accept our recommendations and 
will give us the order. 

“To do this, of course, takes time, 

but unless we are willing to provide 
this time—and service—to the cus- 
tomer or potential customer, we will 
find that our business with them will 
decrease.” 
e Detail Man—Because of his ex- 
periences with fixture and panel in- 
stallations, Welch handles all pur- 
chasing of these items. He insists on 
knowing as much detail as possible 
about the products with which he 
deals. This is one reason contractors 
constantly get in touch with him re- 
questing answers to technical prob- 
lems. 

“The philosophy here,” he says, 
“deals with the fact that if I am 
able to answer questions immediately, 
the customer will associate this with 
our firm and will buy solely from 
us.” 

Before Welch took over his pres- 
ent duties, he was the assistant book- 
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PURCHASING of all commercial and 
industrial lighting equipment is included 
in the functions of the quotation man- 
ager. Here, Welch discusses the advan- 
tages Of a commercial fixture with a 
lighting manufacturer’s representative 












LAYOUTS for lighting and underfloor 
duct jobs are stressed by Welch as part 
of his overall service to the customer 











ADDITIONAL knowledge of lighting is 
obtained by Welch at events such as this 
I.E.S. tour of a building in Dallas 








keeper for Smith-Perry, with no prior 
experience in the warehouse. Now, 
although he has a title of quotation 
manager, he finds that his duties go 
far beyond this. But he is vitally in- 
terested in every phase of his diversi- 
fied work. 

Because of his versatility, he has 
become a link between management 
and salesmen. All special problems 
that arise on a job are channeled 
by the salesman to management 
through Welch. 

The same is true with the distribu- 
tor’s customers. Welch assists a cus- 
tomer in any possible way when the 
salesmen are confronted by problems 
only the quotation manager Is au- 
thorized to handle. 

Most of his contacts with customers 
are on the telephone or in his office. 
Even though Welch seldom goes into 
the territory, he still sells many ac- 
counts for the company. 
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1. ATTENTION to the kitchen remodeling contractors like Ed 
and to the sheet metal shops by a salesman as 
and then regular follow up 

left, increased the ventilat 
ing equipment business of Standard Electric Supply, Oakland, 
by 6 times in 18 months. Backing up attention was... 


Harder, right 
signed to develop this business 
by salesmen like Doug Van Dorn 


Calit 


hy WG HOOD 


y fae UGH 


2. INVENTORY which gets a checking here by owner Bud 
Edwards. Full lines give him a chance to sell contractors on 
being able to meet any need they 
sidered developing this market when more and more kitchen 
remodelers and sheet metal men came in unsolicited to ordet 
kitchen ventilating equipment 


Building a Market for 


have. Edwards first con- 


Now the business means 


Kitchen ventilating equipment volume at Standard Electric 
Supply, Oakland, Calif., has soared from $12,000 to 
$60,000. Here's how they sized up the market to sell up 


this sideline specialty effectively and profitably... . 


ITCHEN ventilating equipment 
has become a $60,000-plus ad- 
junct to the normal electrical 

supplies business of Watt R. (Bud) 
Edwards and his Standard Electric 
Supply Co., Oakland, Calif. And it is 
business that has nowhere near 
reached its full potential for this small 
distributorship. 

But the volume, nice as it is for a 
small and well-known distributor, is 
only part of the story. Edwards’ suc- 
cess in increasing his kitchen ventilat- 
ing equipment volume about 6 times 
in 18 months—from $10-12,000 to 
$60,000—trates with the desired 
jectives of most small supplies distrib- 
utors because of these factors: 

e There’s the profit—undisclosed 
by Edwards, except that it is well 
above the average for construction 
materials as a whole in the highly- 
competitive San  Francisco-Oakland 
Bay Area. 

e There’s the relatively low cost 
of servicing the customers—the 
kitchen remodeling contractors and 
the sheet metal shops, who buy this 
volume of ventilating fans and hoods. 

e There’s the gratifying as well as 
profitable opportunity to sell in a field 
that needs and appreciates and pays 


ob- 


for the services of a full-functioning 
distributing organization. 

However, Bud Edwards isn’t get- 
ting this profitable business just be- 
cause he put in a $20,000 inventory 
of Nutone, Pryne and Trade-Wind 
kitchen equipment. What he did was 
to spot a trend, analyze its direction, 
and set up his organization to capitalize 
on the changes taking place in the 
market. Already a success at develop- 
ing specialties profitable for the small 
wholesaler (“Selling Tools To Modern- 
ize Contractors,” EW—Nov. ’58, p. 
78), Edwards was alerted when his 
sales of kitchen exhaust fans and ven- 
tilating hoods, which he had as rou- 
tine stock for his electrical contrac- 
tors, began to change direction. Vol- 
ume stayed at about the $10,000- 
$12,000 level, although orders from 
the electrical contractors were drop- 
ping off. Balancing the business were 
scattered orders coming over the tran- 
som or the counter from contractors 
specializing in kitchen remodeling or 
from some of the area’s many sheet 
metal shops. 

e Went After It—It didn’t take Ed- 
wards long to realize that there was 
a market for kitchen ventilating equip- 
ment which no distributor, either elec- 


trical or sheet metal supplies, was 
seeking actively enough to get all the 
business. At the same time, the mar- 
ket for this equipment was expanding 
rapidly and the potential was only 
slightly tapped. He analyzed the po- 
tential in three parts: 

e New construction 
in Northern California at 
twice the national rate- 
direction. With a tightening money 
market and a drop off in GI loans, 
builders were turning to the more ex- 
pensive homes. In complete 
kitchens with built-in ranges and ven- 
tilating equipment was absolutely nec- 
essary to interest buyers 

e Recent construction — homes 
built since 1946—produced many 
thousands of stripped houses which 
owners, if unable to move up to 
newer, more expensive dwellings, were 
improving—and new kitchen equip- 
ment was one of the first objectives. 

e Old construction, the pre-World 
War II or I homes, still sturdy but 
with ancient kitchens, presented the 
biggest potential. Owners, unable or 
unwilling to buy new homes, put 
kitchen remodeling first on their im- 
provement lists, according to Sunset 
Magazine. 


continuing 
more than 
was changing 


each, 
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3. VOLUME not only from more customers with small orders, but from contractors 
with orders for as high as 400 units. For normal needs, Edwards backs up the most 
demanded models, as above, and carries token stocks of almost every size and shape 


particularly for 


Standard Electric Supply carries an 


the remodeling contractors 
average 


than $60,000, 
This kitchen 


volume of more 
$20,000. 


For a 
inventory of 


ventilating equipment inventory has gone up because of 


Built-ins By Howard J. Emerson 


It was time to act, and Bud Ed 
wards did in these four ways: 

1. Special Salesman—To get Stand 
ard Electric Supply Co. into the act 
as quickly Edwards as- 
signed one of his experienced supplies 
salesmen to concentrate on develop- 
ing the kitchen ventilating equipment 
market. This man first re-educated 
himself on the equipment he would be 
pushing, then studied the needs of the 
people from whom he would be seek- 
ing business. When ready, he made 
personal calls on every kitchen re- 
modeling contractor and every sheet 
metal shop in the five counties served 
by Standard 

2. Special Appeal—To show these 
contractors that from then on Stand- 
ard Electric Supply would be the most 
satisfactory source of kitchen ventilat- 
ng equipment, this salesman showed 
new prospects that Standard 
would have an inventory sufficient to 
meet their immediate needs. He left 
the Nutone, Pryne and Trade-Wind 
literature to show not only that 
through Standard’s three franchises, 
the customer's every need could be 
met, but also to make it easy for the 
contractor sell up his home owner or 
builder. He backed up his statements 
with the story of Standard’s service 
and the organization that Edwards had 
developed, carrying to these custom- 
ers on the fringe of the electrical in- 
dustry the importance of the full-func- 
tioning distributor. 

3. Special Inventory 


as possible, 


these 


While his 
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temporary 
prospects 

ventory of 
ventilating 


specialist 
Edwards 
kitchen 


hoods to a 


was developing 
increased his in- 
exhaust fans 
level which 
eventually averaged $20,000. This 
meant creating a back up stock on 
the models which he already had been 
selling and which would likely con- 
tinue to be the fastest to move. And 
it meant bringing in both in inventory 
and display, the more deluxe models 
which would be in occasional demand 
by his new group of customers. It 
meant too, stocking a variety of sizes 
and shapes to meet the needs par 
ticularly of the contractors handling 
the more difficult designs in kitchen 
remodeling 

4. Special Training—Every mem- 
ber of Standard’s staff had to have 
his knowledge of kitchen ventilating 
equipment expanded well beyond its 
previous acquaintance with the few 
stock fans and hoods bought now and 
then by the electrical contractors 
From his first experience with orders 
from remodeling contractors and sheet 
metal contractors, Edwards had no- 
ticed that these customers could give 
only skimpy orders—they would 
plain the type of hood, for example, 
and give a couple of dimensions. The 
order desk at Standard would be ex- 
pected to figure out a model to suit 
the contractor’s needs 

The market Bud Edwards antici- 
pated and prepared for has been real- 
ized—as the 18-month increase in vol- 
ume from $10-12,000 to more than 


and 


ex- 





J 

4. EXPANSION into other needs of the 
kitchen ventilating 
confined to this line of seamless alumi- 
num roof flashing. Whether Edwards will 
be encouraged to augment his present 
lines with more products needed by these 
same customers is so far undecided. If it 
fits this small distributor's liking for spe 
cialty products that are normally free of 
the price battles in the field, 
he'll be interested 


contractors, so. far 


supplies 


the 
has not 
problems 


$60,000 shows. With 


Edwards 


increase in 
taken on 
which 


volume, 
any unforeseen 
would counterbalance the advantages 
The new 
of their orders for 


customers usually lead most 
unusual types o1 
Most of the vol 
ume comes in small orders placed as 
the contractor asks for the exhaust fan 
or the requiring Standard to 
have inventory but at time 
precluding order-peddling with its at 
tendant pricing problems While 
Standard is ready ler 
extra 


sizes Of equipment 


hood 
the same 


and willing to of 
services in delivery 
the and still 
availability of these services as 
point—there is little call 
tractors need to be called on no more 
frequently than once every two weeks 
which Standard now does through 
outside salesmen in each territory. 
e New Directions?——-How will 
Bud Edwards be able to develop this 
embryo “builders’ department?” He 
doesn’t know yet. However, to 
the needs of some of these new 
tomers Standard is now stocking and 
moving in volume a 
aluminum flashings 
wards has handled fan hood or- 
ders as big as the one for 400 units 
for a housing project. Every 
that induced him to give attention to 
this market—the construction market 
volume, and the interest of ventilating 
contractors—looks even more prom- 
ising for the future than it did when 
Edwards made his decision 


personal 
the 


a sales 
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Pinpoints the Information You Need on... 





Industrial Electronics—I| 


By J. F. McPartland 
And W. J. Novak 


NOTHER category of control 

equipment which makes effective 

use of electronic circuitry covers 
controllers for resistance welders. 
Basically, a resistance welder is a de- 
vice used to fuse or weld two pieces 
of metal together by passing a large 
current (in the thousands of amperes) 
through the junction between the two 
pieces while they are held tightly to- 
gether. 

The welding machine contains a 
special transformer which _ receives 
energy at the distribution voltage (say 
480 volts) and relatively low current 
and transforms it into energy at much 
lower voltage but at the very high 
current required for welding. A spe- 
cial form of controller is used to ef- 
fect proper operation of the machine 
for use. 

The basic function of a welding 
controller is to close and open the 
circuit to the welding transformer for 
the split second it takes to make a 
weld. Speed in switching ON and 
OFF is therefore an important re- 
quirement in a welder controller. If 
the controller can turn the machine 
ON, hold it ON for only the part of 
second necessary and then turn it 
OFF instantaneously, no power will 
be wasted and the machine will be 
able to make the maximum number 
of weld operations in any period of 
time. Welders are frequently re- 
quired to make hundreds of welds 
per hour. 

To accomplish the above control 
function, ordinary magnetic contac- 
tors are commonly used to do the 
ON-OFF switching. But, the inertia 
of their operation—the relative slow- 
ness of the heavy moving parts— 
limits the precision of timed current 
application and reduces the repetitive 
rate of welding operations. And the 
nature of magnetic contactor opera- 
tion imposes a considerable mainte- 
nance task and makes a lot of noise. 

As an alternative to the magnetic 
contactor, electronic-type contactors 
are commonly used to control re- 
sistance welders. Such _ controllers 
make use of the switching capabilities 
of certain types of electron tubes. A 
common tube used in such controllers 
is called the ignitron tube. This is a 
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special type of heavy-current recti- 
fier tube which is used in pairs to 
provide ON-OFF switching of the ac 
supply to a welder transformer. The 
ignitrons and their associated cir- 
cuitry are mounted in a suitable en- 
closure for ready installation § at 
welder locations. The operating char- 
acteristic of this type controller 
makes it much faster (there are no 
moving parts) and more precise, pro- 
viding better welds in shorter time. 

Ignitron welder controllers are 
generally rated in amperes, to des- 
ignate their switching capability in 
the same way that a magnetic con- 
tactor is rated. They are commonly 
made for use on 220-volt circuits and 
440-volt circuits, with accessory con- 
trol equipment which also makes use 
of electron tube circuits. These aux- 
iliary circuits may use a number of 
different types of tubes to provide 
control of the time and operation of 
the moving electrodes on the welders, 
for automatic operation. 


Packaged DC Supplies 

Rectifiers are elements of  elec- 
tronic circuitry used to convert al- 
ternating current into direct current. 
The term rectifier is used to describe 
either the converter element itself- 
a tube or semi-conductor device—or 
the complete packaged assembly 
which is designed for ac input and de 
cutput, with necessary control de- 
vices. Considering the packaged type 
rectifiers, there are sizes ranging 
from small low wattage units to kilo- 
watt units. The small units are made 
with either high-current, low-voltage 
output for plating or battery-charg- 
ing applications or with voltages run- 
ning to several hundreds and low to 
moderate current outputs for operat- 
ing dc motors or appliances or for 
powering other electronic equipments 
for control, signals, communications 
or test purposes. 

The larger sizes of packaged recti- 
fier units, for producing more than 
one or two kilowatts of de power, 
are commonly designated for connec- 
tion to three-phase ac supplies and 
may use many rectifier tubes or semi- 
conductor devices to obtain the re- 
quired current output. And in these 
rectifier units—just as in the smaller 
units—transformers are used to step- 
up or step-down the ac voltage sup- 
plied to the unit, to obtain the re- 


quired de output from the rectifier. 

Although gas- or vapor-filled tubes 
were for many, many years the stand- 
ard rectifying elements in large and 
small dc power supplies, develop- 
ments in recent years in the field of 
solid-state devices have made such 
devices the prime elements for recti- 
fication from ac to dc. Selenium disc 
rectifiers are made in packaged units 
and find very effective application 
where high currents at low voltage 
are needed. For de power needs at 
hundreds of volts, germanium and 
silicon rectifier elements provide al- 
most 100% efficiency of conversion. 
Typical power rectifiers in the latter 
class are rated up to 25 and 40 kw, 
and even higher. 


Time-Delay Relays 

Other control devices which use 
electronic circuits for their operation 
include time-delay relays. Again there 
are many good and effective ways of 
achieving time-delay in electric cir- 
cuits—t.e., Ways of operating a con- 
tact at a definite time after a signal 
is given. Standard dashpot relays 
utilize the retarding action of a piston 
pushing into a hydraulic cylinder 
with a hole at the end to provide 
controlled slow movement of the pis- 
ton and consequent delayed closing 
or opening of with which 
the piston is mechanically associated 
Or a_ bellows with controlled air 
escape can provide the same action 
But again, circuitry offers 
a superior type of time-delay action 
for certain applications. And as with 
the welder controller, elimination of 
some moving mechanical parts im- 
proves the performance and reduces 
the maintenance needs. Such time de- 
lay relays use tubes to supply de cur- 
rent to the relays, with 
resistor and capacitor circuits to con- 
trol the delay in operation of the 
tubes. Extensive use is made of this 
type of relay in many more complex 
electronic control circuits. 

Modern _ time-delay 
mounted in small enclosures, with ad- 
justable settings for time-delay action 
Such relays are widely used in con- 
junction with motor controllers and 
various industrial process operations. 


contacts 


electronic 


coils of 


relays are 


Next Month: 
Industrial Electronics—lIll 





























ELECTRICAL WHOLESALING—April, 1960 























PATENTED §f (R) 


MEETS THE ELECTRICAL 
CODE REQUIREMENTS FOR 
EQUIPMENT GROUNDING 


Outlets twist into place anywhere along the strip .. . and each outlet has 
a grounding contact connected to the equipment grounding conductor. 


New 3-Wire Electrostrip eliminates outlet planning, and permits adding 
or moving equipment and machines at a moment’s notice. You can install 
3-Wire Electrostrip in a hurry on any surface... ready to deliver power... 
without wire-pulling or breaking into plaster. 


3-Wire Electrostrip is ideal for new buildings, and for modernizing old 
ones .. . offices, showrooms, shops, homes, garages, factories. It is UL 
listed. 3-Wire Electrostrip comes in handy 100-foot and 250-foot coils. 
A complete selection of fittings is available (blister-packaged) for any 
type of installation. For further information write: 

BullDog Electric Products Division, I-T-E Circuit Breaker Co., Box 177, Detroit 32, Mich. In 
Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 E. 40thSt., New York 16, N.Y. 





1-T-E CIRCUIT BREAKER COMPANY 








= ELECTRIC PRODUCTS DIVISION 
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1 NEW G-E Duplex Grounding Outlet gives tighter, safer termina 2 NEW G-E Decorator Wall Plates provide thousands of beautifu! 
*® tions. Pressure-Lock* terminals take 3 wire: permit looping * combinations from small stock of basic element: 


In 12 months, 10 new product ideas... 


See how General Electric is busting out all 


5 NEW G-E 4-Piug Outlet provides twice as many plug-in connec 6 NEW G-E built-in wire stripper comes at no extra cost on several 
* tions as ordinary double outlet — in the same space ® Pressure-Lock devices (another G-E innovatior 


NEW G-E extra-shallow devices leave more room for wires in NEW G-E Interchangeable Devices mount quickly on any inter- 
boxes — are more convenient to install. * changeable bracket with standard-size screwdriver. 
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3 NEW G-E Pilot Push-button Switch combines red jeweled pilot 4 NEW G-E Clock-Hanging Grounding Outlet for extra safety 
* and switch in one device — ideal for “hidden” lights. . 


Permits grounding clock case — provides neat, flush mounting 


over to boost your sales of wiring devices! 


7 NEW G-E breakoffs between outlet line terminals permit “‘split- 8 NEW G-E low-cost Motor Master switch and low-voltage Remote- 
* circuit’ outlets, wired half-switched, half-live * Control Wiring save heavy switch loops in commercial jobs. 


Here are just the latest in a steady 
stream of new and improved wiring 
devices that General Electric brings 
you — year after year. 

The point is — General Electric 
keeps ahead of the industry, to keep 
G-E distributors ahead in sales! 


Why not get the complete proof of 
why it will pay you to do business with 
General Electric! Contact your G-E 
wiring device representative; or 
write: General Electric Company, 
Wiring Device Department, Prov- 
idence 7, Rhode Island. 


irk ¢ 


Progress ls Our Most Important Product 
GENERAL @@ ELECTRIC 
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WANT TO BECOME A 


All it takes is $15 


and 20 hours of your time 


1. Order these books 


The 20-Hour Electrical Course is aimed at building a basic 
framework of electrical understanding with the minimum possible 
time and money investment. Designed for the individual salesman 
desiring a planned approach toward this end, the course also can 
be adapted by distributor management for a group. 

But a well-rounded understanding of electrical technology is 
only one benefit of taking the course. The real reward comes in the 
application of the acquired knowledge—knowledge that can help a 
salesman become more useful to his customers, knowledge that can 
help him increase his sales and earn more income. 

A final benefit is in the form of the three books, which will serve 
as a ready-reference library. The total cost of the course—$15—is 
represented by the cost of the three books: “Elementary Applied 
Electricity” ($4.50), “Electrical Equipment Manual” ($4.00), 
“Electrical Systems Design” ($6.50). 
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TECHNICAL EXPERT? 


Put techorcal punch m your selling—toke this 


20-Hour Electrical Course 


COURSE GRADS 


ve me a better 





standing of electri- 
San Diego, 


lan all-around source 
information to put to use in 
everyday problems confronting 
contractors, architect and en- 


gineers’—Pittsfield, Mass, 


ourse very help- 
ful in teaching my salesmen the 
fundamentals of electricity. 1 
feel that our sales climate has 
improved since using the course” 


Mansti d, oO] 


20-Hour Electrical Course Test ad . 

It was a good review of the 
technical background necessary 
to a alesman for him to do a 


good job of selling” Williams 





“T found it very helpful in giv- 
ing me some idea of the theory 


of electric ity” Tupelo, Miss. 





“T found that the knowledge 
gained through the course has 
helped me to work very success- 
fully with plant engineers, archi- 
tects and contractors. It has giv- 
en me the background in basic 
electricity and engineering de- 
sign necessary for a sales engi- 
neer representing an electrical 
itaaweintanies 4 wholesale house” — Battle Creek, 
HOME-STUDY ELECTRICAL COURSE 











ELECTRICAL WHOLESALING Magazine 


(« ticate f Achievement 


John Lee 


cal Course, 


full payment of > 
st per set of three 


stage paid, 


Address 


City 
State 


MAIL THIS COUPON TODAY ® ———~—~—~~_——___— 
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Killark supplies all the explosion 


























































































































This wiring diagram shows just a few of the thousands 
of Killark aluminum fittings and fixtures available for 
protecting any point in an explosion-proof electrical 
system. From service entrance fittings, thru main 
breaker, power and light panels, circuit breakers, motor 
starters, junction boxes, switches, and conduit fittings, 
Killark offers high quality aluminum fittings for hazard- 
ous and non-hazardous areas. More than 4500 items 
are supplied from stock at 19 convenient warehouses 
throughout the United States and Canada. 


; a 
ELECTRIC MANUFACTURING COMPANY 
VANDEVENTER AND EASTON AVE. >: ST. LOUIS 13, MO. 
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NEW DE 
PURE-A/RE RANGE HOODS 
SLASH INSTALLATION COSTS UP TO 





NO DUCTS » NO CARPENTRY - NO EXTRA WIRING 


Stock and sell Pryne Pure-Aire Range Hoods. Your builder and contractor 
customers like them because they save time, money and labor... only 
four screws are needed to install ...and they permit accurate estimates 
of installation costs. Ducts, extra wiring and costly carpentry of outside 
exhausting are completely eliminated. A powerful, 10” Blo-Fan pulls odors, 
smoke and grease through an aluminum mesh filter and an activated 
charcoal filter. Fresh, thoroughly purified air is returned directly to the 
kitchen. Two 60-watt lamp outlets provide light for entire range surface. 
Pryne Pure-Aire Range Hoods are available in 30”, 36” and 42” lengths 
in stainless steel, copperized and color coordinated finishes to harmonize 
with major kitchen appliances. All units carry a 5-year warranty (except 
removable charcoal filter) 

Another of the Finishing Touches from Emerson Electric... pre-sold 
packages of quality electrical accessories that help you make more 
money faster! 
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GREASE FILTER 
CHARCOAL FILTER 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 


EMERSON sz couis. mo. Ppryume POMONA,CAL. KEYSER.W.VA 
Gmperial LATROBE, PENN. Rittenhouse HONEOYE FALLS,N.Y. 


Write Dept. B70, Emerson Electric * 8100 Florissant «+ St.Louis 36, Mo. 
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Better Contacts 


NO. 1 





NEWS OF WIRING DEVICES FROM THE BRYANT ELECTRIC COMPANY 





Aggressive Bryant policies 
help distributors and 
contractors do business better 





Many new policies set into effect in 1959 bring 
delighted response. More planned for 1960. 


A recently completed analysis of sur- 
veys of distributors aid contractors 
points out many changes in attitudes 
toward leading manufacturers of 
wiring devices. Most striking is the 
progress made by The Bryant Elec- 
tric Company. 

Long well known as a leading 
manufacturer of quality wiring de- 
vices, Bryant has stepped up its 
development of new products and new 
sales techniques. There have been 
striking advances in new product in- 
troductions. Greater variety has been 
added. And the line of wiring devices 
has been broadened to make Bryant 
manufactured products competitive 
at all price levels. 

Wide ranging changes have been 
made in the field organization. New 
men have been taken into the com- 
pany, thoroughly trained and given 
assignments that serve distributors 
and contractors more fully. A new 
distributor-oriented’ assignment of 
salesmen has greatly increased the 
amount of assistance available to ag- 
gressive and profit minded distribu- 
tors. 

New facilities have been added to 
the Bryant home offices to permit the 
fast, more accurate processing of dis- 
tributor orders. This system, utiliz- 
ing the famed IBM Ramac computor, 
is unique in the industry. 

The future? Now that the initial 
phases have been achieved, Bryant 
management is turning its attention 
to greater efficiency in assisting dis- 
tributors and contractors with their 
selling problems. During 1960 a 
greatly expanded advertising pro- 
gram has been mapped out. Plans 
are underway for the addition of a 
traveling show that will spark new 
interest in distributor-contractor 
meetings, and will favorably influ- 
ence architects and engineers. In 











addition there will be more sales 
training programs available for use 
by distributor salesmen. 

Results so far are promising. 
Enthusiasm for the Bryant line is 
higher now than ever. The word is 
out: 


“Watch Bryant GO!” 





MACHINE WORKS AT BRYANT 


THINKING 
Latest addition to the staff at the 
Bryant Electric Company is this new 
IBM Ramac machine. Shown inspecting 
the facility are (1. to r.) A. W. Larson, 
Sales Manager, and W. B. Larney, Man- 
ager, Customer Service. 


The installation of the famous IBM 
Ramac electronic computor in a spe- 
cial air conditioned room at Bryant 
headquarters has brought about 
many improvements in the fast proc- 
essing and shipping of distributor 
orders. J. V. Shay, Supervisor of Data 
Processing and Systems, in charge of 
the operation of the million dollar 
computor, points out that it is now 
possible to process and ship any dis- 
tributor order in less than 24 hours. 
In fact, it is the rule rather than the 
special case, that orders are processed 
overnight by this high speed machine. 

Benefits have been reported from 
many distributors. Short stock situa- 
tions are eliminated almost as soon 
as they occur. Contractors find that 
even the most unusual request can be 
met quickly. Some people have stated 
that it is almost like having the man- 
ufacturing plant right in their own 
backyard! 








Success stories pour in 
on sales of ultra-modern 
Fashion Plate switches 


From coast to coast, Bryant sales 
representatives report unusual suc- 
cess in selling Bryant Electric's new 
Fashion Plate switches. Here are a 
few typical reports. 

From J. A. Briggs in Tampa, “I 
have just this past week sent in the 
order for Fashion Plate for a 500 
unit luxury apartment building in 
Miami Beach. The distributor sales- 
man and I convinced the contractor, 
and the engineer, that a prestige job 
like this warranted the most modern 
switch available. When the owner 
saw the Fashion Plate switch, he in- 
sisted on the installation even though 
it involved an extra. This project is 
the best to come up in Miami in sev- 
eral years, and is drawing the atten- 
tion of all the architects and con- 
struction men in that area. These 


people watch jobs such as this for 
new ideas that work.” 





* tad 
From E. F. Norton in New York 
City. “In selling Fashion Plate, I 
stress its most outstanding value — 
‘target area.’ I think this is one in- 
disputable advantage that Fashion 
Plate has over any switch made to- 
day. Until Fashion Plate came along, 
we merely utilized a fraction of the 
surface of a plate as ‘target area.’ 
Fashion Plate uses the entire plate 
surface as the ‘target area’.’’(Cont.) 
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From W. R. Hutchings in Daven- 
port, lowa. “To date we have had 
Fashion Plate in four model homes 
and have two more coming up in the 
near future. According to the people 
concerned, Fashion Plate was the hit 
of the show during the Quad-Cities 
Parade of Homes. The general pub- 
lic was very much interested in the 
appearance and features of Fashion 
Plate.” 

From W. L. Porter in Jacksonville, 
Florida. “When the architects for a 
new Jacksonville building saw Fash- 
ion Plate and their engineers gave 
their approval as to the mechanical 
qualities of the switch, they didn’t 
hesitate a moment to specify Fash- 
ion Plate. In fact, the architect liked 
the switch so much that when he sub- 
sequently designed his own home he 
specified Fashion Plate.” 


BECO receptacles win 
wiring-time test 


Oe 


Bill Porter, sales representative for 
Bryant in the Jacksonville area, 
reports an interesting “time study” 
on the installation of BECO recep- 
tacles and a competitive type. 

“The contractor selected for this 
time-comparison,” says Mr. Porter, 
“wires about 250-300 houses a month 
and has been using the competing 
receptacle. His electricians were not 
familiar with BECO. This made the 
test tougher. 

“We selected two houses of the 
same size and design for the test. On 





one house we used BECO receptacles, 
and the competing type on the other. 
The other house had a total of 26 
devices and took one man an hour 
and 18 minutes or an average of 3 
minutes per device. The BECO house 
had a total of 28 devices and took one 
man an hour and 14 minutes, or an 
average of 2 minutes, 38 seconds per 
device. 

“The savings in time would have 
been even greater,” concludes Mr. 
Porter, “if the electricians had been 
more familiar with the new BECO 


receptacles.” 
EERE EMME LE 8 SSM RF 


RARITY OMNI NSIT 
New flaps for shelf cartons 
save time, keep stock neat 


Bryant packages have been winning 
plaudits from many people because 
of their sparkling design. Recently, 
another step forward has been made 
in the use of these packages. 

When shelf cartons are opened to 
satisfy less-than-carton orders, it has 
been the practice to tear off the cover 
and flaps for easy access to the indi- 
vidual packages. Often this was dif- 
ficult, and always untidy. 

New Bryant shelf cartons have the 
cover and flaps perforated. They are 
now easy to remove, yet strong 
enough to retain the individual pack- 
ages in shipping. 





Very soon, all of the high volume 
items will be packaged in this man- 
ner. As stocks of the usual cartons 
are used up, they will be replaced by 
this new design. 


Grounding Twist-Locks 
now available from Bryant 


Bryant now offers a complete selec- 
tion of 277-Volt Grounding Twist- 
Lock devices. Types include single 
receptacles and duplex outlets; rub- 
ber, brown phenolic and armored caps 
with cord grips. Outlets include 
models with side and back wiring; 
side wiring only; two feeds and one 
return; two feeds and two returns. 
Price range is from $127 per 100 to 
$316.50 per 100 list. 


Products of 
The Bryant Electric Company 


Flush switches @ Connecting devices @ Twist- 
Locks @ Fiush plates gw Multi-contro! wiring 
system @ Fluorescent devices g Lampholders 
@ Surface switches # interchangeable unit 
devices g Cutouts 


The Bryant Electric Company 


BRIDGEPORT 2, CONN 


Mail this coupon for more information about Bryant Wiring Devices. 


Bridgeport 2, Conn. 
Dept D-1 


NAME 


The Bryant Electric Company 


Please send me more information on: 


FASHION PLATE SWITCHES 
TWIST LOCK DEVICES 
BECO DEVICES 

OTHER 





TITLE 





COMPANY 





ADDRESS. 





CITY. 
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FASHION PLATE and BECO are trade-marks of The Bryant Electric Company 
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Jefferson make a 30KVA 
three-phase transformer?”’ 


Cs ees can ab ts cap Ss eles cite pe i ken em ee nt es Qs ; 
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(“Why sure! Haven't you 
| got the new 1960 
' full-line catalog?” 


ee ee we we a ee XN 
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WALL MOUNTING In wall, cabinet, or universal mountings, the famous 
50VA—25KVA single-phase Jefferson Dry-Type transformers are now available 
3KVA—15KVA three-phase through a broader range than ever before. You can now 
specify Jefferson quality in all the ranges at left— 
through 600 volts, in both 80°C rise and 150°C rise 


models. All embody the same Jefferson quality, preci- 
CABINET 


25K VA—100KVA 
single-phase a ea . r of . 
112. SKVA—300KVA Our new catalog gives you the full story of the 


three-phase Jefferson expanded line. And remember—if you have 


sion, design and dependable performance you have 
come to rely on. 


special requirements for transformers, not available in 
the catalog, our Engineering Department is qualified 
and equipped to design Jefferson transformers to your 
specifications. Jefferson field engineers stand ready to 
UNIVERSAL 7 assist you in the selection and application of your 
30KVA—112.5KVA dry-type transformers. 
three-phase 
Bring your files up-to-date! Clip that coupon now. 


Jefferson Electric Co., 25th and Madison St. Bellwood, Illinois, Dept. 15 


Please send me 
Complete technica! catalog information on your 
expanded line of DRY TYPE transformers. 


Jefferson iw ae 


DRY TYPE COMPANY 
TRANSFORMERS ADORESS... eee — —$—_____——— 
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“Greenlee 


JOB-PROFIT 
TOOLING 


in bigger demand 
every day by contractors 
and maintenance men” 


better income producer for you, too, 
because it’s... 


all from 


Are you taking full advantage of this big trend? 

Today’s smartest contractors are “tooling up” 

in every practical way to streamline operations 
control costs! 


t« 


And many are finding the best answer in Job- 
| | 2) 


Profit Tooling by Greenlee. It saves costly eee perma 
, -¥ i , P °. - / . . " es . ‘ ote 
materials, mechanizes much of the work pre- ig . ~ ee 
viously done by hand, assures more job profit. * : 


#5 
With Greenlee Job-Profit Tooling you offer a | 
~~ 


complete line of timesaving tools for electrical 
contractors, maintenance men, and similar tool 
buyers. And they are all from a single source 
to bring your customers and you many extra 
advantages . . . many extra profits! See ex- 
amples, at right and facing page. 
GREENLEE MULTIPURPOSE BENDER 
Makes conduit and pipe offsets in seconds with 
: f Offsets (above) and 
one setting, one shot. Offsets always in correct BO* tends (below! made 
alignment — no doglegs. Handles all sizes with one shot 
conduit and pipe 14”-2”. Also makes 90 
bends close to the end of pipe. Portable, easily 
operated by one man. 





Lightweight Hydraulic 
Benders for Conduit and 
Pipe — Greenlee No. 884 Light- 
weight Hydraulic Bender with port- 
able power pump, shown above, 
makes 90° bend in 4” conduit or 
pipe in about four minutes with one 
shot. Bends 14” - 4” sizes of steel 
and aluminum conduit and pipe. 
Greenlee Lightweight Hydraulic 
Benders are also available in two 
other models: No. 880-M2 for 14”- 
2”, and No. 883 for 144” - 3” conduit 
and pipe. No. 880-M2 with power 
pump makes 90° bends in 2” con- 
duit in less than a minute. No. 883 
with power pump makes 90° bend 
in 3” conduit in about a minute. 
All models make full 90° bend with 
one ram stroke and are easily op- 
erated by one man with hand or 
power pump. 


a single source... 





TOOLS FOR CRAFTSMEN 


Knockout Punches and 
Hydraulic Drivers — With 
a Greenlee Hydraulic Knockout 
Punch Driver holes are made in 
seconds for conduit up to 5”. Time- 
savings can quickly pay for this 
highly efficient tool. It is available 
singly for punches already owned or 
in handy sets with 6 or 10 punches. 
Greenlee makes a complete range of 
knockout punches for conduit 1”- 
5”. Fast, smooth cutting through 
10-gauge metal. Every cut is quick, 
clean — slug falls free in die. 


Pipe Pushers — Cut costs, save 
hours of job time by pushing conduit 
and pipe underground without tear- 
ing up pavement, sidewalks, tracks, 
floors. Eliminate extensive trench- 
ing, tunneling, backfilling and re- 
paving. Two models: For 34” - 4” 
pipe and pipe larger than 4”. 


‘gg fy 
ti i 
/ 


Boring Tools— The complete 
line of precision-made wood boring 














BFF 


735 set in leather case for 14%” - 114” 
sizes; No. 737 set in leather case for 
114” and 2” sizes. Other sizes in- 
dividually packaged. 


Portable Power Pumps— 
Greenlee hydraulic power pumps for 
benders, pushers and other tools 
speed jobs . . . increase pipe bending 
speed from 3 to 5 times. A complete 
line with electric motors or gasoline 
engines . . . 10,000 psi max. pressure. 


tools for electrical and pipe instal- 
lation jobs. Power drill and hand 
brace types in various styles, sizes, 
and lengths. Line includes electri- 
cians’ auger bits and power bits, 
solid-center auger bits, bellhangers’ 
drills, expansive bits, pipe bits, ship 
augers, and extensions. Greenlee 
power bits for 42” and larger chucks 
feature new hexagon shank for posi- 
tive drive. 


Job-Profit Tooling by Green- 
lee includes this timesaving, fast- 
selling equipment all from a single 
source as shown in new, 40-page 
Catalog 37-E. Write for it today. 


GREENLEE TOOL CO. 
1884 Columbia Ave., Rockford, Ill. 


GREENLEE JOB-PROFIT TOOLING 


...cost control for contractors 





H. G. Anschuetz* 

113-115 North 23rd Street 
Philadelphia 3, Pa. 
Arbeiter Company* 

3721 Washington Avenue 
St. Louis 8, Mo 


Ira L. Arkin Company* 

4929 North Damen Avenue 

Chicago 25, Illinois 

Brenner Electrical Sales* 
ox 51 

Houston 1, Texas 


John M. Fincke Company* 
1848 North Main Street 
Los Angeles 31, California 
Herman 0. Gerdts 

415 Lexington Avenue 
New York 17, New York 


Heimann Company* 

1401 Fairfax Trafficway 
Kansas City 41, Kansas 
Heimann Company* 

1711 Hawthorne Avenue 
Minneapolis 3, Minnesota 


G. M. Howard* 

1301 6th Street 

San Francisco 7, California 
Everett Jones 

4040 Mayfield Road 
Cleveland 21, Ohio 


L. Morris Landers Co.* 

251 Spring Street, S.W. 
Atlanta 3, Georgia 

H. L. Linder Elec. Sales Co.* 
3911 Joy Road 

Detroit 6, Michigan 
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Mills Talbot & Company* 
1 Flint Street 

Rochester 8, New York 
Mills Talbot & Company 
P.O. Box 4212 

Hamden, Connecticut 


A. J. Nelson Company 
P.O. Box 5502 

Denver 17, Colorado 

A. Norden, Jr. 

54 Moraine Street 
Jamaica Plain 30, Mass. 
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The Sanderlin Company * 
129 First Avenue West 
Seattie 99, Washington 
M. B. Squires Company 
1 Cedar Boulevard 
Pittsburgh 28, Penn 


Stout Electrical Sales Co.* 


338 West Fourth Street 
Cincinnati 2, Ohio 
Paul Lumpkin 

702 Builders Bivd 


P.O. Box 961, Char. 1, N.C 


tocks available 








THE! 
REALLY 
COMPLETE 
LINE 
iN 
CORNISH 


— 4 
CORNISH WIRE COMPANY. thir 


sf WURCH STREET, NEW YORE 17. NEW YORK 
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YOU SPEND NEARLY $2.50 TO 
OPERATE A 25 CENT LAMP 


The electric power required to operate a 
25 cent incandescent lamp will amount 
to nearly $2.50 before the lamp burns 
out. The efficiency with which a lamp 
converts electric power into usable 
light, then, is an important factor in 
considering lamp value. 


YOU CAN’T GET BOTH 
HIGH EFFICIENCY AND LONG LIFE 
IN INCANDESCENT LAMPS 


General service incandescent lamps are 
designed so that the ratio between life 
and efficiency results in lowest overall 
lighting cost for the average installation. 
When efficiency is increased, lamp life 
is shortened. When lamp life is ex- 
tended, efficiency goes down. Occa- 
sionally it makes sense to sacrifice effi- 
ciency for long life; for instance, when 
installing ‘‘long life’ reflector lamps in 
inaccessible locations to minimize the 
high maintenance costs. 













































































LIFE EXPECTANCY 








THESE LAMPS EXPECT ‘| = 1S IMPORTANT 
ROUGH TREATMENT * a \ Hig IN MAKING LAMPS 
‘ +e The filament wire in some incandescent 
lamps is only 1/5 the diameter of a 
human hair. A variation of only 1% in 
‘4 this tiny diameter can affect lamp life 
R 3 by 25%. Needless to say, it takes preci- 
ee at © sion equipment and careful workman- 
j aes ‘E ship to insure that millions of bulbs a 
oS 9B: year pass Champion's rigid quality in- 

: 2 spections. 


In order to withstand abuse such as the 
shock encountered in extension cord 
service, Rough Service lamps employ as 
many as 14 supports on the filament. 
Vibration Service Lamps also have spe- 
cial supports to withstand high fre- 
quency vibration such as produced by 
high speed machinery. a 


es 








CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT « YOuR BEST BUY IN LAMPS 
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How to avoid a common cause of 


Even well designed and engineered 
machines can turn out to be big head- 
aches. Common cause: Downtime due 
to excessive maintenance of electric 
controls 

Electrically operated machinery is 
only as good as the controls which 
govern its operation. Minimum electri- 
cal maintenance means less machine 
downtime 

Hint: To insure maximum operating 
efficiency for your machinery, check the 
above photograph. It shows the contact 
tips (at right) from a Clark Type “CY” 
A-C Motor Starter after one year of 
continuous service with frequently as 


See us at Conference Booth 
No. 221 at the 52nd Annual NAED 
Convention in Dallas, May 1-3. 


many as 5,000 operations per hour 
Compare them with the new, unused 
tips at left above 

See for yourself that except for slight 
discoloration and minute pitting the 
used contact tips show very little evi- 
dence of wear even after one year of 
Steady operation. Many more years of 
reliable, maintenance-free (and down- 
time-free) service are assured. 

Clark’s exclusive “arc quenching” 
principle, which works through the use 
of strong, multi-turn magnetic blowouts 


and double-break contacts, is the answer. 


The action of the magnetic field not 
only forces the arc to rotate, moving it 


The 


machine downtime 


continually over contact surfaces, but 
tends to “quench” it at the same time 
As a result, there’s less wear on contact 
tips and a substantial reduction in 
maintenance requirements — much less 
machine downtime 

There are many more good reasons 
why the Clark Type CY” Starters will 
control your machines better —help 
them to put their “best foot forward” 
and keep it there. For al/ the facts on 
Clark “CY” Starters, as well as space- 
saving “PM” Relays and other controls 
in Clark’s “standard of quality” line con- 
tact your nearest Clark Controller sales 
office or distributor. Or, write direct 


CLARK CONTROLLER 


“Everything Under Contro/” 


Company 


Main Plant: C/eve/and 70 « Western Plant: Los Ange/es 58 
In Canada: Canadian Controllers, Limited, Toronto 





& GET YOUR CONDUIT FROM NATIONAL ELECTRIC 


BASIC TYPES 
READILY AVAILABLE 
IN ALL STANDARD 


SHERARDUCT 


Hot-dip galvanizing cannot equal Sherarduct, which i: 
coated with the MVC-1 formula. It’s virtually impervious 


xpucT $i 


A superior bright steel conduit with galvanized threads. 
Outside surface has a coating of electrolytically pure zinc 


NE ALUMINUM 


National’s aluminum conduit is an easily installed, cor- 
rosion resistant conduit with a permanent attractive 


COTTE eee 


EMT XDUCT Jr. Electrogalvanized exterior with a special 
formula silicone base clear enamel on the interior to facili- 


Also available are electrically approved Wrought Iron Con- 
duit, Black Enamel Conduit and Flexsteel, (flexible steel 
conduit) . . . For additional information write to: National 


sie 


a 


NATIONAL ELECTRIC DIVISION || | 


FA 


Benes, 


to corrosion, and a special process normalizes the metal to 
permit easy bending with no peeling or flaking. 


to increase resistance to both corrosion and flaking. Clear 
hard enamel interior makes fishing easy. 


_ . 
ty T 
ueatiMinimee hf 

4 ' p 





iz 


appearance. Color-coded thread protectors provide complete 
thread protection as well as ease in storing and selecting sizes. 





tate fishing. Will not flatten, bends readily into the job. 


Electric Division, H. K. Porter Company, Inc., Porter Building, 
Pittsburgh 19, Pa. 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand 
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LIGHTING PRICES 


For The Lighting Sales Specialist 


And For The Lighting Cost Estimator 


Commercial and Industrial Lighting Equipment 





Fluorescent and Incandescent Fixtures 
Floodlighting 


Accurate, convenient, completely 
illustrated and always up-to- 


date. 


The sure way to save 
sales and estimating 
man-hours and to 
avoid hit-or-miss 


pricing. 


a ae 


> HENDERSON-HAZEL CORP. DEPT. B-04 
. 13601 Euclid Avenue, Cleveland 12, Ohio 


- Please send me complete details about the new 
NPS “Lighting” price book without obligation. 





National 
Price Service 


13601 EUCLID AVENUE * CLEVELAND 12, OHIO 
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A STRONG TIE 


Between the Electrical Distributor 
and Thomas & Betts. 


That tie is the T&B Plan of 100% WHOLESALER Distribution. 


In effect, it makes the T&B distributor our selling partner. 


This year, you'll find T&B has added even more new products 
for new markets --made even greater strides in service and 
manufacturing techniques, to help you provide your customers 
with the most complete line of electrical fittings, connectors 


and terminals. 


Stop at NAED Booth #113-114 and ask your T&B Representative 
to tell you all the ways the T&B Plan benefits you. Or, if you can't 


make the convention this year, write to us for an immediate reply. 





Maton 
9 


“ft 
7 


IN WITH T&B. Pick up your Free Texas-Tie 
BOOTH #113 - 114, NAED CONVENTION. 


Ve > 


“% 


a 


aol 
vs 
, 


THE THOMAS @& BETTS CoO. 


INCORPORATED 
ELIZABETH, NEW JERSEY IN CANADA, THOMAS & BETTS. LTO. MONTREAL 


os 
shonin 
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HONEYCOMB 
HEAT EXCHANGER 


Continuous interlocking fins 
provide fast heat transfer 
from element to air. 


Reflective aluminized 
steel baffles enclose 
Honeycomb heat 
exchange cells. 


Fast action, reliable 
rod-type heating element 


Double spring mounts absorb 
expansion and contraction silently. 


FEATURES 
High and low density—Low wattage systems ideal for 
residential use. Higher wattage units primarily designed for 
institutional or commercial application. 
Automatic controls— Built-in thermostat sections control 
comfort levels in each room. 
Complete safety—Casing temperatures can’t harm chil- 
dren. Won't damage fabrics which can be ironed with 
“medium” setting. 
Thermal cut-out—Each section has thermal cut-out switch 
to prevent any over-heating if air flow through unit is cut off. 
Silent operation— Double spring mounts prevent expan- 
sion or contraction sounds. 
Accessories—Convenience Outlet Sections (240 or 120 
volt), Dummy Sections, Matching End Plates and Corner 
Pieces, Built-in Thermostat Sections, Wall Thermostats. 
Other data— Heating sections operate on 240, 277 or 208 
volts. Section lengths: 32” and 48”. 6%”high x 244” deep. 


Ie Mutoh leas! 





New, exclusive 


HONEYCOMB HEAT EXCHANGER 


increases warm air delivery 


In the new R&M-Hunter Convection Baseboard, 
heating engineers have combined a fast-action, high- 
ly efficient heating unit with newly designed Honey- 
comb heat cells of non-corrosive aluminized steel. 
The result is greater metal-to-air ratios, providing 
more efficient heat transfer at lower surface temper- 
atures. This means more comfort at less cost. 


AIRFLOW DESIGN DELIVERS 
HEAT WHERE IT'S NEEDED 


Directional outlet speeds circulation of 
warm air into room, away from wall. The 
advanced design of the R&M-Hunter Con- 
vection Baseboard achieves a 9-to-1 ratio 
of warm air delivery to radiant heat. 


Hunter Division—Robbins & Myers, Inc. 
2474 Frisco Avenue, 
Memphis 14, Tenn. 


Send complete data on the new R&M-Hunter 


Convection Baseboard to: 


Name 


Address 











EASY TO OPEN. Just pull the rip cord EASY TO USE. Insert a pipe or piece of UNLIMITED USES. Mounted on studs 
on carton. One reel holds 1000 feet of conduit through center of MINI-REEL right at the job site, it’s ready for quick 
No. 14 or No, 12 Solid Type TW. and mount it on any suitable rack, use, Possibilities are endless. 











No curl... 


MINI-REEL...A NEW PACKAGING IDEA FROM ROME! 


Who do you think will finish the job first? 

The man who works with twisted wire, pulling from the 
center of a standard coil, or. . . 

The man who unwinds wire that can’t kink or twist as it 
comes off Rome’s new Min1-REEL? 

Answer: the second man does the job faster with Mini 
Reet! Installation is safer, too—there’s less chance of 
damaging the wire. 

You can get Rome Synthinol in eight standard colors of 
No. 14 and No. 12 Solid Type TW in this new Min1-REE.L 
package at no extra cost! 

You can unwind several reels at once in paralleling con 
ductors for control circuits and other jobs. Respooling any 


excess is easy. 


Because MIn1-REEL is so compact, you save shipping and 
storage space, too! This new package holds a 1000-foot 
length of wire in the same size carton used for 500-foot 
lengths. One man can stack and load the same footage in 
less time than required for 500-foot packages. Just one 
“tag end” per 1000 feet saves scrap, besides 

Ask your Rome salesman for the Mrin1-REEt package the 
next time you need No. 14 or No. 12 TW. Or write to Rome 


Cable Corp., Dept. 17-40, Rome, N.Y 


ROME CABLE 
DIVISION OF ALCOA 





NEW! 0.Z. PULL-N-SPLICE BOXES! 
CONVENIENT- COMPACT: ECONOMICAL 


Exclusive moisture-, fungus-, ; 
corrosion-resistant features! GREATER 


/ 


/ CLEARANCES TO 


‘ 


: CONNECTORS). 


/ ONE-PIECE * 
' CONNECTORS | 
. FOR LOWEST 
‘RESISTANCE 


s 
x 
>. 
~ 


TYPE “YCE"— 7 >>. p77" 
EXPLOSION-PROOF mS 








O.Z. Pull-n-Splice Boxes mark a significant advance in pull 
box construction! 





Their highly compact size saves more space than ever! 


Their more efficient design means new savings in installation FOR VOLTAGES 
time and labor! TO 5000 Vv 


Their moisture-, fungus-, and corrosion-resistant features 
mean long, trouble-free service. Type “YPW" — Weatherproof 
Still, with all their features, the new O.Z. Pull-n-Splice Boxes Type “YPE’’ — Explosion-proof 
are smaller — and cost far less than conventional pull boxes 

. . even late model competitive types! And, you get a bonus Deeper dome than “YCW” 
in high quality materials and workmanship so characteristic and “YCE”. Furnished 
of all 0.2. products! I without connector panels. 
For complete information on these and the many other O.Z. . — Insulated pigtail splices 
products that mean more for you, call your local O.Z. dis- ’ on A recommended. 
tributor, or write to the company. 5 ama 


—~2 ¢ ; 5 
. j A > Pe ne ; 
Y ck _ * CAST IRON BOXES 
. / 








« CABLE TERMINATORS 
« POWER CONNECTORS 
ELECTRICAL MANUFACTURING CO.. INC. a 


+ CONDUIT FITTINGS 


QO 262 BOND STREET + BROOKLYN 17, WY. mune 


Sales Office and Warehouse: 406 So. Cicero Avenue, Chicago 44, Ill. © ESterbrook 9-0326 
Office and Factory: 749 Bryant Street, San Francisco 7, Calif. © GArfield 1-7846 
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ELECTRIC COMPANY 


152 Plum Street, Trenton, N. J 


NEW SERVICE ENTRANCE EQUIPMENT 


200-AMP CAPACITY... CIRCUIT BREAKER CONVENIENCE 
...- AT A COMPETITIVE COST 


You will like the extra convenience of Heinemann’s 
new 200-amp service entrance equipment and so 
will your customers. 

Trim, compact, smaller than comparably rated 
fused pull-outs, these units offer considerable savings in 
terms of easier installation and more efficient operation 

Installation features would make an apprentice 
happy. Wiring space is plentiful connections are 
easily made with solderless screw-type connectors 
knockouts are placed so that you can run-in conduit 
from any angle 

Completely non-thermal, the magnetically actuated 
Heinemann circuit breaker eliminates nusiance trip- 
ping and other temperature-caused troubles. You can 
therefore locate the unit wherever most convenient 

. . Next to heat lines or out in the hot sun, if neces 
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sary. The breaker will always carry full rated current 


will always trip as specified 


Breaker protection provides other conveniences a 
well’ no bothersome fuse changing, simplified switch 
ing: the switch handle has only two positions ON 
and OFF. No reset position; no confusion possible 


Rated at 120/240V AC, two or three wire service 
the new Heinemann service entrance equipment | 
available in outdoor or indoor enclosures. Both are 
of heavy-duty steel in a grey baked enamel finish 
Outdoor enclosures are raintight, with hinged covers 


that may be padlocked against tampering 


You'll be pleasantly surprised by the cost. It's littl 


more than that of comparably rated fused equipment 


For full information send for Bulletin 1003 


uid britthiltt 


Visit us at N.A.E.D. Booth 227 








EASY, MAN, EASY 


fast installation is another big feature of RODALE devices 


Back wiring on these duplex receptacles 
and one inch depth measurement on the 
TOUCHETTE switch are two of the many 
advantages that make Rodale devices out- 
standing time and money savers. Mounting 
screws placed and ready for action. . . green 
hexagonal grounding screws for wiring con- 
venience . . . sturdy construction and quality 
controlled production ... all yours when you 
specify Rodale. 


872 


eal . : Sold only through electrical wholesalers. 
ec © manufacturing CO., INC, Or for further information and prices 


dept. D3 emmaus, pa. write Rodale direct. 
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RADIUS ‘A’ 
in inches i xs 24” 


OFFSET *'C”’ ‘o” 2'4" i 


STRAIGHT 
END “D” " " 10” | 11” ol oye 
LENGTH - — a 
UNBENT 


PIPE SIZES 
AVAILABLE 














3'0" | 3’6” 
1°-2%41 1°-3" 


incl. incl. 


4'0” 411" s"9” 


1“-3Y,f 1°4”) 1 “5” 
incl. incl. incl. 


6'6" 


1”-6" 
incl. 


Large radius elbows 


r@i I Ly 
SW E 









































CONSTRUCTION COSTS 


You can assure a substantial savings to your 
contractor customers by using large radius 
elbows. COLUMBUS brand elbows guar- 
antee perfect alignment. Fishing cable is 
easier and reduces labor costs. Substantial 


“ 


ii 


factory stocks of popular sizes of special 
radius elbows assure delivery on the job 
when needed. Both special and standard 
radius are U.L. approved and are clearly 
marked with the U.L. label. 


All Columbus brand products 


are always carefully inspected to insure 
consistent quality. 


aw > 


Look for the U.L. label bal 2 
when buying elbows and nipples ie [ J 
AS 


Linn rr et 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY —-— COLUMBUS, OHIO 


PIPE COUPLINGS ¢« PIPE NIPPLES « 
RUNNING THREAD e 


ELBOWS, RIGID & E. M. T. 
GOOSENECKS « WALL PLATES 
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“there’s 
no trick 
to it!” 


We've had this pretty young miss round up three of 

our oldest products --- telephone cabinet, screw cover 

can, and screw cover gutter --- as a reminder 

that there is no trick to the consistent quality found 

in all Circle A-W Products, old or new. 

It's there because of our years of experience 

and the rigid engineering standards we follow. 

And you can bet your boots, 
Circle A-W Products bear the 
label of Underwriters 
Laboratories. 


Circle A-W Products Manufactured by Alwalt Manufacturing Company 


WIRING GUTTER AND FITTINGS ete, METER AND BREAKER ASSEMBLIES 
TRANSFORMER CABINETS > | SCREW COVER-BOXES 


HINGE COVER-BOXES PP. | WEATHERPROOF BOXES 
UTILITY BOXES CABINET BOXES 


HINGE COVER WIREWAY AND FITTINGS Seg METER TROUGHS 


CIRCLE A-W PRODUCTS Co. 


P.O. Box 1171, Modesto, Calif. 
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FARADAY 


Sperti Faraday, Inc., Adrian, Michigan 


the most complete line of signals 
and accessories in the industry 





It’s easy to make a good profit in 
electric heating when you sell 


Baseboard Heating Systems 


' Suspension Type Heaters 


Radiant Heating 


ELECTROMODE 


The price is right. . . the mark-up is good... 
installation is quick and easy . . . service 
calls are virtually non-existent . . . and the 
name is one that commands respect. 


Only Electromode offers you a complete 
line of electric heating equipment... for 
the home, for the office and shop, for in- 
dustry. 

With Electromode you can offer your 
customers forced air heating for a bath- 
room or a warehouse . . . complete base- 
board heating systems... radiant heating 
... explosion proof heaters... even infra- 
red heating for outdoor locations. 


A High Wattage Promotion Campaign 


To help you sell profitable home heating 
installations, Electromode offers a com- 
plete promotion package that’s guaran- 
teed to make the electrical heating system 
you install the talk of the town... a com- 
plete package which you can offer to the 
building contractor ... to win you the 
heating contract. 


Electromode means Quality 


Electromode is a name that has stood for 
the best in electrical heating since 1929... 
because Electromode has manufactured 
only electrical heating equipment. 

The Electromode Safety Grid is a fea- 
ture that is known and recognized wher- 
ever electrical heating equipment is sold. 
Because all current-carrying, heat-emit- 
ting wires are buried in the solid cast 
aluminum grid the heating element can’t 
shock, burn or cause a fire. 

Write for complete information, or stop 
at our conference room at NAED Con- 
’vention. 


» E’'lectromode 


Dept. EW-40. Division of Commercial Controls Corporation 


ROCHESTER 3, NEW YORK 
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Steady plant production demands dependable power cable... 


— 





HABIRITE-HABIRPRENE CABLE 
gives unexcelled performance! 


To help assure uninterrupted production, modern 
industrial plants require reliable cables for delivering 
electric power to production lines. The service reli- 
ability of Phelps Dodge Habirite-Habirprene is unsur- 
passed by any other rubber insulated neoprene 
jacketed type RR cable. 

Habirite-Habirprene is a combination of specially 
engineered butyl rubber insulation and neoprene 
jacket. The overall features of this cable provide 


PHELPS DODGE 


COPPER 


greater resistance to heat, oxidation and ozone; im- 
proved electrical properties, including superior insula- 
tion resistance; higher copper operating temperature; 
superior flexibility; improved mechanical toughness 
against damage from installation hazards and extra 
resistance to corona, an absolute necessity for high- 
voltage neoprene jacketed cable. 

As a general purpose cable, Habirite-Habirprene 
assures the utmost in safety, durability and reliability. 


PRODUCTS 


CORPORATION 


SALES OFFICES: Atianta, Birmingham, Ala, Cambridge, Mass , Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Dayton, Denver, Detroit, Fort Wayne, Greensboro, NC. Houston, indianapolis, Jacksonville, 


Kansas City, Mo., Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N. Y., Sen Francisco, St. Lowis, Seattle, Washington, D.C. 
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NEWS FOR THE INDUSTRY 





LUNCHEON guests at the conference hear Lester E. Barrett, 
president, Barrett Electrical Supply Co., St. Louis, Mo., chair 


when 
* 
man for the luncheon, address them. The luncheon was part 
of the two-day program held in Philadelphia 


More Wiring Means More Profit 


Speakers at | 6th annual National Wiring Sales Confer- 
ence urge delegates to make use of promotion for more 
profits. Contractor sales training force proposed. 


EMBERS OF THE ELECTRICAL INDUSTRY, 

at the 16th Annual National Wiring Sales Confer- 
ence held recently in Philadelphia, Pa., were urged to 
make use of all the effective methods available for pro- 
moting better wiring for more profit. 

Ihe two-day event, which took place on February 25 
and 26, was attended by 300 delegates, including con- 
tractors, distributors, manufacturers, and utility represen- 
tatives. The annual conference is conducted by the Na- 
tional Wiring Bureau, which is sponsored by five major 
electrical trade associations representing every segment of 
the electrical industry 
e Keynote Address—The keynote speaker for the oc- 
casion was Milton I. Allen, vice president in charge of 
sales, Philadelphia Electric Co. Allen stressed the im- 
portance of better wiring for modern living. 

Since investigations have been the topic of recent news, 
members of various electrical industry programs were 
called as witnesses before a mock public hearing to 
disclose the facts on how they can help the electrical 
industry sell more residential products and services. Wit- 
nesses that appeared before the investigating committee 
were: Ralph Zeuthen, manager, Live Better Electrically 
Program; Laurance Messick, director, Medallion Home 
Program; and Frances Armin, director, Residential Pro- 
gram, National Wiring Bureau. 

A dramatic slide presentation, which depicted the in- 
dustry’s new wiring promotion slogan for the commercial 
market — “Keep Pace Electrically” — was narrated by 
Andrew Corman, commercial wiring promotion, National 
Wiring Bureau. Corman stated that the under-lit, under- 
powered, under-wired commercial market has long cried 
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out for a common focal point behind which all branches 
of the electrical industry could rally. This has been real- 
ized in the “Keep Pace Electrically” program, Corman 
indicated. 

e Housepower Course—A new course for electrical con- 
tractors entitled the “Housepower Profit Clinic,” devel- 
oped by the Edison Electric Institute, was described by 
John Catherwood, coordinator of market development 
and training for the Long Island Lighting Co., Mineola, 
N.Y. 

A unique promotional program which enables electri- 
cal contractors to sell residential wiring was discussed in 
“How A Distributor Promotes Housepower,” by John 
Clark, general manager of the Noland Credit Corp., and 
E. M. (Jack) Myers, manager of merchandising, Noland 
Co., Newport News, Va. 

Myers emphasized the need for training contractors to 
sell the “modernization market.” “The re-wiring market 
is the most profitable to the contractor today,” he said 
“The toughest job is getting someone to do the job,” 
Myers added. 

Clark stressed the need for selling the “re-wiring con- 
tractor.” “The wholesaler should be a marketer not 
merely a middleman,” Clark said. In order to sell the 
modernization market, Clark stressed the following sell- 
ing principles: talk in customer terms; build through 
identification; build through leads; and offer time pay- 
ment services. Clark’s address was highlighted by a 30- 
minute film presentation entitled, “Target for Tomorrow.” 
e Utilities Voice—“Utility Employees Promote House- 
power,” involving a case study of a utility program aimed 
at building residential rewiring business, was presented 
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DISCUSSING the need for distributor time payment services 
and selling the modernization market was John Clark, gen- 
eral manager, Noland Credit Corp. 


by C. E. Anderson, sales promotion manager of Virginia 
Electric and Power Co., Richmond, Va. “Certified Wir- 
ing and the Medallion Home” by J. D. Hampton and 
Tom A. Edwards, of Oklahoma Gas and Electric Com- 
pany and the Arkansas Adequate Wiring Bureau, respec- 
tively, analyzed two different approaches to the new 
home construction market. 

e Awards—The winners of the sixth annual Look mag- 
azine Residential Wiring Awards competition were pre- 
sented with trophies and plaques at the conference. The 
first place Merchandise Achievement Award for Elec- 
trical Distributors went to the Noland Co., Newport 
News, Va. Farrell-Argast Electric Co., Indianapolis, Ind. 
received honorable mention. The awards were presented 
by Richard P. Harmel, manager, markets and merchan- 
dising department, Look magazine. 


Contractor Program 


A program designed to provide help in the operational, 
administrative and financing aspects of the electrical 
contractor’s business was introduced by F. E. Keith, of 
Keith Electric Co. and chairman of the marketing com- 
mittee, National Electrical Contractors Association 

Called the Contractor Development Program, accord- 
ing to Keith, it “is intended to develop consciousness of 
the need for marketing capability but it does not attempt 
to supply ways and means of achieving that capability. 

“This program deals primarily with the management 
aspects of the electrical contracting business. It sets forth 
the management considerations that go into policy deter- 
minations as to the markets to be served and how to 
serve them best; what is needed to do the job so that the 
two laudable ambitions of making a profit and serving 
the customer well can be achieved. The heart of this 
program is a self-analysis chart with which the contractor 
by himself can follow the yard-sticks of management and 
determine exactly where he stands on the growth ladder, 
and what he must do to move up or down.” 

Keith noted that the contractor has lost out due to 
uncontrolled competitive bidding. He stressed that the 
competition “should be on a selling basis—creative sell- 
ing—in the customer's interest—negotiation—instead of 
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SPEAKING on the distributor's role in promoting House- 
power was E. M. (Jack) Myers, manager of merchandising, 
electrical division, Noland Co., Newport News, Va 


formal bidding which is not justified by the size of the 
job.” 

e Contractor Should Sell—According to a survey, cited 
by Keith, the only sure way for an electrical contractor 
to develop into a sound, profit-making operator is to do 
it by the “earned route.” “In a word that means selling.” 

Iurning to selling as a way of building profitable 
business, Keith pointed out that the contractor needs a 
salesman—someone to do this selling. “Where can he 
find a salesman,” Keith asked. “Obviously, a pool of 
trained contractor salesmen must be developed,” he re- 
plied. 
© Sales Institute—Speaking for NECA, Keith said, “we 
propose to establish in a fixed location an Institute of 
Contractor Sales Training for the electrical industry. Note 
that this is a training program for contractors and their 
personnel but it is in behalf of the entire electrical indus- 
try. The institute would provide intensive training of 
contractors and their present or prospective personnel in 
the ways of selling electrical contractor services to the 
public. 

“The purpose of the institute is three-fold: first, to 
provide electrical contractors with personnel that have 
had competent instruction in both basic and specific 
selling of construction services; second, to shift to elec- 
trical contractors a major part of the burden of selling; 
third, to streamline the sales organization of the elec- 
trical industry so as to eliminate duplicating and com- 
peting forces aimed at the same objective and concentrate 
the maximum effort through the logical channel 
e Luncheon Speaker—Addressing delegates at the con- 
ference luncheon was Julian Zimmerman, commissioner, 
Federal Housing Administration. Zimmerman discussed 
FHA’s new Minimum Property Standards which became 
effective last July Ist. 

N. J. MacDonald, president of the Thomas & Betts Co., 
Elizabeth, N.J. and the National Electrical Manufacturers 
Association, summarized the conference and sounded the 
rallying cry for the industry with “Let’s Go to Work.” 
e Forum Discussions—After the conclusion of the for- 
mal conference sessions, open forum discussions were 
held on wiring sales and promotion techniques. 





About EW’s New b 
Business Index Chart: 


To update our industry meas- 
urements, EW has changed 
the Business Index chart (op- 
posite page) considerably. 

The old chart—with a 
1947-49 100% base—re- 
flected monthly sales and in- 
ventory changes via an index 
calculation furnished by the 
Bureau of Census. 

Formerly, there was no 
monthly dollar volume avail- 
able for electrical apparatus 
and supplies distributors. 
Since 1957, the Bureau has 
provided these figures and 
now, after three years of ac- 
cumulation and checking, EW 
can give you a more accurate 
picture of sales movement 
based on actual dollar volume 
each month. 

Because comparable data is 
not available we can no longer 
i a a give you a national inventory 
index figure. However, the Re- 
gional Picture still offers the 


You'll like the “jig time” installation of a Porcelain 
ts mast kit. Each element in every kit, from 

Products mast 1 wb local breakdown. 

the clamp-on entrance cap to the slip-fit offset ‘ ‘ ; 
reducer, speeds the job of putting up a service Starting next month, we will 
mast. The new boltless flash-plate in the 2075 publish the sales percentage— 
kit as illustrated above supports the mast at roof- gain or loss—for each month 
line and eliminates blocking between the rafters. | on the new chart. 


Re 
= 














r-, 


AND NOW... the newest timesaver...in the 2085 
kit is a split-clamp hanger with sideways adijust- 
ment. The “Adjusto-clamp” permits you to straight- 
en mast after installation, or align mast with 
meter socket. It’s the only adjustable clamp on the 
market. Included as standard items in all 2085 
kits and available separately for 2” or 242” pipe. 
Specify Cat. No. 7542 for 2’, 7543 for 22” pipe. 


PORCELAIN PRODUCTS CO. 
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BUSINESS INDEX for January 1960* 
NATIONAL SALES PICTURE: 


J pease 





85 : - oe ae 


a ee Md J A S$ O N 
1958 1959 1960 


REGIONAL PICTURE. — sa INVENTORY 


From From From From 
Jan. ‘59 Dec. '59 Jan, '59 Dec. ‘59 


NEW ENGLAND 

MIDDLE ATLANTIC 

EAST NORTH CENTRAL 

WEST NORTH CENTRAL .... 
SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 4 25 +14 + | 


*For electrical apparatus, supplies distributors; Source: Bureau of Census X: data not available 
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NEW 4-WhY 
POCKET TOOL 


that'll do a first-class job 
of selling itself ! 


a real “working partner” for removing 
backs of TV sets and installing antennas 


] It's a 1/4” nut driver! 
Fits Parker-Kalon screws. 


Genuine Xcelite 
plastic handle — 
shaped and 
balanced for 
working ease 
Equipped with 
pocket clip. 


It’s a 7/16” 
nut driver! 
Ideal for 
antenna 
installations. 


3 it's a No.1 
Phillips 
screwdriver! 


Double-end blade 
inserts in 7/16” hex 
opening. Just push 
it in or pull it out! 
Patented spring 
holds it firm. 


It's a 3/16” 
slotted screwdriver ! 


Put ‘‘No. 600” 
on display 

right away! 
Merchandising 
card (easeled and 
punched) 

holds ten. 


XCELITE, INC. « ORCHARD PARK, N.Y. 


Canada: Charles W. Pointon, Ltd., Toronto, Ont. 
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NAED Convention Program 
Memorial Auditorium — Dallas, Texas 
April 30— May 4, 1960 





SATURDAY—April 30 


9:30 A.M.—Meetings of certain Commodity and General Commit- 
tees (to 5:00 P.M. Adolphus Hotel) 

11:00 A.M.—Special Committee to study Association’s Constitution 
and By-laws. (Adolphus) 

1:00 P.M.—Registration. (Adolphus) 

2:00 P.M.—Meeting of NAED Executive Committee. (Adolphus) 


SUNDAY—May 1 


10:00 A.M.—Registration (Adolphus Hotel) 

10:00 A.M.—Board of Governors Meeting (Adolphus Hotel) 

12:30 P.M.—Luncheon for Members of the Board of Governors. 

2:00 P.M.—Board of Governors Meeting. 

2:00 P.M. to 5:00 P.M. CONFERENCE BOOTH CENTER OPEN 
(Auditorium) 


MONDAY—May 2 


9:00 A.M.—Registration. (Auditorium) 
9:30 A.M.—Opening Convention Session for Members and Guests. 
Call to Order by President George W. Provost, Jr. 
National Anthem—lInvocation—Address of Welcome 
by Hon. Robert L. Thornton, Mayor of Dallas- 
Brief remarks by presiding Chairman J. A. Meier. 
Address by Frederick J. Close, vice president Aluminum 
Company of America. 
Awards to Honorary Life Members. 
Address by N. J. MacDonald, president National Elec- 
trical Manufacturers Association. 
President’s Address—George W. Provost, Jr. 
2:00 P.M. to 5:00 P.M. CONFERENCE BOOTH CENTER OPEN. 
6:00 P.M. to 8:00 P.M. Open House Reception for New Members 
and Honorary Life Members 


TUESDAY—May 3 


9:00 A.M.—Registration. (Auditorium) 
9:30 A.M.—General Convention Session. (Auditorium) 
Call to Order by President George W. Provost, Jr. 
Announcements, followed by remarks of presiding 
Chairman B. H. Boatner. 
Address by Harold A. Webster, president National 
Electrical Contractors Association. 
“NAED—A Valuable Asset to Your Business’ Slide 
Presentation 
Address by Maurice L. Lipsich, vice president-director 
of Sales, Dormeyer Corporation 
Address by Walter P. Cronkite, CBS News Commen- 
tator. 
12:00 Noon—Zone Election Meetings (Members Only) 
1:00 P.M. to 4:00 P.M. CONFERENCE BOOTH CENTER OPEN 
8:30 P.M.—RODEO (Fair Park, Dallas) 


WEDNESDAY—May 4 


8:00 A.M.—Breaktast and Organization Meeting for NAED Board 
of Governors. (Adolphus Hotel) 
9:30 A.M.—Convention Session FOR MEMBERS ONLY. (Audi- 
torium) 
Call to Order by President Provost 
Necrology—Announcements—Remarks by presiding 
chairman C. E. Butler. 
Finance Committee Report. 
“Let's Swap Marketing Ideas” Presentation. 
Arthur W. Hooper, NAED Executive Director’s Report. 
Unfinished Business. 
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school for 
production 
men 


means.... 









BETTER WIRE AND CABLE FOR 


It isn’t enough to build cable quality 
in the laboratory. There has to be 
follow-through in production. 


And that calls for production men 
who not only care enough but know 
enough to consistently turn out top 
quality products. 


That’s why Circle production men 
“go to school.’’ Periodically they 
attend lectures given by skilled lab- 
oratory technicians. They review 


RUBBER COVERED WIRE & CABLE + VARNISHED CAMBRIC CABLE 





such subjects as extrusion tech- 
niques, proper operating speeds, pro- 
duction line testing procedures, etc. 


In-plant training such as this is 
unusual for wire and cable men. It 
is one of many reasons, however, 
why Circle products have achieved 
a reputation for high quality. 





Next time you buy or specify cable, 
ask for Circle . . . there’s no finer 
cable made. 


*Trade Mark 


WIRE & CABLE 


a subsidiary of 


Cerro vt Pasco Corporation 


+ PLASTIC INSULATED CABLE 








+ NEOPRENE SHEATHED CABLE + 
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Adolphus Hotel 19 
Atlantic Bldg. 61 

Bell Telephone Co. 42 
Baker Hotel 37 

City Hall 49 

Continental Bus Station 43 
Corrigan Bidg. 29 
Courthouse 4 

Cullum & Boren 28 

Dallas Athletic Club 57 
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Fidelity Union Life Bidg. 26 
First National Bank 18 
Gibraltar Life Bidg. 63 
Greyhound Bus Termina! 7 
A. Harris & Co. 30 

E. M, Kahn 8 

Life of America Bidg. 21 
Magnolia Temple 47 
Medical Arts Bidg. 60 
Mercantile Bank 61 
Merchandise Mart 45 


[ \le II 


KEY TO MAP OF DOWNTOWN DALLAS... 


Reynoids Penland 33 
Rio Grande B'dg. 14 
Sanger’s 6 

Santa Fe Bidg. 11 
Sheraton Hotel 65 
Scottish Rite Temple 46 
Southland Center 64 
Southland Hotel 15 
Southland Life Bldg. 38 
Southwestern Life Bidg. 32 
Statler-Hilton Hotel 50 
Terminal Annex 2 








ig Do-ings in Dallas for Dudes 


Here is a dining, dancing, and dixieland guide for NAED convention members who feel 
like living it up in ''Big-D''—after hours, of course. Cut this guide out, take it with you, 
and enjoy yourself. Now is the time to plan for fun—Texas style. 


HE MOST HAPPY FELLOW” 
at the 52nd Annual Convention 
of the National Association of 
Electrical Distributors in “Big D” 
will be the member who takes advan- 
tage of the fun-filled festivities this 
Texas metropolis has to offer. But 
first a word of caution . 

e Liquor Laws—Lady or Lord Cal- 
vert won't be found in a Dallas Pub, 
and Hunter won't be “first over the 
bars,” because there just aren't any. 
With the exception of beer and wine, 
you can’t buy hard liquor by-the-drink 
across a bar. But you may purchase 
Texas “Fire-Water” at any Dallas 
package store, wrap it in a neat little 
brown paper bag, tuck it under your 
arm, and take it with you, wherever 
you decide to go. 

If you hanker for Martinis, better 
bring your own Vermouth. At 12 mid- 
night on weekdays and at | a.m. Sun- 
day morning, it all must be 
off the table, including what’s in your 


4 


cleared 


160 


glass, your bottle, or whatever you use. 

Package stores open at 9 a.m. and 
close at 10 p.m. each day except Sun- 
Beer is served on Sunday after 
restaurant, lounge, or 


days 
1 p.m. in a 
grocery store. 
e Rodeo—Dallas members of NAED 
are sponsoring a rodeo for the con- 
vention on the evening of May 3 at 
8:30 p.m. at the State Fair Livestock 
Coliseum which is easy to get to from 
convention headquarters. The Mes- 
quite Rodeo Corp., headed by Jim 
Shoulders, world’s champion cowboy, 
is putting on the wild west show, with 
the sanction of the Rodeo Cowboys 
Association. So mosey on over to the 
corral in “Big D” for a real Texas 
treat. 

e For The Ladies—A special pro- 
gram has been planned for the ladies 
attending the convention. The pro- 
gram includes a_ special sightseeing 
tour, a brunch and fashion show at 
Neiman-Marcus department store, a 


wardrobe give-away, a musical 
gram, and a hospitality room. 

e Parade—Those convention mem- 
bers who belong to the Order of the 
Mystic Shrine are invited to attend 
the Spring Ceremonial which will get 
underway in downtown Dallas at 2:30 
p.m. on Saturday, April 30. 


pro- 


Restaurant Guide 





American Cuisine: 

Aztec Room of Holiday 
7800 Lemmon Ave. 

Golden Pheasant 
merce 

Southern Kitchen ... 
B'Ivd. 

Sky Chef 

Crowder’s Brass Rail. . . 
cific 


Inn 
1417 Com- 


10500 Hines 


. Amon Carter Field 
1915 Pa- 


Mostly Steak: 
Arthur’s . . . 3701 McKinney 
Brockles . . . 817 S. Ervay 
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Build Business, Profits, Prestige! 
Install the breaker that’s best all 
around—best for you, best for your 
customers, and Guaranteed For Life! 

You’ll like working with ‘“‘MP”’ 
breakers. Fully magnetic and un- 
affected by heat, these breakers never 
need derating, carry full rated load, 
never trip unnecessarily, can be in- 
stalled anywhere it’s most convenient 
for you or your customers. 





Y far > 


Murray "MP’ Circuit Breakers 





Secondly, your customers will ap- 
preciate knowing that the breakers 
you install are Guaranteed For Life. 
It shows you’re using the best, helps 
you get the business. 


Extra Sales Aids For You! 

You get a special Guarantee Certifi- 
cate to leave with each customer plus 
a special sticker for your own pro- 
motion to use on each load center. This 
will boost your prestige, bring extra 
business your way. 


Find out how to increase 


Here’s How You Can Cash In On This 
Guaranteed For Life Program! 


See your Murray wholesaler today for 


full information on this precedent 


Ask him also 


about the material he has available 


breaking promotion 


to help you sell builders and home 
owners. Or write Murray Manufactur 
ing Corporation, 1250 Atlantic Avenue, 
Brooklyn 16, N. ¥ Dept. A-4 


breaker sales...build more profits! 


Get full details on 
Guaranteed For Life Program at 
MURRAY BOOTH No. 609 


Backed By A Full Line 


Of Load Centers 
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NAED Convention, Dallas, May 1-4 





LIDSEEN 


“CHICAGO” 
CONDUIT BENDER 


more sales- 
4 


' 
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a 

' 
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You make sales faster and easier with complete customer 
satisfaction ... only the “Chicago” bender has all the 
built-in sales features that meet the demands of the elec- 
trician. Its popularity and recognition of being the finest, 
most dependable on-the-job tool provides you with big 
volume sales backed by a profit margin that makes it a 
valued member of any wholesale line. Remember 
Lidseen has forty years of experience in the field of pipe 
and conduit benders. 


backed by solid national advertising 


Ads telling your customer about the Lidseen “Chicago” 
Bender will appear in over half a million copies of leading 
electrical contractor publications during 1960. Thousands 
of inquiries from your customers will be processed this 
year ... so be sure you have the tool he wants ... the 
Lidseen “Chicago” Bender. 


Bends Aluminum and Steel accurately 
Adjustable to any working height 


check these 
All steel construction 
sales features— _....as 180 
No loose parts 
Portable 
No maintenance 
Faster, simple to use 


write NOW... your inquiry on your letterhead for 
detailed brochure, price lists and distributorship in- 


formation will be processed promptly. 


LIDSEEWN otf North Carolina 


1038 First Street, Hayesville, North Carolina 











Cattlemen’s Steak House . . . 2007 
Live Oak 

Copper Cow .. . 1519 Commerce 

Emmett’s Restaurant . . 3817 
Lemmon Ave. 

Flight Deck . . . Southwest Airmo- 
tive Terminal (at Love Field) 

Safari . . . 201 Preston Royal 

House of Steaks . . . Garland 

Steak House Unique . . . 1500 
Commerce 


Smorgasbord: 


Little Bit of Sweden 
wood Village 


Greek: 
The Torch . . . 3620 West Davis 


Continental: 

Cafe D'Or . . . Sheraton Hotel 

Chateaubriand . . . 2515 McKinney 

Europa . . . 4217 Loma Alto 

La Tunisia . . . Exchange Park 

La Vieille Varsovie .. . 3914 Cedar 
Springs 

Turtle Room .. . 3525 Turtle 
Creek 

Twin Tree Inn. . . 4926 W. Lovers 
Lane 

Vick’s Continental . 1700 Com- 
merce 


Mexican: 
El Fenix . . . 1608 McKinney 
El Chico . . . 165 Inwood Village 
Mexico City .. . 1711 Live Oak 
Spanish Village . . . 3839 Cedar 
Springs 


Tupinamba . . . 5633 W. Lovers 
Lane 


Italian: 
Il Sorrento . . . 5724 W. Lovers 
Lane 
Italian Village . . . 3211 Oak Lawn 
Ave. 
Jardee’s 2607 N. Haskell 
Mario’s . . . 4300 Lemmon Ave. 
Vesuvio .. . 5120 W. Lovers Lane 


Oriental: 

China Clipper . . . 3930 McKinney 

Yee’s China Garden . . . 5027 W. 
Lovers Lane 

Town and Country Restaurant... . 
2016 Commerce 


Seafood: 
Chantly’s . . . 3923 Lemmon Ave. 
Jay’s . . . 3718 Hall 


Barbecue: 

Red Bryan’s Smokehouse . . . 610 
W. Jefferson 

The Rib... 5741 W. Lovers Lane 

Saddle and Spur . . . Statler-Hilton 

Salih’s . . . 8309 Westchester 
Polynesian: 

Bali Hai . . . 8200 Douglas 

Luau Room .. . Love Field Termi- 
nal 
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ULTRA MODERN 


Taleolet-tiat-\Mr- le tee edt: tt 


iJ 


az eliminates 


growing pains! 
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Your customers are seeing this ad now 
in their favorite trade publications. } / Parkway 
Make sure your stock is complete! : 4 Junior-Senior High Schoc 


My, 
FRAIK AD Aba MIDGET 
POWERPLUGIN BUSDUCT 


2 ate Plugin Device—Two A perfect example of how Frank Adam Midget 

Hangers—One for ‘ se at . . . ’ 

sh & ft vate spring prongs a Powerplugin Busduct keeps pace with the future 
each 9 ft. of busduct tached to device 

For COMING OF side “Bete catch and lock on the Present classroom equipment can be moved and 

wall installations : : . " 

inside of duct to form plugged-in almost as easily as an electrical 

a rigid support. Also appliance . .. the busduct quickly relocated if 

act as ground connec- ceanary. If addit al | di t is needed 

tion to duct. ne essi y ° ad qaitiona usa uc is needec 

for future expansion, it can simply be added 

to the old! Cuts costly rewiring—keeps 

electrical downtime to a minimum. 









ek 


j 


For an economical and versatile electrical 


power supply that will stay modern for years 
to come, specify and insist on quality built 
Frank Adam Midget Powerplugin Busduct. 


Plugin Outlets on 12” 
Centers—Provide 


electric power where 
it's needed, when it's re 
needed. 100 amps., Fypeww LE? 
250 volts or les DAM ELECTRIC COMPANY ira) 
P.O. BOX 357. MAIN P.O.- ST. LOUIS 66, MO San = ie 


pane/lboards + switchboards + service equipment + safety switches + load centers + Quikheter 
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German: 

Blue Front Delicatessen . . . 1105 
Elm St 

Rheinischerhof .. . 420 N. St. Paul 


Dining-Dancing-Entertainment 
Century Room . . . Hotel Adolphus 
Monday through Saturday evenings. 
Shows 10 p.m. week nights; 9 p.m 
and 11 p.m. Saturday 





Empire Room... Statler Hilton Mon- 
day through Saturday, lunch and din- 
ner. Shows 10 p.m. week nights; 9 
p.m. and 11 p.m. Saturdays 


Dining & Dancing 
Chalet . . . Gaston & Abrams 


Dixieland 





Orleans Room 1513 Commerce 


Girleque 


Abe’s Colony Club . 132214 Com- 
merce 


Theater Lounge 1326 Jackson 


Motion Pictures 


Esquire 3419 Oak Lawn 
Majestic . 1925 Elm 
Capri 1913 Elm 

Palace ... 1625 Elm 


Tower ... 1907 Elm 


Art & Foreign Films 


Coronet .. . 2420 N. Fitzhugh 
Fine Arts . 6719 Snider Plaza 


v EW $ -BER aa a 
iy without tools Dallas Theater Center 3636 Tur- 


tle Creek Blvd 
ALUMINUM And Dallas 


for you bachelors, 


VAPORTITE INDUSTRIAL boasts of the WORLD’s MOST 
LIGHTING FIXTURES BEAUTIFUL WOMEN! 


Pendent mounting, die-cast aluminum with lock screw ——.. NEWS 
Universal Fixture Body, die-cast aluminum—takes pendent ima ——— SY 
ceiling and wall bracket adaptors A ra \ 
Protective guard, die-cast aluminum y a 4 ° 
, St. Louis Dealers Rap 
\ 


Stainless Steel Ball Detents— permit attachment and removal { 
of guard without aid of tools * + 7 . 
White Porcelain Enameled Reflector _ Standard Dome, Shallow ‘ Distributor Price Lists 


Deep Bowl or 30° Angle Reflectors, removable by a S ak . : 
Nylon shoes allow reflector to be attached to fixture body by 45° turn without tools for con- ST. LOUIS—Dissatisfaction with 
45° turn—no tools needed vedas dentie the policies of some manufacturers 


sea a ee who sell directly to consumers and 

and cleanin : 

Gasketed - an isolates wiring compartment of distributors who use what they 

Heat-resistant glass globe, clear or choice of four colors termed “secret” price lists Was ex- 

All aluminum components coated with graytone baked 

ULTRANAMEL to protect against chemical fumes, caustic, etc pressed at a recent meeting of the 
Specification Bulletin Greater St. Louis Appliance Dealers 


No. 1099-60 avail : 
ble on request Association. 


Agreeing that distributors should 
have differences in unit lot prices, 


























New, Complete Steber line is years ahead in design, engineer- 
ing and construction. Steber units have the features you want. 
Their functional design gives you the complete easy adapt- 
ability you need. Steber Fixtures are U/L and CSA approved since these prices are available to 
and meet Navy, Corps of Engineers and General Service every dealer, the group took a dim 
Administration specifications. view of the so-called “secret” lists 
some distributors use for special deal- 


Lighting Units STEBER fer Euery Need ers. The group expressed the opinion 

that distributors should at least make 
known to all dealers the various 
STEBER, DEPT.71-D, BROADVIEW, ILLINOIS policies in pricing if for no other 


Steber of California, 242 S. Anderson St., tos Angeles 33, Cal. reason than to maintain goodw ill. 
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WHEATLAND 





“Wheatland” trade brand 
proudly introduces a range of stand- 
ard and new-design electrical products 
Wheatland” is a reliable source of supply 
geared to the wants and needs of electrical distributors 
‘ and electrical craftsmen 
The trademark also represents a newly 
integrated company staffed with 
men of long experience in the 
manufacture and sale of 
4 electrical construc- 


tion materials 


WHEATLAND 








WHEATLAND 
e- Wal- hele) 6 ig or — 
of supply for: 


CONDUIT 


UNDERFLOOR 
RACEWAY 
SYSTEMS 


HEADERDUCT. 








“Wheatland” electrical products are consistently high quality, designed spe- 
cifically to satisfy the modern requirements of today’s electrical installations. 
Wheatland Rigid Steel Conduit works into the job smoothly, fishes easily 
and permanently protects the vital wiring system. 
Wheatland Underfloor Raceways are large capacity duct systems. They 
feature a simplified series of junction boxes and assembly fittings that facili- 
tate design and layout of the electrical system. 


Innovations will interest 
the experienced contractor. 


Wheatland Electric Products Co. invites your inquiry for further infor- 


mation. Our organization will be happy to serve you. WHEATLAND PLANT 


Sold only through authorized electrical distributors 
WHEATLAND Electric Products Co. 
308 CHURCH AVENUE PITTSBURGH A 


VU ¢ 





VISIT OUR NAED CONVENTION BOOTH No. 35 





Approve Wiring Plan 


Atlanta distributors back Georgia Power Co.'s wiring 
plan on service entrance equipment. But big worry 
is possible utility competition on sale of materials. 


ITH ONE DRAWBACK IN 

mind, the fact that utilities may 

decide to sell some of the ma- 
terials themselves, Atlanta, Georgia 
distributors have unanimously given 
their approval to the wiring plan re- 
cently introduced by the Georgia 
Power Co. Indications are that the 
plan is getting careful study by other 
utilities throughout the country. 
e Plan In General—The plan, de- 
signed for both new and existing homes 
and for apartment houses, will involve 
the capitalization of service entrance 
equipment. As introduced by Georgia 
Power, the utility will pay an elec- 
trical contractor (chosen by the home 
owner) a large share of the cost of 
installing the service entrance and will, 
thereafter, own the equipment. For 
his part, the customer must install 
certain major appliances and certain 
branch circuits. 

If the customer or the builder of a 
new home agrees to participate, Geor 
gia Power will have the service en- 
trance installed—defined as follows: 
the service entrance cable or conduit 
and conductors from the point of at- 
tachment to the company’s distribution 
system, through and including the me- 
ter trough or socket, to and including 
the panel or main disconnect, and the 
necessary attachments and appurten- 
ances. The service entrance as thus 
specified by the utility, does not in- 
clude circuit breakers, fuses, or fuse 
pull-out blocks. 

e What Distributors Think Of Plan 

Here is what several Atlanta elec- 
trical wholesale distributors have to 
say about the wiring plan: 

J. J. Perry, sales manager, The 
Electric Supply Co., says, “we're be- 
hind the Georgia Power plan all the 
way. It’s bound to help the House- 
power program. And that means it 
will make more business for every- 
body.” As an advantage to the elec- 
trical distributor, Perry says, “where 
we've been selling 50-amp service, 
we'll now be selling 100 to 150-amp 
service. This will double our dollar- 
income per job.” The plan, so far, ac- 
cording to Perry, has been going over 
quite well. “I’ve already felt an im- 
provement in my business through 
sales of larger entrance service.” 

Asked if other utilities should try 
this plan, Perry replied, “there’s no 
doubt about it. A lot of other utilities 
should adopt this plan, and no doubt 
they will adopt it as soon as they hear 
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about the plan, and the results we're 
getting.” 


N. V. Cooper, of The Thompson- 
Wilson Co., is largely in agreement 
with Perry on the advantages of the 
plan, but is watching it with a skepti- 
cal eye. As Cooper puts it, “we think 
this is a very good plan. It will in- 
crease our business because it will 
mean more sales on larger service 
equipment. I think adoption of this 
type plan by other utilities would be 
good, provided the utilities don’t de- 
cide they want to sell some of the 
materials themselves and thus begin 
to compete with distributors.” 


J. R. Thornton, in charge of ap- 
paratus & supplies at Electric Whole- 
salers, Inc., brands the wiring plan 
“excellent.” “Anything that promotes 
adequate wiring, as this does, can only 
be a healthy thing.” Thornton indi- 
cates an increase in business volume, 
and hope for wider adoption of the 
plan 


L. M. Lanford, president, South- 

eastern Electric Supply Inc., thinks the 
plan will, to some extent, increase the 
electrical wholesaler’s business. “But 
the increase won't be anything phe- 
nomenal.” Lanford gives sound ad- 
vice for those utilities considering 
adoption of the plan. “If the plan 
works here, I don’t know of any other 
reason why it shouldn’t work in other 
parts of the country.” 
e Watching Results—The Georgia 
utility is reportedly keeping careful 
records and watching the results in 
terms of kwh usage. An estimated an- 
nual expenditure of about $3 million 
is involved. It is expected that the first 
year, the plan will bring an additional 
$1,377,604 in increased revenue. The 
company further estimates that at 
some point, presumably, all existing 
homes will have been rewired 


Philadelphia Association 
Slates Spring Promotion 


PHILADELPHIA—The Electrical 
Association of Philadelphia has an- 
nounced it will “go it alone” in its 
spring housewares promotion this year. 

Instead of the usual tie-in with the 
national campaigns of NEMA and 
LBE, the association is contracting to 
run a full-page institutional-type ad in 
a local newspaper 





Octagon Outlet Boxes and Covers 
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Bar Hangers and Bar Box Combinations 


© 8 


Square Outlet Boxes and Covers 


774 

















Handy Boxes 
It pays to figure on 


and Covers 
KEYSTONE 


OUTLET BOXES AND 
SWITCH BOXES 


ee 


Bevel Cornered Switch Boxes 












Non-Gangable Switch Boxes 











Keystone Outlet Boxes and Switch Boxes are 
loaded with extras! BX and Romex clamps 
are pre-assembled for easy pulling of wires, 
knockouts come out fast, and tapped holes 
are extruded to eliminate stripping of threads. 


What's more, they come in all sizes, shapes 
and types—and they're stocked at regional 
warehouses coast-to-coast, for immediate 


; 


delivery—wherever you are 


- 
3 NEW CATALOGS—contain 
complete informat the entire 
Keystone Quality e of wiring ‘ S 
t end for . 


installation equipme 
your free set today 


[KEYSTONE MFG. CO. 


23329 Sherwood St. « Warren, Mich, 


167 





Republic 


aay 
LUMBER 


for Profits 


= by the bundle 


MetTAL LUMBER" is the 
fastest selling new prod 
uct to hit the electrical 
contractor trade. It 
solves a thousand and 
one on-the-job framing 
problems, fast and easy! 

Available in conven- 
ient bundles of either 
10- or 
complete with bolt and 


12-foot lengths, 





nut fasteners. Stock, pro- 
mote, and sell Republic 
METAL LUMBER... 
there’s a full profit in 


every bundle. 


Electrical contractors save on-the-job time 
and money in building conduit and cable 
supports, frames for mounting, other ap 
plications with Republic METAL LUMBER 


Please send information concerning available 
Republic METAL LUMBER distributorships 
Name Title 
Firm 
Address 


City _Zone State 


REPUBLIC STEEL 


BERGER DIVISION 
1158 Belden Ave.+ Canton 5, Ohio 


re | 
he 


* 


New York Hosts NEI Show 


Over 20,000 attend National Electrical Industries Show. 


ORE THAN 20,000. electrical 
distributors 


ers and members of allied fields 


contractors, build- 


of the electrical industries attended 
the Sth National Electrical Industries 
Show which was held at the New 
York Coliseum on March 6-9th 
The show, which was sponsored by 
the Eastern Electrical Wholesalers As- 
sociation, was one of the most pan- 
oramic electrical expositions ever pre 
sented to, by and for the trade, and is 
said to have been the largest electri- 
cal show expected to be held in the 
United States during 1960. Its dra- 
matic highlight was a display by Con 
solidated Edison Co. of a_ three-di- 
mensional model and animated flow 
diagram of the company’s $100 mil- 
lion Indian Point, N.Y 
tric generating station. This atomic 


nuclear elec- 
power plant, scheduled for comple- 
tion in 1961, is expected to produce 
enough electricity to serve the home 
needs of a million New Yorkers 
Placed beside a portrait of Thomas 
Edison, the model served as an illustra- 
tion of the show’s theme, “1880 to 
1960: An eighty year span from the 
first installation of electric current by 
Thomas Edison to today’s electricity 
by atom reactor.” 

Complementing the utility exhibit, 
displays of over 185 of the nation’s 
manufacturers featured latest new 
products on the market, 
many of which were being introduced 
to the public for the first time. Visitors 


electrical 


shuffled among the 300 exhibits in a 
din of dealers’ demonstrations and an 
atmosphere of flashing beacons and 
beaming lights, collecting samples, 
pamphlets and literature while at- 
tracted to magnetic models promoting 
the merits of 
products and equipment. Some of the 
more outstanding new products exhib- 
ited for the first time included thin 
ceiling heaters, hospital and apart- 
ment communication systems, power 
distribution systems, a new develop- 
ment in home illumination, 100-amp 
meter sockets, a unique fused circuit 
breaker, hand held diamond drilling 
units, a new line of generator sets, 
fluorescent 


manufacturers’ latest 


and colored long life 
Also, a new approach to low 
voltage wiring systems and a new 
method of laying a line in small size 
conduit were introduced. 

Tom Gopsill, spokesman for the 
EEWA, called the show, “the biggest 
and best yet—a merchandising show- 
case of the most updated products 
and equipment available to the elec- 
trical industries.” A visiting distributor 
from Ecuador, according to Gopsill, 
heard about the show and decided to 
see it. There was only one difficulty, 
he pointed out, the visitor couldn't 
speak English. But he did enjoy the 
show, Gopsill said. In any language, 
the show was a good opportunity 
for manufacturers to display their lat- 
est products and to talk to the electri- 
cal industry men they serve. 


lamps 
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DTX* Non-Metallic Sheathed Cable 


It's the WHITE wire. Non 
sticking, smooth and easy to 
pull, DTX will not flake off. 
Moisture and flame resist- 
ant, it is clean to handle 
and strips easily. 


Heavy Duty Portable Cords 


Available in Red-D-Prene 

{red or black neoprene jack- 
et) oil, heat and flame resist 
ant; Black Diamond (black 
rubber) for general purpose 
use; and Signal Yellow (yel- 
low thermoplastic) for all lo 
cations where heat is 
no problem. 


Diamond DUF”’ Type UF 


Thermoplastic insulated and 
jacketed non-metallic 
sheathed cable. Retards 
flame and has excellent resist- 
ance to moisture, corrosion, 


fungus, abrasion. UL listed 


Type SE Service Entrance Cable 


(Armored and Unarmored— Copper or Aluminum) 


May be used without conduit 
from pole to building and 
down side of building in 
places not subject to mechan- 
ical injury. UL listed. Neo 
prene Aluminum SE also 
available. 


Coiled Heater Cord Set 


It's new, convenient, safer to 
use. Non-tangling six-foot cord retracts to 18 
inches. Can be used on any heat-type appliances. 


Range Cord Sets 


=S Three wire set is 36 long. Rubber 
= 
molded cap, rubber jacketed cable 
steel strain relief. UL listed 


DIAMOND 
PRODUCT INDEX 


Diamond for years has concentrated on this 
“Basic Line” of wire and cable products . . . 
mixing them thoroughly with quality and 
prompt delivery. And remember, one source 
Diamond buying saves ordering time, elimi- 
nates error... increases your profits. 


600 V Building Wire Type THW 


New UL listed Thermoplastic 

building wire for 75° wet or 

dry application. Small dia- 

meter, slick silicone finish 

Standard colors in solid and Pa< 

stranded sizes 14 AWG ety 

through 4/0 take 
Wy 


Thermoplastic Insulated Type TW 


Diamond DTW is the small 
diameter building wire that 
is flame and moisture resist- 
ant. Eight permanent colors 
Small size allows more cir- 
cuits in existing conduits. Sizes 
14 thru 4/0 


Weatherproof Wire 


Triple braid weatherproof 
covering can be relied upon 
to meet severe climatic con- 
ditions. Available also with 
neoprene or polyethlyene in- 
sulation. Comes in solid and 
stranded, full range of sizes. 


Bare Copper Wire 


Soft drawn bore copper wire is 
available in a complete range of 
sizes, solid or 7 stranded 


ACT Armored Cable 
& Flexible Steel Conduif 


Suitable for general wiring in 
non-fire proof structures 
Two, three, four conductor. 





DIA 


> WIRE 


vi ON D 


and CABLE Company 


Sycamore, Illinois 


WAREHOUSES: Pittsburgh + Cleveland * Minneapolis « Denver « Dallas + Atlanta 
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Gidd-A-Phase | || 


ee 


FLOAT 


LOW WATER 
LINE 


> Piste age 


RE OUCER 





SUBMERSIBLE —> 
PUMP 








rx' 


 n«€"** a 


( means 3-PHASE 220 ort 
440 SUBMERSIBLE 
| OPERATION HERE | 


rom Single Phase Lines ' 


etintesniadssbineinenaden 


Now, get all the benefits of dependable 3-phase 
submersible pump operation and be assured of 
(rouble-free, continuous full power output with 
the ADD-A-PHASE Power Converter. Absolutely 
no expensive 3-phase wiring necessary. The 
Add-A-Phase is easily installed by any qualified 
electrician. 


UNIT BALANCES OUT 
PERFECTLY FOR ANY LOAD 


Gdd-A-Phase POWER CONVERTER 


@ 100% Rated Load 
e High Power Factor 
e@ Balanced Currents 


e@ No Loss of Work 
Power 


Write for Complete Information 


ADD-A-PHASE 
Div. System Analyzer Corp., Nokomis, Illinois 
without obligation, 


Gentiemen: Please send, 


complete details on your ADD-A-PHASE Power 
Converter 


Name Title 
Company 


Address 


State 


SEE FOR YOURSELF . package 
includes many case histories of the 
success of the Add-A-Phase 
years of trouble free use. IF YOU 
HAVE A SPECIFIC ELECTRIC POWER 
& PROBLEM GIVE US THE DETAILS 
| FOR RECOMMENDATION 


Dgultde dhe anestauanenandeenesas coed 





| 
l 
I 
| 
| 
| 
| 
| 
City | 
l 
| 
| 
| 
| 
| 
| 
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Among those attending the convention were 


LAX Electric, St. Paul: Charles Leavitt, 
sales manager (right), inspects equipment 
on trade show’s opening night 


Upper Midwest 


HI LARGEST REGISTERED 
ATTENDANCE on 


2,245 


record 

was chalked up at the 

Upper Midwest Elec 
Convention in Min- 


23rd annual 
trical Industry 
neapolis, Minn. last February 
including electrical dis- 


manutacturers, 


Delegates, 
tributors, contractors, 
and utilities, came from Minnesota, 
North and South Dakota, lowa, Wis- 
consin, Nebraska and Missouri. An 
estimated crowd of more than 7,000 
attended the industry’s 10th Biennial 
Trade Show in the Minneapolis Audi- 
torium. The trade show, held in con- 
junction with the convention, attract- 
ed 177 national exhibitors. 

e New Products Displayed—On dis- 
play at the convention were the latest 
developments and improvements rep- 
resenting “watts watt in electricity.” 
Visitors saw everything from built-in 
can openers to high voltage switch 
gear; from bathroom night lights to 
lighting displays for airport runways 
and athletic fields 
e Guest Speaker 
heard Allen 
Edison 


Some 300 dele- 
S. King, president 
of the Electric Institute, pre- 
dict that the electrical industry in the 
United States will build facilities 
in the next 10 years equal in capacity 
to all of those built in the last 78 
years. He noted that the industry has 
doubled its capacity every 10 years 
throughout its history. 

King made a comparison of Rus- 
sian power production with that of 
the United States and pointed out 
that the former’s generating capability 
today is 59 million kws, whereas, the 
U.S. total is 183 million kws. The 
U.S.S.R. expects to be producing 112 
million kws by 1965, he indicated. 
However, power output in the U.S 
will have grown to 245 million kws 
by that time, he estimated. 


gates 


FERMINAL | Electric O Woodward 
(left), president, with J. Ainslie, mfr. rep.; 
R. Lieb, N.C.E.L.; E. Turner, inspector 


Holds Meeting 


e Scholarships Announced The 
Minnesota Electrical 
nounced the establishment of 
scholarships for 1960 as 
to past members and 
industry. The 
thirty-second yea 
trical-contractor-dealers in the 
areas of the One grant 
made to Dunwoody Industrial 
tute, Minneapolis. The 
was made to the North 
School of Science, Wahpeton, 

Presiding at the opening session of 
the convention was Carl T. Bremicker, 
chairman of the North Central Elec- 
trical League 

Other 
four-day 
tion conference for utilities, 
pal plants and REAs; an 
contractor's forum; a commercial and 
industrial marketing rural 
electric development meeting and an 
all-industry banquet which concluded 
the convention. The annual Upper 
Midwest Electrical Industry Conven- 
tion is coordinated through the North 
Central Electrical League 


Association an- 
two 
memorials 
leaders in the 
association, now in its 
represents the elec- 
rural 
was 
Insti- 
second grant 
Dakota State 
N.D. 


state 


events during the 
central sta- 
munici- 


electrical 


special 
meeting were a 


session; a 


WESCO: Milwaukee dist. mgr. H. Till 
(left) is with mfr. rep. J. Byerwalter and 
elec. contractor Mel Williams 
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INTERESTED 
IN GREATER 


PROFITS? 


Mason RED ¢ DOT Conduit bodies 
are offered in a complete range 
of styles and sizes. Available 


a ic ‘4 f) 
Warehouse ' —_ tn, / Threaded or Set Screw. 
inventories yy ~ ' 


&, 


carried in the 
following cities: 


Mason RED ¢ DOT service 
entrance ells in a complete 
range of sizes plus the 
extra long 144” ASLB-XL4 


Mason RED ¢ DOT Type FS 
boxes. Complete range 
of types and sizes. 


Cast Aluminum Covers available for All Fittings. 


You will marvel at the appearance of these high-pressure 
aluminum fittings. Engineered for strength, these non-cor- 
rosive bodies will stand up under the most difficult conditions. 


Precision machining guarantees ease of assembly. 


Join the swing to RED» DOT — FOR 
GREATER PROFITS. Write today for 
the new illustrated catalog of the com- 
plete RED DOT Line. 


Sold only through authorized Electrical 
distributors. 


LE.Wabon "ya BOSTON 36, MASSACHUSETTS 
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ALLIS-CHALMERS 


SWITCHGEAR 


TRANSFORMERS 
REGULATORS 


MOTOR CONTROL 


CIRCUIT BREAKERS 


You profit by selling 


“ONE-SOURCE” 
EQUIPMENT 


You can lower your operating costs 
and increase your profits in a hurry 
by selling Allis-Chalmers electrical 
equipment. 

This one source for “teamed” 
equipment saves application time, 
and time of coordinating several 
different suppliers. A-C offers you 
maximum engineering help, too. 

Let’s talk it over. Profitable op- 
portunities are still open. For infor- 
mation, call your nearby A-C district 
office or write Allis-Chalmers, Dis- 
tributor Sales Promotion, Milwaukee 
1, Wisconsin. A-1291 
SEE US AT THE NAED CONVENTION 

MAY 1-4, DALLAS, TEXAS 


NRECA Meeting: 


Co-ops Oppose Tight Money 


Speakers at National Rural Electric Cooperative Assn. 
annual meeting hit tight money and high interest rates. 





'€A RIGGED affair for distrib 
uting the wealth and income of 
the land it transfers income and 
wealth from the lower income and 
middle income groups . to those al- 
ready rich,” this was the view of the 
Administration’s tight money policy 
as expressed by Clyde T. Ellis, 
NRECA general manager, at the as- 
sociation’s 18th annual meeting held 
recently in St. Louis. The occasion 
also set the stage for the 25th an- 
niversary of the founding of the Rural 
Electrification Administration 
Of the more than 5,500 managers 
directors and members of rural elec- 
tric cooperatives who attended the 
four-day event, the dominant opin- 
ion was that the Administration’s 
present tight money policy and high 
interest rates are a_ deterrent to 
growth 
e For Level Rates—‘I urge that 
instead of seeking to double or 
treble the cost of money to REA 
cooperatives that our govern- 
ment attack with equal energy the 
important task of holding interest 
rates for all people at a reasonable 
level,” Ellis told the audience 
One of the main issues of the 
meeting was the matter of the rural 
electric cooperatives’ 2° interest rate 
below the cost of money to the 
treasury. However, it was 
speakers against the back- 
ground of high interest rates in gen- 


federal 
cast by 


eral 

In addition to calling the tight- 
money policies of the Administration 
“a rigged affair,” and pointing out 
that credit squeezes have almost al- 
ways been followed by business set- 
backs, Ellis elaborated on the co-ops’ 
fight against any hike in the REA 
rate with the opposition to higher 
interest rates generally. “In our cur- 
rent monetary struggles, one group 
after another has been battered down 
by the captains of tight money 

“The veterans lost their battle 
against high interest. Farmers lost 
their fight to hold down Farmers’ 
Home rates. Farm credit rates are 
up. PCA rates are up. Housing rates 
are up. Only the rural electrics have 
survived it. 

“The same _ philosophy surrounds 
the tight-money drive on REA. They 
want you to be gouged with everyone 
else.” 
¢ More Opinions—Among __ other 
speakers present was Rep. Carl Albert 


(Okla.), who stated: “proponents of 
high interest rates and tight money 
policies are in the saddle today. 
They are doing everything in their 
power to increase interest rates paid 
by the government borrowers, such 
as rural electric co-ops .. . The 
interest rate on (REA) loans is 2% 
and we intend to keep it there.” 
Congressman H. Carl Andersen 
(Minn.) attacked high interest rates 
also. However, he emphasized the 
market for electrical equipment and 
appliances which the co-ops have 
created. 
e Administrator Voices Opinion 
REA administrator David Hamil 
urged the co-ops to get away from 
the 2% He said, “. .. I am 
certain that many of you could ab- 
increase with- 


subsidy 


sorb a cost-of-money 
out changing your rate structure in 
the slightest and you would reap 
rewards in_ public 
praise that would more than offset 
the higher interest payments.” Hamil 
also urged the co-ops to reconsider 
the President's recommendation for 
a mutually-owned financing institu- 
tion 

Former TVA_ chairman Gordon 
( lapp told the Co-Ops that they could 
help insure their future “by (the) 
vigorous pursuit of G&T programs.” 
He told them to form more and 


stronger federated co-op groups too 


acceptance and 


in order to get generation and trans- 
mission loans 

e Other Topics 
the other discussed at the 
meeting was the planned _ Silver 
Jubilee program to celebrate the 25th 
anniversary of REA. The problems 
of power supply for rural electric 
co-ops and the cry for comprehensive 
resource and water basin development 
by the federal government were also 
raised. 


Discussed—Among 


topics 


California Distributor 
Starts Arizona Operations 

SAN DIEGO—Electric Supplies 
Distributing Co., of this city, has an- 
nounced the start of operations in 
Tucson, Arizona, where a subsidiary 
Arizona corporation has been formed 
to distribute wholesale electric con- 
struction and maintenance supplies in 
that area 

According to Fred. G. Goss, presi- 
dent of the firm, another subsidiary 
has been formed to operate in El 
Cajon, on April Ist 
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ENGINEERING HELP 


a 


i 


SALES TRAINING 


See us at the NAED Convention, May 1-4, Dallas, Texas 


These four franchise features help you 


make more 


When you distribute the Allis-Chal- 
mers control line, you get help spe- 
cially planned for you and other 
industrial distributors like you. 


Promotional programs are fresh — 
exciting — stimulating. Promotional 
bulletins, sales kits and visual aids 
help your salesmen do a better job. 


Sales training meetings... in your 
place of business . . . at the factory 
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.. . help you keep your salesmen 
fully informed about new control 
products and selling techniques. 


Engineering help on tough selling 
problems and unusual applications 
is quickly available from your local 
A-C district office. Regional and fac- 
tory specialists are also available. 


In addition, recommendations and 
help on profit-affecting procedures 


money with motor control 


such as accounting and finance are 
always easy for you to obtain from 
Allis-Chalmers, 

Franchises are now available in 
some areas for control, compressors, 
motors, pumps, and transformers. 
For complete information, call your 
nearby A-C office or write Allis- 
Chalmers, Industrial Equipment 
Division, Milwaukee 1, Wisconsin. 
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Why be puzzled 
about 
time switches? 


SPECIFY PARAGON 


the 40-amp T-rated switch line 


Get the benefits of completely 
automatic time control 


Astro DIAL keeps pace with the sun! 
Time switch can be set to go ON at 
sunset, OF F at sunrise... or OFF at 
any other preselected time. Seasonal 
changes do not require resetting time 
control. Astro Dial is easy to read... 
easy to set... the easiest way to con- 
trol time. 

SPRING-WOUND CARRYOVER 
keeps time switch operating perfectly 
despite failures in power. Electrically 
wound mainspring provides ample re- 
serve running time. Escapement regu- 
lates the carryover device. After power 
is restored, mainspring is wound by 
synchronous motor which operates the 
time switch. Specially designed cam and 
lever prevent spring from overwinding. 

Astro Dial and Spring-Wound 
Carryover are just two of Paragon’s 
exclusive time control features. For 
further information on these... and 
many others...write for Bulletin 5919. 


ASTRO DIAL 
4000 SERIES 


PARAGON 


ELECTRIC COMPANY 


1630 Twelfth St. « Two Rivers, Wis. 
TIME 1S MONEY — CONTROL IT WITH PARAGON 
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Business Outlook: 





Spring Spurts Sales 


Here is the latest monthly report 
on business as prepared by the Mc- 
Graw-Hill Department of Economics. 

Automobile production for most of 
this year will be lower than the very 
high rate set in January. The January 
rate, if maintained, would have over- 
built dealer inventories even if 
were selling at the rate of 7 million 
a year, which they were not. There 
will, in any event, be almost 1 million 
showrooms for the 


ca©rs 


cars in dealers’ 
spring selling season. And if the pub- 
lic shows a disposition to snap these 
up, production can always be _ in- 
creased again. 
e What About Steel? — As to 
steel, the auto industry — and other 
durable goods makers are endeav- 
oring to get along with inventories 
that are geared pretty closely to cur- 
rent production, instead of piling up 
inventories that might not be needed 
later. The durable goods industries, 
contrary to some expectations, have 
not gone on a speculative spree of 
inventory building just because the 
steel strike is over. After rapidly re- 
building their minimum working in- 
ventories, they have settled down to 
a more sustainable pace. It still seems 
clear that 1960 will be a very good 
year for business. Even without a lot 
of excess inventory accumulation, 
this year will set new records in gross 
national product and industrial pro- 
duction. But it also seems clear now 
that we have a chance to avoid a 
roller coaster series of ups and downs 
in the course of the year. If business 
continues to plan conservatively, we 
shall maintain a high level of pros- 
perity throughout the year and into 
1961. 

Of course, there is still a chance 
that business will catch spring fever 
And if the result is a new surge in 
sales of cars for spring driving, tele- 
vision sets for spring ball games and 
Easter finery for you know whom- 
the present conservative mood of busi- 
nessmen may vanish with the winter's 
chill. We may yet see a delayed rush 
to build up inventories at the rate of 
$9-10 billion a year, as well as some 
hastily conceived new plans to ex- 
pand plant capacity. But if spring 
does not bring about this touch of 
seasonal madness, we shall have to re- 
concile ourselves to a level of 1960 


business that is merely the best ever. 


Spring Sales 


As one key indicator, personal in- 
come —now at an annual rate of 


$395 billion will rise this year to a 
rate of $415 billion or more by year- 
end. This will easily finance a rise in 
the rate of consumer expenditures 
from $323 billion currently to $340 
billion before 1960 is over, making 
the cash registers ring at a record 
clip for all types of retail stores. 
Don’t be fooled by the fact that Eas- 
ter is late this year—which may take 
a bit off March In seasonally 
adjusted terms, the trend is up in the 
dimensions just noted. 

With personal income and con- 
sumer spending at these rates, it 
seems clear that business activity gen- 
erally will rise throughout 1960 
since consumer expenditures account 
for *3 of the national prod- 
uct even if individual in- 
dustries, like steel, level off for special 


sales 


2PTOSS 


some 


reasons. 

e But Not Inflation 
these outlooks for 
rising level 


However, as 
we've stressed in 
several months 
of business in 1960 does not—in all 
likelihood — mean much in the way 
of rising prices. Costs are rising in 
many industries. And wherever de- 
mand is strong enough, there will be 
price increases. But in most lines of 
manufacturing, capacity is so ample 
and competition so rough that a price 
boost of more than token dimensions 
can’t be put across. Accordingly, the 
rise in consumer expenditures that we 
have forecast will be accompanied 
not by a sharp rise in the cost of liv- 
ing, but by continued bargains at the 
supermarket, Macy’s and the corner 
gas station. So far as automobiles are 
concerned, any expansion of retail 
sales toward the magic figure of 
million seems to depend on putting 
out more small cars, or discounting 
more heavily on the prices of stand- 
ard models. 

All of this is good for the consumer 
but poses difficulties in the way of 
marking large profits. And the sus- 
picion that the early 1960s may not 
bring forth the same kind of profit 
margins that blossomed in 1955-1956 
is, in the moment of truth, what really 
worries Wall Street. The stock market, 
too, has its spring fancies, and it 
would be unusual if we didn't get 
another upward sprint sometime in 
1960. But with no inflation in prices 
or profit margins, the sprint will 
not last very long. This, in itself. is 
no tragic portend for business—which 
can get along very well without the 
shocks to confidence that occur from 
a boom and bust stock market. 


now, a 
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BOSS... COMPLETE LINE OF ELECTRICAL ENCLOSURES 


BOSS J.1.C. Wireway and Fittings 


: ~ Flanged Hinged Cover Wireway & Fittings %, 
: Flangeless Screw Cover Wireway & Fittings 
Flangeless Hinged Cover Lay-In Wireway & Fittings 


“The Line of Least Resistance” 


, aN. You can always be sure of excellent quality 

‘\ 4 and prompt delivery on stock or “specials” 
J. 1. C. Box with the complete line of BOSS Boxes, 
with P Wireway and Fittings. 


Job-engineered for quick, easy installa- Type “A” Box 


tions, BOSS enclosures are code gauge 
steel, have smooth corners, with firm but 
easy knockouts. All units are UL approved. 
Finished in durable gray baked enamel. 





BOSS now also offers you new Oil Tight | 
Push Button Enclosures for excellent pro- 

tection against oil, dirt and liquids. 

Write for Catalog on the complete line 

of BOSS Electrical Enclosures. 


Sold thru leading distributors Screw Cover Pull Box 





Oil Tight 
Pushbutton Enclosure everywhere. 





NEMA 12 Cabinet 


Telephone Cabinet 


Transformer 
Cabinet 


You can rely on BOSS for custom fabrication of your “‘specials”’ of any type 


THE HUENEFELD CO. Engineered Products Division 
2701 SPRING GROVE AVE. CINCINNATI 25, OHIO 


-_ 
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get a better deal 
aw. RADIANT LAMPS 


Only RADIANT offers you 


A complete line of standard and hard glass industrial mercury and in- 
candescent lamps. Radiant’s customer list reads like a “Who's Who” of 
American industry 


Many exclusive lamp types, wattages, and voltages to meet special re- 
quirements of customers 


Top quality standards for life 
and light output. Radiant 
Lamps are on the approved 
list for government contracts 


AND »w- > yl 


/ \ 


. R60 and R80 Hard Glass 
Reflector 
Mercury Lamps 


R40 Long Neck 
Hard Glass 
Reflector 
Lomps 


BT Type 


Mercury Lamps R40, R60, RBO 


Hard Glass Reflector 
Incandescent Lamps 


Let us show you how you can earn bigger profits and open new accounts 
with exclusive lamps which we developed to help our dealers meet their 
customers’ special needs. We offer engineering assistance for your light- 
ing problems. Write, wire or phone Bigelow 3-6850 for details without 


— Send for Bulletin 89 


PM RADIANT LAMP CORPORATION 
~SBO0™, Industrial Lamp Specialists Since 1938 


300 Jelliff Avenue Newark 8, N. J. 


Manufacturers of Lamps from 50 to 10,000 watts for PROJECTION © SPOTLIGHT e FLOODLIGHT e INFRA-RED 
AERONAUTICAL @ MOTION PICTURE PRODUCTION e@ MERCURY VAPOR e GENERAL SERVICE 


e Not-So-Tight Money - It may 
even be that the sobering down of the 
stock market will indirectly prove 
quite helpful to business activity. As 
less money is attracted to speculation 
in the market, more of it may even- 
tually pile up in savings institutions, 
which buy corporate bonds and resi- 
dential mortgages. Hence, the outlook 
for financing new private construc- 
tion is likely to improve as the year 
goes on. In fact, it already seems 
clear that the period of increasing 
tightness is about over. 

One reason the money markets 
have stopped getting tighter is the 
ability of manufacturing corporations 
to finance most of their new plant 
and equipment from their own earn- 
ings and depreciation allowances. In 
fact, some lenders who had expected 
a heavy flow of applications for cor- 
porate loans are now getting more 
interested in home mortgage lending. 
Loans of all types are still at high 
interest rates, and by no means easy 
to get. But the severest phase of the 
expected credit squeeze has not oc- 
curred thanks to the large cor- 
porate cash flow and the stock market 
simmering down 
e 1961 and After All of these 
developments more conservative 
inventory policy, no real inflation, a 
simmered-down stock market and a 
less severe credit squeeze put busi- 
ness for 1960 on a more sustainable 
footing than it was before. The out- 
look is still bright for this year—ex- 
tremely so. And it’s far brighter for 
1961, and after, than it would have 
been if the early months of 1960 had 
seen a sky-high boom 





Utilities Plan For 
Future Expansion 


NEW YORK—Electrical utilities in 
the United States, excluding Hawaii 
and Alaska, plan to add 58.4 million 
kws to their 156.6 million kws of gen- 
erating capacity in the next few years, 
reports Electrical World, a McGraw- 
Hill publication 

Planned total capital spending for 
all purposes during the next five years 
is $24.9 billion, a 14.5% increase 
over the $21.7 billion spent by utilities 
from 1955 through 1959. Plans call 
for a $4.9 billion outlay this year, 
$4,847 million in 1961, $5,149 mil- 
lion in 1962, $5,037 million in 1963, 
and $4,932 million in 1964. 

In a survey, the magazine noted 
that the 58.4 million kws planned ca- 
pacity expansion is slightly less than 
the 60.9 million kws planned at this 
time last year. The new figure follows 
two successive record years—13.2 mil- 
lion kws added in 1958 and 13.5 mil- 
lion kws in 1959. 
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in ic wil ve on 
a 8g yas mang 


REPETITIVE ACCURACY — Unique tog- FLEXIBILITY — All operating heads can FRONT MOUNTING REAR MOUNTING 
gle blade action assures operation at be rotated and fastened in any of four 
precisely the same point each time, positions 90° apart 

without adjustment 


All Allen-Bradley Limit Switches can be mounted 
either from the front or from the rear 


Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, Wis. * In Canada: Allen-Bradley Canada Ltd., Galt, Ont. 


ALLEN-BRADLEY woror 


CONTROL 
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This ad is working for you in Electrical Construction and Maintenance, Contractors’ 
Electrical Equipment, and other leading business publications your customers regu- 


larly read. 


si DROMOO Mab 


DRILL-N-ANCHOR 


= 


DURATHERM 


HEAT TREATED TO... 


DRILL FAST! 


Install a Saber-Tooth anchor in only 45 seconds! Core 
action Urilling cuts only the masonry around the hole’s 
perimeter . . . the core crumbles and ejects out the 
chuck hole. DURATHERM-hardened teeth drill the tough 
est masonry... even granite! This anchor that drills 
its own hole saves you buying or sharpening drills, 
eliminates matching drill and anchor sizes, measuring 
for proper hole depth. 


HOLD TIGHT! 


A 7%” Saber-Tooth holds nine tons! DURATHERM-treated 
teeth undercut the drilled hole and expand deep in the 
masonry, back-tapered ridges add resistance to pullout, 
for highest holding power. . . the concrete or the bolt 
will usually break before the anchor comes out! UL, 
FM approved, in full range of sizes and styles, including 
3/16” snap-off flush-type, especially for electrical work. 


Get all the facts on Saber-Tooth and 
other masonry anchors. 

For a FREE py of the new “Masonry Anchoring Hand 

nplete specifications on ali 

types of onty anchors and dr ask your supplier or local 

Rawipiug branch, or send th upon t 


book,” with helpful hints and ¢ 


The RAWLPLUG Company, Inc. 
202 Petersville Road, New Rochelle, N. Y 


Please mail my FREE copy of the ‘‘Masonry Anchoring Handbook"’ to 


Name 
Title 
Company 


Address 


aarti ee ee ee ee a a a ce 
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Price Fixing: 


Supreme Court Limits 
Price-Fixing Role 

WASHINGTON Ihe Supreme 
restricted the tech- 
manufacturers can use, at 
least in states lacking a “fair trade” 
law, to keep retail prices of their 
products from being reduced below a 
fixed level. In a 6-to-3 decision, the 
high court lower court 
finding which had dismissed a gov- 
ernment anti-trust complaint against 
Parke, Davis & Co., the pharmaceuti- 
cal firm. 

Under the Supreme Court ruling 
the majority opinion held, it is still 
legal for a manufacturer to make “a 


Court has sharply 
niques 


reversed a 


simple refusal to sell to customers who 
will not resell at prices suggested,” 
but the decision outlaws acts “beyond 
that simple refusal.’ 

In a dissenting opinion by Justice 
John Marshall Harlan, and Justices 
Felix Frankfurter and Charles E. 
Whittaker, they said that the court 
had made a vital change in antitrust 
law by sending “to its demise” a doc- 
trine first established in 1919, in the 
case of United States V. Colgate 
e Colgate Case Cited—The Colgate 
case held that the Sherman act left 
manufacturers free to choose their 
customers. Thus it was legal, the court 
said, for a company unilaterally to 
announce retail prices and then to 
refuse to sell to dealers who would 
not abide by them 

The Colgate doctrine was limited 
to unilateral retail price-fixing. It did 
not cover contracts or agreements 
between manufacturers and whole- 
salers or retailers to maintain resale 
prices. Subsequently, Congress enacted 
statutes permitting such resale price 
maintenance by agreement wherever 
legal under so-called fair trade laws 
e Parke-Davis Case Cited—Here is 
the high court’s presentation of the 
Parke-Davis case: In 1956, according 
to the Court record, the drug manu- 
facturer was bothered by price cut- 
ting on its vitamin products by some 
drugstores in the District of Columbia 
and Virginia, both of which lacked 
“fair trade” laws specifically author- 
izing retail price-fixing by manufac- 
turers. To enforce rights it thought it 
had under the old Colgate decision, 
Parke-Davis launched a plan of action. 
This involved visiting wholesalers and 
telling them the company would cut 
off their shipments if they sold to 
price-cutting retailers. 

e Enforcement Illegal—Each whole- 
saler was told his competitors were 
being approached, and all of them 
assertedly agreed to cooperate. The 


ELECTRICAL WHOLESALING—April, 1960 





NATIONWIDE SALES AND SERVICE 


ATLANTA, GEORGIA 
Cary Chapman & Company 
672 Whitehall Street S$. W 


BIRMINGHAM, ALABAMA 
Cary Chapman & Company 
2516 Eighth Court North 


BOSTON, MASSACHUSETTS 
A. J. Hurley 
273 Congress Street 


CHICAGO, ILLINOIS 
D Davis & Company 
2919 N. Paulina Street 


CLEVELAND, OHIO 
Kilkenny Company 
1729 Superior Avenue N. E 


DALLAS 2, TEXAS 
G. E. Anderson Company 
1901 Griffin Street 


DENVER, COLORADO 
Rocky Min. Electric Sales Co 
16 Wazoo Market 


DETROIT 2, MICHIGAN 
Alva A. Togesen 
801 Stephenson Building 


ELIZABETH, NEW JERSEY 
Brown Associates 
663 Pennsylvania Avenue 


GREENSBORO, NORTH CAROLINA 
Cary Chapman & Company 


1009 S. Elm Street 


HAMDEN, CONNECTICUT 
Mills Talbot & Company 
P.O. Box 4212 


HIALEAH, FLORIDA 
Cary Chapman & Company 
301 E. 10th Avenue 


HONOLULU 16, HAWAII 
Mr. Harold D. Kroh 
836 Ocean View Drive 


KANSAS CITY 1, MISSOURI 
Schooler-Gorman Company 
1224 W. 9th Street 


LOUISVILLE, KENTUCKY 
Thomas W. Bullock Company 
121 Breckinridge Lane 
Colonial Building 


LOS ANGELES, CALIFORNIA 
Airelectric Incorporated 
120 S. Hewitt Street 


LOS ANGELES, CALIFORNIA 
Collyer Electric Wire Sales Co 
2800 E. 12th Street 


MILWAUKEE 13, WISCONSIN 
Goehler and Adams 
6033 W. Bluemound Road 


MINNEAPOLIS, MINNESOTA 
M. J. Pelletier 
1015 N. Third Street 


NEW ORLEANS, LOUISIANA 
Cary Chapman & Company 
213 S. Front Street 


YORK 7, NEW YORK 
H. W. Emery & Company 
30 Church Street 


NEWTON 67, MASSACHUSETTS 
Mr. William M. Selig 
99 Waban Hill Road North 
PHILADELPHIA 7, PENNSYLVANIA 
W.A. Leiser & Company 
1219 Race Street 


PITTSBURGH 22, PENNSYLVANIA 
Mr. Vincent P. Oatis, Jr 


Investment Bldg 4th Avenue 


PORTLAND, OREGON 
Bruce Emmett Company 


830 S. E. Alder Street 


ROCHESTER 8, NEW YORK 
Mills Talbot & Company 
1 Flint Street 


ST. LOUIS 22, MISSOURI 
Henderson Sales Company 
13014 Manchester Avenue 


SALT LAKE CITY 15, UTAH 
Bruce Emmett Company 
410 Wall Street 


SAN FRANCISCO, CALIFORNIA 
The Baxter Company 
101 Kansas Street 


SEATTLE, WASHINGTON 


SELECT 
Collyer RHW 


Collyer Style RR 
(RHW Insulation) 
Collyer Style RR 
(Butyl Insulation) 
Collyer VCB with 

or without inter- 
locking armor 
Collyer VCL with or 
without protective 
neoprene sheath 
Collyer Self-Supporting 
Aerial Cable (Butyl 
Insulation) 


Collyer Type AVA —— 


Collyer Type AVL ——____ x 
Collyer Silicone Power * 
Cable 


—— 


= 











ANYWHERE... 
ANY KIND... By \aea) 





Collyer SE Style U or A 


Collyer Neutral Supported en 


Service Cable 














Collyer Type AVB ee 








Collyer Type TA 


Collyer C-141 (Poly- 
ethylene, Nylon, PVC) 


Collyer RR Control 
Cable (Oil Base Insulation) 


Collyer SJ or SJO, Light Duty 
Collyer S or SO, Heavy Duty 


Collyer Type W 
Collyer Type G 


Bruce Emmett Company 
1016 First Avenue S We'll be glad to see you in 
Conference Booth 513, May 1, 2, 
SPOKANE 15, WASHINGTON & 3, Dallas Memorial Auditorium 
Bruce Emmett Company 
N.5923 Drumheller Street 


COLLYER INSULATED WIRE COMPANY 
261 ROOSEVELT AVENUE 
PAWTUCKET - RHODE ISLAND 





e 2 program also involved calling upon 

Pro ductive each of the retailers involved, indi- 

° vidually, and telling him that if he did 

not stop cutting prices he would not 

be able to get supplies either from 

the manufacturer or wholesalers. Each 

CUTTING ee retailer was told his competitors were 
THREADING . gue . being given the same treatment 

eapasec vie < Such an active enforcement pro 

UP TO 2” PIPE x gram, the High Court has ruled, ts 


c illegal. “If a manufacturer is unwill- 
OR CONDUIT a ol 4) ing to rely on individual self-interest” 

of retailers to get voluntary elimina- 
ALSO BOLTS 


tion of price competition, it declared, 
the merchants’ cooperation “is not 
then a matter of individual free 
choice prompted alone by the desir- 
ability of the product.” The product 
“then comes packaged in a competi- 
tion-free wrapping the manufac- 
turer is thus the organizer of a price 
maintenance combination or conspir- 
acy in violation of the Sherman Act.” 


End To Policing 

The government's chief trust-buster, 
Robert A. Bicks, has predicted an 
end to manufacturer-distributor agree- 
ments to police “suggested” resale 
prices among retailers in fair trade 

and non-fair trade areas 
Bicks, head of the anti-trust divi 
, sion of the Justice Department, said 
But, that’s not all corporate attorneys, with an eye to 
the Supreme Court’s decisions, are ex 


IT’S RUGGED AND pected to quickly advise manufacturers 


to discard such policing agreements 


BUILT TO LAST! which have now been labeled as 
bd conspiratorial 

e Pressure On—The Justice Depart- 

LOOK... ment will stamp down hard, he 


warned, on those who continue illegal 


"4 To Trans , () 80 P 
Masy lo Tran port nly 180 Pounds price-fixing schemes. no matter where 


10 Inches Of Carriage Travel He stated that in the 30 states 
Improved Chuck— No Projecting Jaws which still have fair trade laws, manu 
You Can Work W ithin ” Of Face facturers have tended to steer away 
Chip Problem Virtually Eliminated from the legal procedure of seeking 


Coolant Is Directed Automatically On court injunctions against price-cutters 


Work With Easy Flip Of Spout Instead, they frequently have resorted 
to more informal approaches, like 


Transmission Is Sealed Self-Contained 
getting wholesalers to stop selling to 


Unit. Easily Accessible. Accurately 
Cut Helical Gears, Ball Bearing 
Throughout 


cut-rate retailers, and using other 
direct pressures against such retailers 
nae : ; In light of the Supreme Court de- 
@Spindle Bearings Factory Lubricated | cision, such “informal” or extra-legal 
e Motor— Ample Power, easily Accessible | methods would fall within the area 


e Full Visibility To Work forbidden by the Sherman Act 

e Kasy To Read Thread Gauge 

| Supreme Court Ruling 

| Raises Vital Issues 

ORDER YOUR STOCK NOW ~MAKE SURE YOU | NEW YORK—Principally at issue 
fol . in the Supreme Court’s decision is 

ARE READY FOR SALES COMING YOUR ' | whether a manufacturer selling to a 

retailer who does not observe sug- 

gested lists or minimum resale prices 

may, if he so desires, stop selling to 


that dealer. Another facet of this is 
the question of what exactly is meant 
by the freedom of a manufacturer 


and/or distributor to choose those to 
whom he will, or will not, sell. 


Write for literature 





PIPE THREADERS e@ PIPE WRENCHES e¢ PIPE MACHINES 


TOLEDO PIPE THREADING MACHINE CO. TOLEDO 4, OHIO 
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Now you can weld a perfect, permanent 


electrical connection every time with 


BURN DY 


thermOweld 


... connects easily 
and economically 
to any copper 


conductor or 
steel structure 


Get a permanent 
THERMOWELD connec- 
tion quickly...nmever cor- 
rodes or loosens, costs 
little to install, Current- 
carrying capacity higher 
ida¥- la mmorelale elon ce) am 


You can THERMOWELD almost 
all steel or copper connections, 
including... 


-_ ) 
2 } Came TO 
cas.e TO 
®00 


Came 
— 


Weld anywhere, to cable or Pour welding powder into Close cover and ignite THERMOWELD fires every 

flat, with this compact, light- mold, tap to release starting charge with flint gun. Fast- time. Cartridges sealed in 

weight THERMOMOLD. Com- charge. Unique composition burning powder fires every polyethylene envelopes with 

pletely self-contained... of starting charge prevents time. THERMOWELD reac- A aberrnfagee ne | a oe. 

needs no external source of mixing with welding pow- tion forms liquid copper can t ie full starting 

power, no special skill. der, assures positive. firing. which fuses conductors into charge assures ignition 
Slag easily removed. re Metelite mete) *)¢)-1@maal-b-o 


All components are available from your local Burndy distributor. Ask him or your Burndy representative for a demonstration 


=ReR a 


Norwalk, Connect. In Europe: Antwerp, Belgium Ife) cen) comm Or- fale ler] 
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Your Customers Need These 


MORE GRIPPING POWER... 
for all nuts. Puts a wrap-around 
grip on hexes that just won’t slip. 
Because you’re pulling with at 
least three flat sides at once, you'll 
never round off shoulders. Works 
on square nuts, unions and 
flat-heads, too. Smooth jaws 
won’t even mar polished or 
plated surfaces. 


RUGGED CONSTRUCTION... 
built good and solid. Thin but 
extra-strong jaws slip into tight 
places. The first time your cus- 
tomers use a hex wrench they'll 
know that here’s a wrench they’|l 
use for a long, long time. It’s 
every bit as rugged as the popular 
Rita0 Pipe Wrench. 


They’re the 
Perfect Mate 
to Every 
RIFaID — 
Pipe Wrench 
You Sell! 


Six Sizes with Maximum Jaw 
Openings of 16", 1'2", 1%", 
2/2", 3a" and 47%" across flats. 


Ribkaib 
No. E-110 Offset Hex Wrench 
Big Jaw, Short Handle for Sink and 
Tub Drain Nuts—Maximum Jaw 
Opening—2%”’ across flats 


Rikaib 
No. E-11 End Hex Wrench 
Offset Jaw for Easy Work in Tight 
Places 
Maximum Jaw Opening— 
1A” across flats. 


Order your stock of these new easy-to-sell 
Rieti Hex Wrenches today! 





Several legal sources consulted con- 
tend that a manufacturer and/or dis- 
tributor could stop selling to a dealer 
who did not abide by a suggested 
price schedule provided that no other 
action was taken to prevent the dis- 
franchised dealer from securing mer- 
chandise from other sources. 

In other words, the manufacturer 
or the distributor can stop selling to 
this account, but may do nothing to 
insure that the dealer does not acquire 
merchandise through transshipment 
from other distributors and/or dealers. 

Another viewpoint is that the free- 
dom to choose to whom to sell or not 
to sell can be exercised only with new 
accounts to whom no sales have pre- 
viously been made. Once a manufac- 
turer starts selling to a dealer, then 
discovers that the dealer is not abiding 
by suggested price schedules, he can’t 
stop selling to that retailer on those 
grounds. 


Ruling May Result 
In Fair Trade Bill 


WASHINGTON The Supreme 
Court’s latest ruling involving manu- 
facturer’s attempts to enforce mini- 
mum prices may force fair 
trade proponents into seeking further 
consideration for the federal fair trade 
bills. 

A House bill (H.R. 1253) to pro- 
vide federal fair trade is presently on 
file in the House Rules Committee, 
waiting clearance for floor considera- 
tion. This measure was sent to the 
committee last year after winning ap- 
proval of the House Interstate Com- 
merce Committee 


resale 


North of the Border: 


Electric Heat Is 
Warming Up In Canada 


FORONTO, Ont., Canada—Elec- 
tric heat is bringing warmth to many 
Canadians, as it is doing for Ameri- 
cans in the U.S., and the market has 
great potential. For some details on 
how electric heat is defrosting cold 
Canadian winters here is the picture 
as presented by the Electric Service 
League of Ontario 
e Climate—Many people feel that 
Ontario’s winters are too severe to 
make the use of electricity as a house 
heating medium a practical and eco- 
nomical method. According to a map 
prepared for the purpose of showing 
“degree days” the Sudbury North 
Bay area is in the 9,000-degree day 
zone, the Huntsville Ottawa section 
is in the 8,000 degree day area while 
the Sarnia-Niagara Falls region is in 
the 7,000 degree day zone. This there- 
fore means that all of Southern On- 
tario is within the same temperature 
zones as is over one-third of the 
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j Sat-T-Lok* CONSTRUCTION 
Snaps Open! Stays Open! Snaps Shut! 


AMERICA’S LARGEST LINE OF WEATHERPROOF 
DEVICES and COVERS! 


Write For Detailed Catalog 
SEE US AT BOOTH 313 NAED CONVENTION 
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Profit-minded dealers agree... 
United States. The U.S. has over 

500,000 houses heated by electricity, 

a large percentage of which are lo- 

cated in temperature zones similar to 

RAMSET FASTENING Sy AYE) that of Southern Ontario. In the Prov 

ince of Quebec, there are some 1,500 

electrically heated houses in areas 


MEANS BIG VOLUME which exceed 9,000 degree day aver- 
Sees ages 


© Operation—Electric house _heat- 


ing came into being in Ontario in July 
of 1958. As a result of this very few 
installations were completed in time to 


experience a complete heating season 
during the following winter; however, 
those houses which were built at that 
time plus the large number construct- 
ed during 1959 will provide an ex- 
cellent cross-section picture of the 
cost of electric house heating follow 
ing the conclusion of the present heat- 
ing season. In the meantime it can 
only be said that in most instances 
the actual operating cost is proving to 
be very close to the calculated cost 
and that in the majority of installa- 
tions the cost, in comparison to that 
of other fuels, is proving to be com 
petitive or only slightly higher par 
ticularly when such items as service 
contracts, cleaning contracts, repairs 
and maintenance costs are taken into 
consideration 

There is no doubt that the people 
of Ontario will demand this new form 
of house heating in ever increasing 


numbers; in fact, builders are already 





finding that their electrically heated 
houses are finding a ready market 
» and that they provide him with a val 


; able new sales feature in a market 
~ - l han ua 
| . st . Dealers a dling which is daily becoming more com 


Ramset are accus- petitive 
tomed to quick turnover 
and consistently big volume. 


Lighting News: 


Panama Canal Features 


Ramset powder-actuated , : , 
— New Lighting Fixtures 
heavy-duty fastening tools and 
NEW YORK—Approximately 900 


Shure-Set hammer - powered light- fluorescent fixtures have been sched- 
fastening tools can set a variety of uled to be installed along the six and 

. one-half le stretch of the fi ze 
fasteners into steel, concrete and other 8 ase Rh nea eee acta 
Gaillard Cut in the Panama Canal 

hard materials up to 15 times faster! The fixtures are being shipped to 






Once a contractor buys a Ramset or Panama by Sylvania Lighting Prod- 
ucts, a subsidiary of General Tele 
Shure-Set tool, experience proves he comes phone & Electronics Corp. The units 

back again and again to repeat and increase are controlled reflector type 
‘ Governor W I Potter of the 
his orders for fasteners and powder charges. Panama Canal Company said “the 
Ramset, the best-known and most widely used proposed illumination of the Gaillard 
system in the world, is heavily-advertised, offering ( = ra the age Miguel approaches 
Wilt De a Major actor In improving 
dealers a ready-made market in the booming the utility of the canal. When the 
construction and maintenance fields. : installations are completed, it will 
: be possible for two-way night-time 
It will certainly pay you to look into the Ramset line. transits to be effected, greatly expedit- 
Write direct for further information ing traffic and reducing to a great 


degree present scheduling difficulties.” 

The fixtures, when installed, will di- 
rect controlled-light onto the canal 
banks 


FHiamset Fastening System 


LIM MATHIESON MICA RP NINCHESTER- WESTERN DIV 286.0 WINCHESTER AVE WEW HAVEN 4 COMM 





3213-1 * 


WIRING 
EVICES 


ag 


whatever your 
wiring device 
needs 


CIRCLE F devices give you 
everything you want—and you save 
money, too! High quality, low cost 
Circle F wiring devices provide 
fast, easy installation, trouble-free 
service and eliminate call-backs. 
Precision engineering and quality- 
controlled production plus rugged 
construction guarantee customer 
satisfaction. Circle F devices 

2517 2516* are available at Electrical Wholesalers 

everywhere for quick 

pick-up or delivery. 


we 


*Only one of a complete line. 
For additional information, 
write for catalog. 


ne | 


TRENTON 4, NEW JERSEY + For your wire aieue Eastern Insulated Wire Corp., Box 591, Trenton, N. J, 
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Appleton Develops 
Market Research Program 


CHICAGO—Spearheading a new 
five-year growth program as charted 
by the Appleton Electric Co., Chicago, 
Ill. will be an extensive market re- 
search program, according to an an- 
nouncement by E. V. Aldridge, vice 
president in charge of sales 

Purpose of the concentrated market 
research study will be to reevaluate 
the company’s markets from the com- 

. a bined standpoints of present product 
X a , lines as well as new product develop- 
ment, and to coordinate the com 


SOLID CERVICES pany’s sales, advertising, and promo- 
tional efforts to provide increased 
support for franchised distributors 
across the country 

... that give full Distributor 
Sales Support Edwards Co. Enters 
Electronic Teaching 


NORWALK, Conn.—A new Edu 
cational Equipment Division to market 


PTC Distributors are ONE SOURCE transformer 
suppliers... due to the complete line of small and 
er Pe 


Distributors find that PTC QUALITY assures electronic teaching aids, has _ been 
announced by R. S. Edwards, presi- 


dent, Edwards Co., Inc 


“The language laboratory concept 


steady customers ... and creates new ones. 
PTC Distributors will verify these sales assets: 


of teaching foreign languages is caus- 
ing quiet revolution in classrooms 
PTC SERVICE PTC stands behind BES across the country Already more 
TRANSFORMERS ers with the industry ' ve uncon than 300 colleges, universities and 
ditional guarante¢ cor ve evidence secondary schools use speech labora 
of built in quality and performance tory methods to help students speak 
SERVICE PTC manufactures 4000 mode foreign tongues more fluently,” Ed- 
ranging from 50 to 5000 KVA a de wards said. “We want the Edwards 
pendable, quiet, long-lasting dry or liquid Company to become an important 
type to meet every need. Distributors do part of this new and exciting develop- 
ment,” he added 


" 
ale 


SERVICE Pr: 
iting Distributor 


Siastbaier salen dihunte semis to Thagin Westinghouse Meeting 
ineut of Ald: conetwertion mathe ‘ea April 6 in California 


PITTSBURGH—The 74th annual 
nes Gnsevihh pie alia cack meeting of the Westinghouse Electric 
LIQUID TYPES PRE EE, LEE et AOE HOES Corp. stockholders is scheduled to be 
held April 6 in San Francisco, Calif. 
Gwilym A. Price, chairman of the 
ts Represent board, will preside, and Mark W. 
company Sale wineers. It offers the } Cresap, Jr., will report on the firm’s 
that 1959 progress and its plans and 
b propact projects for the future 
SERVICE PTC has a reputation for 
viding SPECIALTY transformer Manufacturer Enters 


remarkable speed and flexibilit 


COUNT on the availability of this ser illuminated Ceilings 
at all time a. am LAY MEMPHIS. Tenn Formation of 


customer t ause the 
ganization processes orders quick] Ceiling Materials Co., a new manu- 
reared for specialty service facturer and distributor of materials 


DRY TYPES liiiiall el ss J 
Write for full information on PTC policy for illuminated ceilings, has been an 


SERVICE Pi 


SERVICE Pr 


help the pe 


~and on territorial openings. | nounced by Murray Reiter, president 
| of Light & Power Utilities Corp. Ceil- 
ing Materials, with headquarters at 

1035 Firestone Blvd., Memphis, is an 

a alae ee affiliate of Light & Power, a major 

. manufacturer of commercial and in- 


PRECISION TRANSFORMER CORP. 
2230 W. Lake St Chicago 172. Ill 


TRANSFORMERS 
QUIET ¢ EFFICIENT 
DOEPENDABLE 


dustrial lighting fixtures. 

“Current plans are for the firm to 
operate in the South, Southwest and 
Midwest with possible expansion 
within a year,” Reiter said. 
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AT NAED CONVENTION, DALLAS, MAY 1ST TO 4TH 


See L-M’s New Lawn-Glo Light... 


Sold Through Electrical Distributors 


New unit idea for homes, motels, drive-ins, recreation 
areas, outdoor bowling alleys, swimming pools. 
Highly efficient, weatherproof unit replaces outmoded 
lanterns, offers excellent profit. 


Line Material is a leading manufacturer of outdoor lighting, and 
outdoor electrical distribution apparatus for utilities, municipals, 
industrial plants. L-M offers distributors an unusual opportunity 
to sell a line of quality outdoor lighting equipment. L-M provides 
excellent quality, dependable delivery service, sales tools and sales 
helps, national business paper advertising, good profit margins, 
and a firm and fair distributor policy. 
Come and talk it over with us at the NAED Convention in 
Dallas; or phone or write Earle W. Williams, Vice President, 
Marketing, Line Material Industries, Milwaukee 1, Wisconsin \\ i 


LINE MATERIAL Industries | 


McGRAW-EOISOWN COMPANY 


a 
Outdoor Lighting 9 2emser= 
with scientifically designed, glore-free } 


Made 


OUTDOOR LIGHTING FOR HOMES, PARKS, MEGRAWE 


DSN Be 


SHOPPING CENTERS, STREETS AND HIGHWAYS 





HOW GOOD IS... | 


~ 9 
AN IMITATION Aiprap : 





for 
600 Volts 
or less 


Amp-traps are our products. We originated and developed them. We alone 
manufacture them. They are so good that others are now imitating them 
This is flattering because it indicates Amp-trap is superior. But, don’t be 


confused by imitations. 
Iniptrap 


“Just like Amp-trap.” “As good as Amp-trap.” “Works like Amp-trap.” 
“Better than Amp-trap.” These are the deceptive phrases that imitators 
must use. Without them they can neither explain nor sell their substitutes. 


Amptrap 


Whenever you need Amp-trap, you want Amp-trap not an imitation or 
a substitute. Amp-trap is a very special current limiting device with high 
interrupting capacity. Regardless of claims, imitations aren’t enough. More 
than 27 patents prove it. Nothing takes the place of Amp-trap! For your 
own protection specify Amp-trap. Then make sure you get it. 


THE CHASE-SHAW MUT co. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiery of I-T-E CIRCUIT BREAKER CO, 


Plead Innocent On 
Antitrust Charges 
PHILADELPHIA—Five electrical 
equipment manufacturers pleaded in- 
nocent in federal court last month in 
Philadelphia to charges of price fixing 
and other criminal antitrust law vio- 
lations (EW—March °60, p. 112). 
Eight other manufacturers pleaded 
“nolo contendere’—or no contest 
and one company pleaded no contest 
to all but one charge, to which it 
pleaded innocent 
e Plead Innocent—Those manufac- 
turers pleading innocent were Gen- 
eral Electric Co. and the GE officials 
individually cited; Westinghouse Elec- 
tric Corp., and its officials; McGraw- 
Edison Co.; Hubbard & Co., and 
Southern States Equipment Corp. 
I-T-E Circuit Breaker Co. pleaded in- 
nocent to one indictment of five which 
charged it with criminal conspiracy in 
connection with price fixing and bid 
rigging of oil and air circuit breakers 
e Plead “Nolo Contendere”—Those 
pleading nolo contendere to the crim- 
inal conspiracy indictment charges 
were Allis-Chalmers Mfg. Co. and 
individual officials; Federal Pacific 
Electric Co.; Ohio Brass Co.; Lapp 
Insulator Co., Inc.; the Porcelain In- 
sulator Corp.; A. B. Chance Co.; and 
Joslyn Mfg. & Supply Co. I-T-E Cir- 
cuit Breaker Co. pleaded nolo con- 
tendere to four of the five indictments 
in which it was named 
By pleading nolo contendere the de- 
fendants are saying they admit doing 
the things charged without any intent 
or knowledge of law violation. Such 
pleas are tantamount to pleas of guilty 
but leave the defendants in a position 
to contest companion civil actions. 
The federal grand jury indictments 
on which the companies were ar- 
raigned charge criminal conspiracy to 
fix and in some cases rig bids on cer- 
tain types of electrical equipment for 
generation and transmission of electric 
power. The indictments were returned 
in Philadelphia in February 


Proposed Taft-Hartley 
Amendment Favors Unions 

WASHINGTON A proposed 
new amendment to the Taft-Hartley 
Act, if passed, could have a strangling 
effect on the electrical wholesale in- 
dustry. The bill, which is numbered 
S. 2643 and in the House is H. 9070, 
if it becomes law, would permit unions 
to picket general contractors On any 
job which subcontractors with whom 
it has a dispute are involved 

In effect, this would permit second- 
ary boycotts at construction sites 
e Present Law—The present law, set 
forth in the “Denver Building Trades” 
case before the Supreme Court, does 
not permit general picketing at a job 
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for Electrical 
' Contractors 


Drills Conduit-Size Holes Faster, Easier 


s The revolutionary new MILWAUKEE 

diamond bit DYMODRILL Equipment 

—for ennies mS drills through the hardest concrete in just 

minutes! Jobs are finished quicker, cleaner, 

at far lower cost than with any other equip 

ment. And these are important to every 

contractor. 

DYMODRILL Equipment is loaded with 

sales features that guarantee simple, safe 
operation and long life 





e Built-in leakproof Water Swivel keeps 
diamonds cool and flushes cuttings. 


e Lightweight. Hand-carry it anywhere. 
| Ideal for scaffold work, close-quarter 
DYMODRILL _.| | ieee 
e Full Ball and Roller Bearing. 


equipment A host of other features and accessories 


include a wide range of diamond DYMO.- 
BITS in capacities from ," through 2 

Milwaukee DY MODRILL Equipment offers 
you big profit opportunities. Investigate 


For large hole concrete drilling ' y . today. Write for Bulletin DD-1. 
Rig-Mounted DYMODRILLS with full 2 hp output at . 


the spindle . . . for DYMOBITS from 1%” through MILWAUKEE ELECTRIC TOOL CORP. 


6,” diameters. DYMODRILL furnished with built-in 
water swivel, water hose, fittings and DYMORIG Av8006 5390 WEST STATE STREET + MILWAUKEE, WISCONSIN 
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site where both the contractor and 
sub-contractor are working but re- 
quires that a dispute with either con- 
tractor must be conducted so as not 
to induce the employees of the other 
contractor on the job to stop work. 
e Effect If Passed—The proposed 
amendment would give tremendous 
power to building construction unions, 
according to a report by the National 
Association of Electrical Distributors. 
It would allow a union to tie up an 
entire job site because of a dispute 
with a subcontractor, the report states. 
According to the NAED report, 
any single craft union which 
had a primary labor dispute with a 
subcontractor working on a job site 
could, by a picket line, effectively tie 
up the entire construction job—legal- 
ly. This would be a backward step in 
labor relations and would have the 
result of significantly increasing costs 
in the construction industry. 


WESCO Office Turns 
To Electronic Accounting 


SAN FRANCISCO—In a move to 
convert its accounting system at the 
distributor level, Westinghouse Elec- 
tric Supply Co. here is completing the 
final stages of converting to electronic 
Wenwed : equipment for all accounting pro- 
cedures. 

Using IBM punch card equipment, 
including the 407 accounting machine 
and 604 computer, this office expects 

















t ! 
CONTRACTORS, ENGINEERS BECOME me | to have all its accounts receivable 


GENUINE ELECTRICAL EAGLE-EYES! | Ger accusing Gong, A Teer 


Now the famous Wiremold screwdrivers become : son. 
devices for a stepped-up effort for putting ia: “We should have maximum cover- 
across the Plugmold story to more con- Se, age of all functions by July,” he said. 


in publications most favored by these Se =| —_—«(WESCO, San Francisco, isthe 
important groups — the ones who move a ‘ : fourth plant in which Westinghouse 
your stock. Advertising to them 5 a, Ree has installed the equipment. Boston, 
has been doubled! Ree 5 St. Louis and Atlanta are reportedly 
next on the agenda. Pittsburgh, Phila- 
delphia and Chicago were the first 

three. 


Housing Outlook: 





Every distributor knows how profitable the Wiremold line 
Demand Is Great, But 


Financing Is Problem 


NEW YORK—Here is the outlook 
for 1960 in new home construction: 
stock turnover. |e Starts—1,200,000 units, off 100,- 

000 from 1959's estimated 1,300,000 
IN ADDITION TO STIMULATING THESE impor- units. Starts are expected to be off 
tant groups, our 1960 program calls for: consumer adver- 15% for the first six months of this 
tising reaching more customers than ever before . . . new, year. The big problem for new home 
et as : Re ie builders is tight money for home 

easy-to-use specification literature . . . new application mortgages. 
literature .. . all intended to help sell more jobs. Your Demand for new homes is there, 
Wiremold man will show you how to gain full ad- | if buyers can get the financing. There 


T will be increased emphasis on homes 
vantage of the Wiremold rnover Program. with buyer-appeal attractions such as 


built-in kitchen equipment, a second 


THE WIREMOLD COMPANY e DEPT. WO-4 e HARTFORD 10, CONN. bath, garage and dining room. 


has always been, thanks to our steadfast distributor sup- 
port policies ... and every Wiremold distributor will in- 
creasingly feel the impact of our efforts to achieve greater 
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TIREX 


is Incomparably Flexible! 


The wonderful flexibility of Simplex-TIREX assures easy 
reeling, coiling and handling. But beyond this, TIREX offers 
other important features, too. 

TIREX cords and cables are cured in lead, by an original 
process which results in a perfectly smooth, uniformly dense, 
abrasion-resistant rubber jacket. TIREX cords and cables are 
rugged, light, and easy to handle, and won’t snag or tear. And 
their neoprene jackets give balanced resistance to abrasion, 
water, acids, oils, sunlight and flame. 

Millions of feet of TIREX are in use everywhere—on the 
job transmitting power for mobile mining equipment, construc- 
tion machinery and portable tools of all types. Investigate how 
Simplex-TIREX cordsand cables can help you. 


WIRE & CABLE 


c o? &@.F? A BY 
79 SIDNEY STREET, CAMBRIDGE 39, MASS. 


The American manufacturers of transoceanic telephone cables” 
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WHAT IT MEANS T0 YOU 


Selective Distribution works two ways. To be effec- 
tive, it must be advantageous to both distributor 
and manufacturer. If this is true, the entire market- 
ing effort is coordinated, and a feeling of coopera- 
tion exists that means more and better business 


for everyone. 


Furnas Electric limits the number of distributor 
appointments in a given trading area, dependent 
upon adequate coverage of the market to produce 
the most favorable results. 
Magnetic 
Starters 
Furnas Electric now offers a complete line of motor 
control, with many exclusive features. This reduces 
service and traffic problems, and enables the dis- 
tributor to carry a reduced inventory without the 


usual overlapping of products. 


Manual 
Starters 


Furnas Electric gives extensive engineering help to 
its distributors. Field men and factory sales engi- 
neers, testing and research facilities are available 
for immediate service. 


Switches 


Furnas Electric provides a broad program of na- 
tional advertising to all leading markets of its 
distributors, maintaining a continual contact be- 
tween distributor, manufacturer and customer. 
Pressure 


Switches 


Write today for full information on how you benefit by Furnas Electric 
Selective Distribution—ask for Distributor Portfolio 5412—1069 McKee 


Street, Batavia, Illinois. 
A8l 


Me 


BATAVIA, | 
| SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


oe 


‘System Selling’ Key 
to Housing Redevelopment 


PITTSBURGH — Promoting and 
selling complete homes—not just 
components such as new innovations 
in appliances, design, and construction 
materials—has been suggested as the 
answer to how the nation’s urban re- 
development efforts can be encour- 
aged. 

C. J. Witting, vice president and 
general manager-consumer products 
group, Westinghouse Electric Corpor- 
ation, told delegates attending the 
ACTION housing conference here 
that consumer interest for a house 
should be stimulated through a “sys- 
tem selling” technique whereby a cen- 
tral theme is used to promote all the 
products, including the house. Citing 
the “Total Electric Living” concept in- 
troduced by his firm last year, Witting 
stated that there is “a ready and will- 
ing market for homes that are pack- 
aged around a central theme or idea, 
and then properly promoted.” 

The executive believes that com- 
bined efforts of manufacturers, utili- 
ties, builders and local financing in- 
stitutions toward promoting the home 
as an entity will produce results 
sought by the nation’s committees for 
community redevelopment 


Distributor Salesman 
Is Cartoon Idea Man 


BUFFALO—A salesman for a lo 
cal electrical distributing firm has 
made the grade as an expert cartoon 
idea man 

Larry Williams, of Frontier Elec- 
trical Supply, Inc., has had five car- 
toon ideas published in Jimmy Hatlo’s 
cartoon, “They'll Do It Every Time,” 
which is syndicated in Hearst news- 
papers. 

“I’ve sent him (Hatlo) 25 or 30 
ideas so far,” explains Williams. “The 
latest one went in about six months 
ago. I don’t know how many more 
he has in the works. He doesn’t send 
me acknowledgments any more— 
just clippings.’ 

Williams’ latest idea appeared in 
Hatlo’s cartoon in the March Ist edi- 
tion of the Buffalo Evening News, a 
local newspaper. The cartoon idea 
concerns Williams’ extolling the vir- 
tues of heavy-duty electrical conduit 
to a potential customer, in a nearby 
town. 

“IT would love to give you an order 
but we hire all local help and want 
to buy locally,” the prospect said 
finally. 

Williams declared, “it was just an- 
other way of giving you the old brush- 
off.” Williams put a twist on the situa- 
tion and came up with another car- 
toon idea 
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Charlie RACO Says... 


There's a real difference 
in RACO boxes... 


RACO'’s complete line of precision clamps meets every 
wiring need. The new ''Q’ Quick-clamp is a real 

time saver. Insert cable...it’s locked in place. 

No screws to tighten. 


RACO's complete line of brackets gives you just the right 
bracket for any job. All RACO brackets are projection 
welded for added strength... rigidity. 


RACO’s K.O.’s and Pri-Outs are easy to remove... 
save valuable time on the job. 


Your RACO Distributor has the complete RACO line of 
switch and outlet boxes, covers, bar hangers and set-up 
boxes. Tell him you want RACO boxes...no other! 


ALL-STEEL EQUIPMENT INC. AURORA, ILLINOIS 








No. 5223 LB 
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<< Newest; of tho New! 





FOUR ss" 
QUIET SWITCHES 


You've been waiting for! 


LEVITON is the first to bring you four entirely 
new devices in the combination duplex line... 
the now popular mechanical Quiet Switch in 
combination with power outlets or pilot lights. 
The Quiet Switches are all precision-balanced 
with heavy special silver contacts, magnetic 
arc-snuffing action. The movement? So quiet 
you can hardly feel it! 


The features? All these: 


U-GROUND POWER OUTLETS offer maximum safety. Conform 
to N.E.C. requirements. Also accepts any 2-wire plug. 
ALL POWER OUTLETS have bronze double-wiping contacts 
for longer life and pressure grip. Can be wired inde- 
pendent of, or controlled by switch. 

PILOT LIGHT takes standard S-6 candelabra lamp that’s 
— unscrewed. Nickel-plated protective hood over 
amp. 

RUGGED CONSTRUCTION! Base molded of brown phenolic... 
covers of either brown phenolic or ivory thermosetting 
plastic. Heavy gauge rustproofed underslung steel strap 
is riveted through cover and body to form a permanent 
assembly. 

EASY TO INSTALL! Large head No. 8 terminal screws have 
deep milled slots for easy wiring. Accommodate up to 
No. 10 conductors. Wiring diagram furnished with unit. 
Wide plaster ears on strap make wall alignment easier. 
ECONOMY! Save installation costs and wall space—single 
gang box and wall plate are all that is needed. 


No. $225 - No, $222 » No, $224 » No. 5223 18 

SINGLE POLE SINGLE POLE TWO SINGLE * SINGLE POLE 

cae Switch Quiet Switch POLE - Quiet Switch 
WITH POWER Quiet Switches | with 

U- (GROUND OUTLET ON SAME PILOT LIGHT 

OUTLET * CIRCUIT , 

Rating Rating Rating * Rating 

Quiet Switch: Quiet Switch Quiet Switches: . Quiet Switch: 

15A—120V , 15A—120V _ 15A—120-277V _ 15A—120V 

AC only AC only AC only AC only 

U-Ground Outlet Power Outlet: * Pilot Light: 

15A—125V * 1SA—125V . * 75W—125V 


Listed by Underwriters’ Laboratories, Inc. 


YOUR BEST JOBS ARE DONE WITH... 


Write for full details today! 


LEVITON MANUFACTURING COMPANY, Brooklyn 22, N. Y. 
Chicago « Los Angeles « Leviton (Canada) Ltd., Montreal 
For your wire needs, contact our subsidiary: American Insulated Wire Corporation 








Taft-Hartley Amendment: 





Unions Could Picket 
Subcontractors On Site 


The following is a report from the 
Washington, D.C. McGraw-Hill News 
Bureau, on a proposed amendment to 
the Taft-Hartley Act, which is before 
hoth houses of Coneress. 


S OF NOW, the labor law of the 
A land effectively blocks picketing 
against a contractor on a con- 
struction project if it shuts down the 
work of a second or neutral contractor 
on the project. 

Chances are despite a drive by 
the building trades and some of their 
allies in Congress—that the law won't 
be amended before Congress goes 
home this year to campaign. The is- 
sue came up in Congress this year 
because the Democrats who put 
through last year’s tough Landrum- 
Griffin bill promised the labor leaders 
of the AFL-CIO that one of labor's 


desires elimination of the ban on 
on-site picketing would be brought 
up early in 1960. The Democratic 


leaders have lived up to their promise 
but it looks increasingly unlikely 
that the legislation can be finally 
enacted. 
e Proposed Bill — The legislation — 
H.R. 9070—as introduced by Rep 
Frank Thompson, D., N.J., reads like 
this: 

Nothing in the Taft-Hartley Act... 
“shall be construed to make unlawful, 
where not otherwise unlawful any 
strike or refusal to perform services 
at the site of the construction, altera- 
tion, painting or repair of a building, 
structure, or other work directed at 
any of several employers who are en- 
gaged in the construction industry and 
are jointly engaged as joint venturers 
or in the relationship of contractors 
and subcontractors in such construc- 
tion, alteration, painting, or repair at 
such site, and there is a labor dis- 
pute, not unlawful under this act, or 
in violation of an existing collective 
bargaining contract, relating to the 
wages, hours or other working condi- 
tions of employees employed at such 
site by any of such employers.” 

The Taft-Hartley amendment got 
off to an auspicious beginning. Be- 
tween the AFL-CIO and the Admini- 
stration, it was believed there was 
enough support to put it through 
e Legislation Deadlocked - But 
heavy resistance from more than a 
score of contractor associations and 
individual contractors appears, at this 
point, to have successfully stalled the 
bill in this session. At least one Con- 
gressman who indicated previous sup- 

Continued on page 197 
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BLKGO SPAGERLITIES 2. scrccivsy ousn,warp-proot 


colortast...deliver G6O% more light than other fixtures of the same wattage 


stay 
light years 
ahead 
with 


ALKCO MANUFACTURING COMPANY - a224 No. Lincoln Ave. + Chicago 18, IIlinols 


engineered versatility—custom and stock lighting equipment for commercial, industrial and residential installations. 


The startling simplicity of ALKCO Space- Lites 
actually cut installation costs by can be 
quickly and profitably installed in any ceiling 
tile, plaster or dry-wall. The diffuser requires no 
frame and that means no trim time. With no 
exposed metal to rust or corrode, Space- Lites are 
almost ageless. And because there is no trim 
frame, an additional glow of light is transmitted 
all around the perimeter 

The handsomely designed diffuser is made of 
virtually unbreakable, translucent ALKCOryli 
ALKCOrylic is incredibly tough, probably the 
only organic material that will withstand 
incandescent heat without warping or dis 


coloring. This remarkably versatile material 
can be used in many installations where glass 
might be easily damaged. Because the diffuser 
is larger and formed deeper, it delivers 60 
more light than flat diffusers that incorporate 
frames. It snaps in or out of the fixture under 
normal finger pressure and the bulb can be 
changed in seconds 

Get the full, profitable facts on ALKCO Space 
Lites and other exciting, new lighting ideas by 
ALKCO—among them “Little Inch,” a fluores 
cent under-cabinet light only %” deep. Send 


today for free Catalog 





ALKCO 
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EDIT REFERENCE B 











oc TO 
MANUFACTURERS 


SELLING THE ELECTRICAL WHOLESALE TRADE 


Build re secure business relationships with vour 4) SPECIAL NARRATIVE REPORTS consisting of de- 

Electrical Wholesale customers by having accurat tailed financial analysis (based on finance 
redit information at your fingertips at all time itements obtained annually by EMCB witl 

Know which Wholesalers are growing stronger operation of Electrical Wholesalers), historical bach 

ind th ich ar ground and credit recommendations 

LMCB provides it ubseribers with the following DELINQUENT ACCOUNTS BULLETIN — published 
ne point credit information progran ita basic monthly 

cost I an ST.00 a day ACCOUNTS PLACED FOR COLLECTION BULLETIN 


—published monthly. Also supplemental bul- 


Oo THE UNITED STATES CREDIT REFERENCE BOOK 
letins published bi-weekly 


AND DIRECTORY OF ELECTRICAL WHOLESALERS 











eiving you the following information on approxi- CHANGES IN CREDIT RATINGS BULLETIN 
mately 1000 Elect Wy) ilers in the United States lished monthly 
and Canada 
ANNUAL STATISTICAL REPORT ON THE FINAN- 
e legal compositi CIAL AND OPERATING NORMS OF THE ELECTRICAL 
© capital rating WHOLESALING INDUSTRY. 
: as gee oe ategatag NEWLY ESTABLISHED ELECTRICAL WHOLESALERS 
Pa eee ; BULLETIN— published periodically 
@ histor ol pa Ve t ith average ol highest 
credit a ennanaE 
ith monthly revisions, additions and summaries What a few subscribers say about 
pomting Out signifre int changes in payment records EMCB services: 
sainshiceianoiaiecniedsaiin | would like to take this opportunity to advise you 
AN ADDED VALUE! | |iis directory has proved profit that we have been very, very pleased with 
able for new busine prospecting EMCB's Services.” 


— Manufacturer of Electrical Wiring Devices” 


2] LEDGER INTERCHANGE REPORTS consisting © We might tell you that we have found the 


( omple te payment history Reporter" very helpful in establishing new outlets 

We have picked up some nice accounts through 

RECIPROCAL COPIES OF LEDGER INTERCHANGE hese toods.” P 6 

REPORTS 1 complete report of buying habits —~ Manufacturer of Safety Switches, etc.* 
supplied when er vou contribute your credit expe “Name furnished on request. 

















ricnece t! rough | NIC B \ ekly checklist. 














nen nS NN mR 


Write or phone for more information today. There is no obligation. 





This service is confidential and available ONLY to manufacturers selling the Electrical Wholesale trade. 


$3 Af e 7) 7, Uj y e 

C heclvwul e Manufacturers Cred Ruveuti, Ie. 
LOS ANGELES ee” CHICAGO ° NEW YORK 

205 WEST WACKER DRIVE «+ CHICAGO 6, ILLINOIS + ANdover 3-3080 
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Amendment... 


continued from page 194 


port for the proposition—ranking 
committee Republican Carroll Kearns 
of Pennsylvania—has changed his 
mind. 

Kearns, on whom the AFL-CIO 
building trades unions had counted 
for support, late in the hearings stated 
that passage of the measure, H.R. 
9070, “at this time . . . will accomplish 
nothing and add to the confusion.” 

When the hearings opened, Richard 
J. Gray, retiring president of the AFL- 
CIO Building Trades Dept. bluntly de- 
clared, under committee questioning, 
that the craft unions want the bill 
passed so “we could strike a construc- 
tion job in order to organize . . .” 

Gray and other union leaders em- 
phasized that they need such picketing 
rights in order to organize new mem- 
bers; that their members now are 
forced to work side-by-side with em- | 
ployes of non-union contractors. He 
was challenged by Rep. Clare Hoff- 
man (R.-Mich.): “You want the right | 
to make all employees join the 
union...” 

Gray conceded this is so and added: | 
“and to maintain our wage standards.” | 

However, Gray minimized the pos- | 
sible effects of the proposal on union 
picketing against non-union goods. 

e Cites Sheet Metal Workers—He | 
was questioned by Rep. William H. | 
Ayres (R.-O.) “whether it would give | 
you the right to picket a job where | 
you were in disagreement with the 
fabrication of a project.” He referred 
to a long-standing jurisdictional dis- 
pute where the sheet metal workers 
have refused to handle ventilators fab- 
ricated by the United Steelworkers at | 
the Burt Manufacturing Co. of Ohio. | 

Gray and Plumbers’ counsel Louis 
Sherman replied that the bill would 
not permit picketing against goods fab- 
ricated off the construction site, but 
that its effect on goods fabricated at 
the project was questionable. 

“I do not want this twisted, if I 
vote for it,” said Ayres, “after I voted 
for it and then have my people say 
you gave them the right to throw up| 
a picket line and refuse to install this | 
because they do not recognize it as 
union-made material.” 

Gray replied that the AFL-CIO 
craft unions were making an “honest 
effort” to clear up such jurisdictional 
questions with the federation’s indus- 
trial unions. What he wanted, Gray 
said, was to put the craft unions on a | 
par with the industrial unions who can 
picket a factory site even though it 
might affect different construction 
crafts working there. 

Construction industry representa- 
tives challenged this argument and 
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N W HART-LOCK HEAVY- 
NZ DUTY DEVICES 
FOR 


INDUSTRIAL INSTALLATIONS 


NO. XT-3332 


SINGLE 3-WIRE HART-LOCK RECEPTACLES, CAPS AND 
CONNECTORS—30 AMPERES, 250 VOLTS 


Developed to insure safety in heavy-duty installations, this new 
line of Hart-Lock devices provides complete protection for in- 
dustrial and commercial equipment that operates on 250 volts. 
The receptacle has black, glazed porcelain finish contact face, or 
is available with “NO-TRAK” face for heavy-duty industrial 
equipment. Serrations around terminal screws provide a secure 
grip for wires. Configuration prevents interchangeability with 
20 amp Hart-Lock caps, connectors and receptacles. Caps and 
connectors have rubber ridge for better finger grip. Available in 
Arrow-Hart’s exclusive armor-over-rubber construction, Grounded 
units are also available. 


“H&H” SPECIFICATION GRADES 


DUPLEX 3-WIRE GROUNDING RECEPT- 
ACLES AND CAPS—15 AMPS, 277 VOLTS 


Provides positive grounding for commer- 
cial fluorescent fixture installations equip- 
ment, plus locking to prevent accidental 
disconnect. Available both back wired and 
side wired, receptacle has 2 green hex 
grounding screws. Caps available in rub- 
ber or in armor-over-rubber. 


| 





NO. XT-4750 


NO. XT-4776 


This new, safety-first line of Hart-Lock heavy-duty locking devices 
for industrial installations is but a part of the complete line of 
wiring devices made by Arrow-Hart. Arrow-Hart offers you a 
single source for the latest ...the best ...and the most profit- 
able. Write for information today. 


Dept. EW, The Arrow-Hart & Hegeman Electric Co. 
103 Hawthorn St., Hartford 6, Conn. 


ARROW © HART 


Lule sme 1890 


DEVICES APF ANCE 


or 








SO EASY TO HANDLE 


WB DYNAPRENE PORTABLE CORD 


Smaller sizes are packed on spools in 
cartons .. . Larger sizes in coils, in 
knockout cartons . . . Easy to identify 
anywhere .. . Type, size and gage, 
clearly marked on jacket . . . Safe to 
recommend . .. Premium quality, long 
lasting, oil-resistant, neoprene jacket 
... ULL. approved. 


Coe 
WV 


NEW HAVEN 14, CONNECTICUT Telephone CHestnut 8-5515 TWX: NH 84 


Write for free Catalog 
PC-58 “Portable Cord 
and Cable”’ 





others advanced by Gray and other 
craft union officials 

e Denver Case Cited—The dispute 
centered on a Supreme Court decision 
in what is known as the Denver Build- 
ing Trades Case. This held that build- 
ing trades picketing against a non- 
union electrical contractor was illegal 
because it closed down the project 
and forced the general contractor to 
end his contract with the electrical 
firm. 

Frank J. Rooney, chairman of the 
Labor Committee of the Associated 
General Contractors argued that the 
Denver Case permits limited craft 
picketing—providing the picketing is 
done at the time the employer involved 
in the dispute is on the site and en- 
gaged in normal business; providing 
the picketing is done reasonably close 
to the site, and providing the picketing 
clearly names the employer involved. 

To the craft union claim that these 
rules still effectively prevent picketing, 
Rooney countered, “this simply is not 
so 


To change the law, Rooney told 


the committee, “would cause labor 
unrest and actually encourage strikes 
and picketing in construction... by 


permitting any local union to picket 
an entire construction site 

“Thus, instead of confining disputes 
to the interested parties, it would 
spread and involve neutrals with whom 
the union had no primary interest.” 

Throughout their testimony, the em- 
ployers objected to the attempt to clas- 
sify them as a single employer. “There 
are many situations,” said Rooney, “in 
which the general contractor is not 
free to select the subcontractor who 
will be used on the construction proj- 
ect = 
e Other Complaints Construction 
employers have a variety of other 
complaints against the proposal: 

The National Electrical Contractors 
Association did not testify on the bill 
now before Congress. But the associa- 
tion has been on record for some time 
now against considering on-site picket- 
ing by a union as a secondary boycott. 

National Association of Home 
Builders’ representative Rodney M. 
Lockwood testified that lifting the 
secondary boycott ban would lead to 
open union war on handling new con- 
struction materials. He said attempts 
by contractors to use “revolution- 
ary” new materials, under the pro- 
posed rule, would “license economic 
coercion on neutral employers and 
employees 

Paul J. Brienza, Building Contract- 
ors Association of New Jersey, noted 
that some state laws require that con- 
tracts go to the lowest bidder. If the 
contractor is non-union, organizational 
picketing of the non-union employer 

Continued on page 202 
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é 
Tawuc SALES & ENGINEERING CORP. 


20000 SHERWOOD AVE. * DETROIT 34, MICHIGAN 


Manufacturers of Cable, Tap-On, Twist-ln and Snap-On Fittings 


Vo electrical distributors interested in adding a line of fittings 
with unusual sales potential ~.. LOMIC merits serious con- 


sideration. 


Why TOMIC? Simply this. TOMIC is not just another com- 
petitive line. TOMIC products have consistently made money 
for distributors because of their exclusive, patented designs, 


superior on-the-job performance ... AND competitive prices! 


Distributors also benefit from the new products that TOMIC 
constantly releases... all NEW... all EXCLUSIVE designs 


_ creating additional business and profits. 


1g 


But that’s not the whole TOMIC Imprint on. distributors. 


TOMIC has always given distributors its complete support. All 


products are sold through distributors only, including OEM 





accounts. 


lo further stimulate business, LOMIC partie ipates in all trade 
shows and conventions. In addition, sales representatives and 
factory-trained district managers call regularly on = contrac- 


tors, engines rs, architects, spec ification writers, estimators and 
OEM users 


This year, distributors will also benefit from TOMIC'’s greatly 
stepped-up advertising program. ‘There will be many more ads 


in leading trade publications. 


From every consideration, you'll agree that it certainly pays to 
team-up with TOMIC. Write or wire today for catalog. samples 
and additional information on the line that offers so much more 
to you as a LOMIC distributor. 





LOWER PHOTO: 


P &4 K OUTDOOR LIGHTING REPORT 


the Modern Trend 
In 

LOW LEVEL 
LIGHTING 


Location: Fairleigh Dickinson University, Madison, N. J.+ Electrical Consultant: H. L. Sykes 
Location: Rath Park, Franklin Square, L. |.. N. Y.+ Architect: Herbert D. Phillips 


Consulting Engineers: Barstow, Mulligan & Volimer 


E75"4 CIRCLElux DAVITS & POSTS 


- modern lighting at a realistic cost 


Here are‘ two contemporary outdoor lighting installations 
one an all new municipal swimming pool and recreational area 
— the other, a prominent New Jersey University. Both chose 
the P&K all aluminum CIRCLElux lighting package to illumi 
nate and compliment their roadways, walkways, landscape and 
architecture. 

The sweeping lines of the P&K CIRCLElux davit blend with the 
modern one story architecture of the Rath Park Swimming Pool. 
Yet, the modern, but stately, design of the P&K CIRCLElux 
post is in good taste with the traditional architecture of Fair- 
leigh Dickinson University. The CIRCLElux lighting package 
is the correct low level lighting choice to compliment almost all 
types of architecture. 

The P&K CIRCLElvux is available in a wide range of davit styles 
and mounting heights. The post is available in one basic design 
but at various mounting heights and with the CIRCLElux you 
have a choice of three light sources — incandescent, mercury 
vapor and fluorescent. This combination of luminaires and 
davits or posts will enable you to specify “packaged” lighting 
units. This means easier specifying by using matched compo- 
nents which in turn can customize your lighting projects. 
Send in your reservation now for the new CIRCLElux catalog. 


PFAFF & KENDALL a4 Founpry sT.. NEWARK 5, N. J. 


BRANCH SALES OFFICES: MIAMI, FLORIDA; BURLINGAME, CALIFORNIA 
IN CANADA: POWERLITE DEVICES, LTD., TORONTO, MONTREAL, VANCOUVER 
EXPORT REPRESENTATIVE: PHILIPS EXPORT CO.. NEW YORK, WN. Y. 


CALENDAR OF EVENTS 








APRIL 


Electrical Living Show, 
Milwaukee Home Show 
Milwaukee Arena 
Milwaukee, Wis 

April 2-10 


Edison Electric Institute 
Sales Conference 
Edgewater Beach Hotel 
Chicago, Ill 
April 4-6 


1960 Electrical Show 
For Industry 
Cleveland Public Hall 
Cleveland, Ohio 
April 5-7 


American Institute of 


Electrical Engineers 
East Central District Meeting 
Daniel Boone Hotel 
Charleston, West Virginia 
April 12-14 


MAY 


National Association of 
Electrical Distributors 
52nd Annual Convention 
Dallas Memorial Auditorium 
Dallas, Texas 
May 1-4 


Edison Electric Institute 
Purch. and Stores Meeting 
Hotel Warwick 
Philadelphia, Pa. 

May 2-4 


Eastern Electrical 
Wholesalers Assn. 
Annual Dinner Dance 
Waldorf-Astoria 
New York, N. Y 
May 7 


Canadian Electrical 
Distributors Assn. 
1960 Convention 
Honey Harbour, Ont. 
May 29-June 1 


JUNE 


Edison Electric Institute 
Annual Convention 
Atlantic City, N. J. 
June 6-8 
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NEW BULLDOG XL BUSTRIBUTION 


DUCT... 


3 WAYS SAFER 
FOR PEOPLE : 
AND PROPERTY 


HERE’S THE FIRST DEAD-FRONT plug-in duct. Buty! 
insulation covers the full length of each silvered aluminum 
bus bar, even in bus plug openings. You get positive protec- 
tion for personnel against accidental contact with “live” bars. 
PLUG-IN SAFETY DOOR IS ALWAYS CLOSED dur- 
ing installation of XL Safety Plug. Interlock finger posi- 
tively prevents plug installation or removal when Safety 
Door is open . and it keeps door from closing against 
“live” plug fingers. 
THERE’S NO ARCING to endanger people or property 
. you can’t plug in or unplug when the switch is “ON.” 





IT’S TRUE DEAD-FRONT. IT’S A SAFETY 
can’t plug in or unplug with the 
close door on load 


Each silvered aluminum bus bar 


is full-length insulated with Butyl door open, can’t 
“live” plug fingers. 


envelope 


BULLDOG ELECTRIC PRODUCTS DIVISION 


New XL BUStribution® Duct cuts down installation time 
. takes less space . . . reduces duct weight on building 
structure as much as 40%. Keyed bus ends slip together in 
a hurry while a single integral bolt locks joints securely 
under a ton of pressure 
Ask your BullDog field engineer to arrange for a demon 
stration. You'll quickly see the sales appeal of XL BUS 
tribution Duct and matching Safety Plugs 
BullDog Electric Products Division, I-T-E Circuit Breaker 
Company, Box 177, Detroit 32, Michigan. In Canada: 80 
Clayson Rd., Toronto, Ont. Export Division 3 East 
40th St., New York 16, N. Y. 





DOOR. You IT’S A SAFETY PLUG. You 
can’t plug in or unplug against a 
safeguards personnel and 
equipment against arcing 


2 VACy, 


1-T-E CIRCUIT BREAKER COMPANY é' 


“4oqw 











THIS... 
is why ACME ELECTRIC 
CLASS H TRANSFORMERS 


COOLER 


operate . MORE QUIET 
LAST LONGER. ok 


- 
- 


a 


a 








ik om 
2 Mi. 


ay OS 
as f 


Air rushes 


into base... 
cools core and coils 


... Comes out top 


Heat, normally generated by core and coil assembly is conducted from the 
surface of the core and coils to the surrounding air. 


When this air temperature becomes higher than ambient temperature level, 
it rises to the top of the transformer and is emitted from transformer thru 
vents in top of case, automatically causing a flow of cooler air to the base 
thus seeting up a natural forced-draft cooling system. 


When your customers want the economy, of Class H insulation, long depend- 
able service and normal quiet operation sell them Acme Electric dry-type 
AIR-Cooled transformers. 


ACME ELECTRIC CORPORATION 


674 Water Street CUBA, N. Y. 


West Coast Plant: 12822 Yukon Avenue Hawthorne, Calif. 
In Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont. 


Amendment... 


(Continued from page 198) 

results in cessation of construc 
tion. He cited as an example, con 
struction of a Hackettstown, New 
Jersey high school which was handled 
entirely by non-union contractors be 
cause earlier union picketing against 
a mixed-contractor group had closed 
the project. 

Independent contractor Roy Fry ot 
Illinois, testified that he had been in 
volved in a running dispute with local 
11 of the AFL-CIO Slate Workers 
Union because he objected to union 
rules requiring a certain number ot 
men on the job. He has attempted to 
make peace with the union to no 
avail, Fry said, and if Congress passes 
H.R. 9070, “Local 11 will be handed 
a weapon which is certain to end my 
business.” 

Charles B. Mehin, representing the 
National Chamber of Commerce, ac 
cused the building trades unions “fot 
the past three years the greatest 
users of the secondary boycott.” In 
1958, he said, craft unions “were 
charged with more than 41% of the 
secondary boycotts.” 


Electrical Industry To 
Establish Cancer Memorial 

NEW YORK—tThe electrical in- 
dustry of New York will hold a din- 
ner in support of the Eleanor Roose- 
velt Institute for Cancer Research on 
Wednesday, April 27, at the Waldort- 
Astoria Hotel, proceeds of which will 
be used to establish a perpetual me- 
morial to men and women of the elec- 
trical industry who have died of 
cancer. 

The memorial project reportedly 
will be a cancer research laboratory 
area which will cover 10,000-sq ft 
and occupy the entire second floor 
of the institute. It will contain § six 
double unit laboratories or twelve 
single unit laboratories, of modern 
design and equipped with the latest 
instruments for advanced research 





It’s in the bag... 
PHILADELPHIA—Free sam- 
ples and promotional material 
are put in grocery bags at check- 
out counters of 2,500 super- 
markets under a_ distribution 
plan developed by a Philadelphia 
firm. Users of the service include 
oil companies, publishers and 
food concerns. Many contend 
the system is cheaper than direct 
mail or door-to-door distribu- 
tion. 
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The shape of things to come from BullDog 





Watch for the introduction of our new Duplex Pushmatic' 
... another product for better electrical living! 





1-T-E CIRCUIT BREAKER COMPANY 





FS BULLDOG ELECTRIC PRODUCTS DIVISION 
{ ( C 
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with 
CFzI Galvanized Steel Strand 


Galvanized Steel Strand is a proven material for ground- 
ing power transmission lines. The wire used in CF&lI Steel 
Strand is subjected to rigid quality controls for overhead 
ground wire and is carefully galvanized, assuring long- 
lasting protection against corrosive elements. 

CF&l Galvanized Strand is made in accordance with 
ASTM Specification A-363, in seven- or three-wire con- 
structions. For guy, messenger and other applications, 
CF&lI strand is made to ASTM Specification A-122. CFal 
is also equipped to manufacture strand to our customers’ 
own specifications. 

For quick delivery, contact the nearest CF&l office. 


IE GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION 


STEEL. 


In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque « Amarillo « Billings 
Boise « Butte « Denver « El Paso « Farmington (N.M.) « Ft. Worth « Houston e Kansas City 
Lincoln « Los Angeles « Oakland « Oklahoma City « Phoenix « Portland « Pueblo « Salt Lake City 
San Francisco « San Leandro « Seattle « Spokane « Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta « Boston « Buffalo « Chicago « Detroit 
New Orleans * New York « Philadelphia « CF&l OFFICE IN CANADA: Montreal 
CANADIAN REPRESENTATIVES AT: Calgary *« Edmonton » Vancouver « Winnipeg 


Total Electric Home Is 
Object of GE’s RMDO 


LOUISVILLE, Ky General Elec 
tric’s new Residential Market Devel- 
opment Operation is aimed at selling 
“the total electrical contents of a 
home,” it was announced recently. 

Ihe operation is designed to show 
that the convenience of an all-elec- 
tric home is within the reach of 
many average home buyers, accord- 
ing to a GE spokesman. The Resi- 
dential Market Development Opera- 
tion will be headquartered at Ap- 
pliance Park, Louisville 

“For years we've been selling as 
a package the total electrical re- 
quirements of, say, a new factory, 
but when it comes to doing the same 
thing for a home we are only 
getting around to it,” another GI 
spokesman said. The operation will 
support the industry's Gold Medallion 
Home program 


New-Home Builder Target 


According to GE, the target of 
the operation aside from the general 
public, is the new-home builder. The 
electrical equipment manufacturer 
plans to work with him through a 
local-level platform made up of the 
utility, the GE distributor and an 
RMDO regional representative. There 
will be six regional representatives 
located throughout the country in 
major cities within their respective 
regions 
e Immediate Goals—General Elec- 
tric is predicting that 137,000 of the 
expected 1.1 million housing starts 
in 1960 will be Medallion Homes 
Of these, 107,000 will be Bronze 
Medallion Homes, and the remaining 
3,000 will wear the Gold Medallion. 
GE’s share of the market is estimated 
at 27,000 Bronze and 7,000 Gold. 
e General Objectives—The new 
program’s general objectives are listed 
as follows: 

e Promotional Needs—To support 
Live Better Electrically; to add the 
corporate strength of all GE  prod- 
ucts’ departments to the nationwide 
promotion. 

e To invest in the Medallion Home 
concept. 

e Io compete more effectively for 
the consumer dollar against other 
goods and services; to offset the in- 
creasing promotional efforts of the 
gas industry. 

e Promotional Solutions—Imple- 
ment national market development 
activity at the local level, and put 
before the consumer an electrical liv- 
ing program he can buy now, 

e Provide a Gold Medallion Home 
equipment “package” that can be 
tailored to individual builder’s  re- 
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FOR OUTDOOR DUTY! 


Don't let the styling of STONCO’s new ‘Award Series’’ fool 

you. These are outdoor bullets. Solid cast aluminum. Com- 

pletely weatherproof. ‘‘Air-conditioned”’ for cooler, cleaner 

operation. The only truly decorative floodlights designed spe- 

cifically for any outdoor application. 

A COMPLETE LINE FOR 75W-300W REFLECTOR LAMPS 

Single or cluster fixtures in 3 distinctive styles, wide range of 

finishes. For ceilings, walls, under eaves . . . all exteriors 

requiring a high-degree of architectural and color fidelity 

@ Your STONCO representative has the Award Series .. . 
ask to see it. 

@ Write today for Award Series catalog: Section AW. 

@ See Sweet's Architectural file: 33a/ST. 


Epoxy-cured finishes stay factory-fresh through severest 
weather. Resist salt-spray, corrosives 

Degree-marked pre-aiming quadrant 

Deep-gripping serrated teeth for locked-in focus. 
Full-circle vented ribs (pat. pend.) — pull a moving, cool 
ing air-stream up through the fixture and out. 

Big internal heat-dissipating fins. 

STONCO ‘‘Cushion-Seal'’—high-temperature live silicone- 
rubber weatherseal. Protects in any fixture position, even 
face-up 

Plenty of grip-space between lamp and shield 


Lifetime cast aluminum — with that solid heft indoor 
units just don’t have. 


CLUSTER LIGHTS - POWER BEAMS + VAPORTIGHT 
BOXES and FITTINGS +- EMERGENCY PORTABLES 


©STONCO ELECTRIC PRODUCTS CO. 
KENILWORTH, NEW JERSEY 








MULTI QUALITY LIGHTING EQUIPMENT 
for INDUSTRIAL, SCHOOL and HOSPITAL INSTALLATION 


as a 
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RLM INCANDESCENT REFLECTORS 
PORCELAIN ENAMELED ALL WHITE 
THREDLOCK PENDENT & BOX 
MOUNT SOCKETS. SOLID & VENT- 
ED NECK. COMPLETE RANGE OF 
SIZES & SHAPES FOR EVERY NEED. 


RLM HIGH BAY REFLECTORS 
ALUMINUM WITH ALZAK FINISH 
STEEL PORCELAIN ENAMELED. FOR 
300-1500 WATT INCANDESCENT OR 
MERCURY VAPOR 400-1000 WATT 
NARROW BEAM—MEDIUM OR WIDE 
SPREAD. THREDLOK SOCKETS 


VAPORPROOF FIXTURES 
CAST ALUMINUM HOUSINGS. POR 
CELAIN ENAMELED ALL WHITE 
REFLECTORS. 100-500 WATT SIZES 
PENDENT, BOX & BRACKET. CLEAR, 
OPAL & HEAT RESISTING GLOBES 


GYMNASIUM FIXTURES 
FOR SUSPENDED CEILINGS. SERV- 
ICEABLE FROM ABOVE OR BELOW 
500 WATT PORCELAIN ENAMELED 
REFLECTOR. ALSO AVAILABLE WITH 
CAST ALUMINUM GUARD. SURFACE 
MOUNTING TYPE ALSO AVAILABLE 


HOSPITAL ROOM-BED FIXTURES 
INCANDESCENT DUAL LIGHT 
GIVES MORE LIGHT WHERE NEED 
ED. CAST ALUMINUM. VENTILATED 
FOR COOLER OPERATION. HAS 
CONVENIENCE RECEPTACLE ON 
SIDE 


FLOODLIGHTS 
ALUMINUM WITH ALZAK FINISH 
HINGED HEAT & IMPACT RESIST 
ING LENS. FOR INCANDESCENT OR 
MERCURY LAMPS. ALSO PORCELAIN 
ENAMELED STEEL ANGLE, OPEN 
ELLIPTICAL & ENCLOSED TYPES 


POSTLIGHTS & PAR 
LAMPHOLDERS 
500 WATT FOR PARKING AREAS 
PORCELAIN ENAMELED ALL WHITE 
REFLECTOR 
COMPLETE LINE OF PAR LAMP 
HOLDERS, SPLICE BOXES, FITTINGS, 
COLORED LENS & ACCESSORIES 


CEILING DRUM TYPE FIXTURES 
ALUMINUM ANODIZED FITTER 
HINGED QUALITY OPAL GLOBE 
FIVE SIZES. 


RLM FLUORESCENT INDUSTRIALS 


4 & 8 FOOT RAPID START, SLIM 
LINE, HO & VHO POWER GROOVE.” __ 
nO 

rl 


“Se 


ELECTRIC MFG., INC. 


4223 W. LAKE ST., CHICAGO 24 


| quirements and specifications. 


e Supply coordinated promotional 
“packages” with the help of utilities, 
builders and trade allies, to help sell 
the Gold Medallion Homes. 


Correct and Capitalize 


At the RMDO conference utility 
men were awakened to the sales 
and marketing problems they are 
likely to face in the next decade, 
from Middle West Service Co. vice 
president Malcolm R. Rodger. They 
were also presented with a set of 
arguments for utilities to capitalize 
on everything right up to the elec- 
trical service entrance on a home. 

Rodger called on utilities to give 
thoughtful consideration to such cap- 
italization. He noted increasing gas 
competition and declining per cent 
returns. He added that such capitali- 
zation would help solve the wiring 
bottleneck 


The company’s new research cen- 
ter will include metallurgical, cor- 
rosion and chemical laboratories, and 
equipment for experimental produc- 
tion of new products as well as 


| offices for the firm’s central techni- 


cal staff. 


The utility hopes by this plan, ac- 


| cording to the publication, to make 


it easier for homeowners to wire 
their new homes or rewire existing 
ones with service entrance facilities 


| capable of serving major appliances. 


To qualify for service entrance pur- 


| chase, property owners or contrac- 


tors must meet certain conditions de- 


| signed to break the wiring bottleneck 


and to promote immediate and fu- 
ture use of electricity in new homes 


Rural Co-ops Urged To 
Promote Electrics 


ST. LOUIS-—“Break the gas habit 
in the electrifying Sixties” by support- 
ing national and regional electrical 
programs promoting electricity, an 
executive of the Westinghouse Elec- 
tric Corp. urged more than 5,000 
leaders of the National Rural Electri- 
cal Cooperative Association at a re- 
cent meeting in this city 

John J. Anderson, manager of the 
Westinghouse major appliance divi- 
sion, referred to the fact that 44% of 
the homes on rural electrification lines 
use gas for cooking as a “gas habit.” 
He pointed out that 20% use gas 
water heaters and nearly 31% of the 
homes are heated with gas 

“With 82° of the rural homes on 
your lines already equipped with three 
wire services,” he said, “you have the 
biggest single electric range market 
in the world. This is the very first 
challenge to this group.” 
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XeroX”~ Copyflo” Continuous Printer th panels removed show ompact wiring installation possible with Anaconda Type DSI conduit 


TURN TIGHT CORNERS EASILY WITH ANACONDA 
TYPE DSL EXTRA FLEXIBLE WIRING CONDUIT 


The compactness of modern design calls for Anaconda Type DSL extra 
flexible wiring conduit—made especially for jobs where small bends are 
required, For example, look at the interior of the XeroX Copyflo con 
tinuous printer shown above—a great deal of wiring, enclosed in DSI 
vas snaked around in relatively tight quarters 

Anaconda Type DSL is high-quality conduit made of galvanized stee! 
without packing, for more flexibility. It comes in a full range of sizes 

«’ LD. through *4” 1.D.—in convenient standard length coils. Be read 
to supply Type DSL when customers ask for conduit to turn tight cornet 


Contact your Anaconda Metal Hose representative, or write: Anaconda 


\letal Hose Division, The American Brass ¢ ompany, Waterbury 20, Conn 


TYPE pDs_L@ 


extra flexible wiring conduit 


Nae ah ied se hn an ANACONDA product 

















CHASE 
tapes 
stick 
around 
longer! 


Slick-sticking Chase Friction, 
Rubber, Plastic, Neoprene and Butyl 
Tapes hold fast even under toughest 
conditions. Modern Saran Wrap* 
packaging keeps every roll factory 
fresh . . . permits full stocking to 


meet your customers’ complete needs. 


Order a profit-making supply today. 
Chase & Sons Inc., 26 Spruce 
Street, North Quincy, Mass. 


*Trademark of The Dow Chemical Company for 
its vinylidene chloride copolymer film 
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Distributor Opens 
New California Branch 


ALAMEDA, Calif.—W. Stone Co., 
wholesale electric and lighting fixtures 
firm, with offices in Alameda, has 
announced the opening of a new 
branch at 1688 Locust St., Walnut 
Creek. 

Bill Stone, head of the firm, an- 
nounced appointment of Louis Cheri- 
coni as manager of the new branch. 

The Stone company has been in 
the wholesale electrical distribution 
field in northern California for 20 
years. 


Dallas GESCO 
Moves Offices 
DALLAS—General Electric Supply 
Co., Dallas, Texas, formerly at 1811 
Lamar St., has moved its district of- 
fices, showrooms and warehouse facil- 
ities for electric and housewares de- 
partments to 1910 South Good Lati- 
mer Expressway. The new building has 
45,000-sq ft of space. R. J. West, Dal- 
las district manager, said that the move 
separates General Electric Supply Co. 
from other divisions of General Elec- 
tric which had been at the same loca- 
tion on Lamar St. 


New York League Sponsors 
Lighting Arts Academy 

NEW YORK The Electrical 
League of New York has assumed 
sponsorship of the Academy of Light- 
ing Arts in New York City, accord- 
ing to a report 

The academy is a twelve session 
training program designed to bring the 
most modern residential lighting tech- 
niques to those who plan, specify, 
sell or install residential lighting 
equipment. Those completing the pro- 
gram receive a certificate which iden- 
tifies them as Certified Lighting Con- 
sultants 


Cables To Be Displayed 
At British Exhibition 


NEW YORK—Latest-type electric 
cables used in installations around the 
world will be displayed by British In- 
sulated Callender’s Cables Ltd. at the 
British Exhibition in the New York 
Coliseum June 10 through 26. 

Mineral-insulated cables and acces- 
sories, corrugated aluminum sheathed 
cables, helical membrane cables and 
connectors and samples and photo- 
graphs of flexible pipelines and joints 
also will be displayed in the Coliseum. 
Some of the more dramatic installa- 
tions revolving around construction 
activities include both photographs and 
models. 
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NATIONAL ELECTRIC 


THIS 1S MODER 
REWIRING 


with National Electric 
1700 Surfaceduct =—lr?7rr 











No Plastering, No Painting, Low Maintenance 


EASY TO INSTALL— Fasten the base. . . lay in wire 
. and snap on the cover. 


EASY TO MAINTAIN OR EXPAND—Remove 
cover .. . replace or add wires for new circuits . . . re- 
place cover. National Electric offers a variety of 
Surface Raceway systems, including receptacles, 
switches and fittings for all applications 

CLEAN, UTILITARIAN DESIGN~—Blends well 
with modern or traditional architecture. Neutral 


Adding air-conditioning . . . business machines , 
appliances or outlets usually means rewiring. And To learn more about 1700 Surfaceduct and the other 
modern rewiring with National Electric 1700 Surface- products in the National Electric Surface Raceway 
duct is the economical, easy, expandable way to add line, write National Electric Division, H. K. Porter 
electrical power. Company, Inc., Porter Building, Pittsburgh 19, Pa. 


gray color. 


NATIONAL ELECTRIC DIVISION 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage elect 
ystems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, r 





PEOPLE IN THE NEWS 








Electrical Enclosure! 


20 


George Albiez 


George Albiez, president, Englewood 
Electric Supply Co., Chicago, IIl., 
has been appointed co-chairman ot 
the electrical group, Industry & Mfg 
Div., Chicago Div., American Cancer 
Society. He will be responsible for 
obtaining volunteer workers to assist 

















in the soliciting of tunds for the April 
Crusade in the electrical industry. 





Oil-tight 
A : Joseph B. Mack formerly in purchas 
Dust-tight P 
ie ing and sales for the Loetfler Electric 
MULTIDOOR Co., Toledo, Ohio has been named 


manager of the expanded electrical 
NEMA 12 PANEL ENCLOSURE supply division of Commercial Elec- 

These quantity-produced stock enclosures will save you engi- tric Co., Toledo 
neering time and delivery time with assurance of superior quality. 

They are manufactured to NEMA 12 and JIC standards and Walter K. Anderson has been named 
are completely oil-tight and dust-tight. Available in 3, 4 and 5 door manager of Equipment Development 
models measuring 86” high, 15” deep and up to 1515’ long. Made of for Sylvania Lighting Products, a di- 
10 gauge steel with a strong steel framework inside to provide rigid vision of Sylvania Electric Products 
support. All seams welded, and there are no holes. Inc. He succeeds Roland M. Gard 

A mechanical door interlock is standard, and an electrical ner who retired March Ist. 
interlock is available. Doors have 3-point, roller latches for easy 


closing. Large interior panels are removable. Harry L. Buck, fomerly vice presi- 


dent and general manager, has been 
elected executive vice president ol 
I-T-E Circuit Breaker Co., Philadel 
phia, Pa. Also A. E. Mackenzie, pre- 


Stocked and sold by Electrical Distributors 





Do you have wire 
viously vice president and general 


installation problems? . manager of the firm’s Kelman Power 
Circuit Breaker Div., Los Angeles, 
way to install and modify Calif., has been elected to the newly 
wiring systems USE THIS ee established position of vice president- 
The Hoffman oil-tight LAY Cner q power equipment. 
IN Wireway is the newest | \ ”*, TIME-SAVING : F 
and fastest way of installing Mae LAY-IN WIREWAY L. Berkley Davis has been elected 
pe age Pate? rapists pate gg et . PATENT PENDING) a vice president of the General Elec- 
, , 3 All covers including fittings are hinged to permit tric Co. Davis is general manager o! 


don't pull wires thru— you : 
at jas Shaun tn allows easy laying in of wires and subsequent modification he c , “lec — . 
J : y i 1g Covers are gasketed to seal out oil, dust and water the companys electronic Components 
an entire wireway run . and: me: Dig” ° 4" s 4° Bx & s 2s . 
Four standard sizes: 2'3" x 2'", 4° x 4”, 6" x 6”, and division which is made up of the Re- 
12" x 6° in lengths up to 10’ with Elbows, Crosses 


and other fittings. Made to JIC standards ceiving Tube Dept., the Cathode Ray 
Tube Dept., the Power Tube Dept., 
and the Semiconductor Products Dept 


il- . . 
Oi tight Industrial Control Consoles Gomer F. Davis has been appointed 


onal Te These handsome Hoffman units are arketi anage > imi: . 
Optional Top imeiiands audliie tae abaee marketing manager of the Miniature 


and save you design expense and de- Lamp Dept. of GE. He was formerly 
livery time. They are flexible in de- 
sign with optional top section and sales 
optional writing desk. Rigid steel 
construction with welded seams. All 
panels removable and sealed against Henry a Chanon has been named 


oil, dust and water 279 . 
ine manager of GE’s Carolinas Sales dis 
A ENGINEERING trict of the Large Lamp Dept. 
CORPORATION 


Sub-panel = y 2 
Dept. EW-I5I, Anoka, Minnesota | Louis W. Jander, formerly assistant 


Inside 


Would vou like an easier 











Panel 


Removable manager of the department 
Desk 
Removable 
Control 
| Pane 


| 
i 
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¥ Non-Raveling 

y Straight Tearing 

Y High Tensile Strength 
Y¥ Strong Adhesion 

V Highly Insulating 


Ys bp “e 
"o ' 
oe 





For the 
finest 

in friction, 
rubber 


me UCCURATE [APE 


look to ACCURATE... 
suppliers of 









FRICTION .... RUBBER.... PLASTIC 


“your best buy ACCURATE MANUFACTURING COMPANY 
Gartield, New Jersey 


in tape.” 





EVERYBODY GAINS 


Dispenses Fittings 


ipres- SURE- connectors 
SMALL QUANTITY PACKAGES 


YOUR SMALLER CUSTOMERS don’t have to make big cash 


outlays to get the quantities they need. 


I YOUR LARGER CUSTOMERS don’t have to handle or count 
a out small quantities from large packages. 


YOU will make more sales to more customers because you 
can now give them the best product in preferred quantities 
in better packages. Simpler for you to stock and to sell — 
eliminates counting, stops spillage, speeds order filling, 
simplifies stock records. 

YOU AND ALL YOUR CUSTOMERS will like the new SLIP- 
TOP Boxes® — an exclusive Buchanan development — 
NOW BEING ADVERTISED TO CONTRACTORS, 
MAINTENANCE MEN AND OTHER USERS. 

* Small 


boxes/std. package. 


100/box, 10 
Caps, large Insulators, 
( Insu- 


Splice Caps and Insulators — 
Large Splice 
Termend® lugs 50/box, 10 boxes/std. package. 


lators packed in regular boxes. ) 


Write for Bulletin EW-4 
and distributor information. 


Representatives in principal cities throughout the U. S. and Canada 





general sales manager, has been pro- 
moted to general sales manager of 
Yale Materials Handling Div., The 
Yale & Towne Mfg. Co. 


W. C. White has been named manager 
at Sacramento, Calif. for the Gray- 
bar Electric Co., Inc. Since 1959, 
White has been acting manager. H. E. 
Wilkinson, Jr. has been appointed 
Graybar manager at Buffalo, N.Y. He 
formerly was manager, outside con- 
struction sales, at Pittsburgh, Pa. 


W. B. Whaley has been appointed as- 
sistant treasurer of Graybar Electric 
Co., Inc., and F. M. Sholders man- 
ager of the Midwestern District. 
Whaley was formerly district mana- 
ger at Kansas City, and Sholders pre- 
vious to his new appointment held the 
position of branch manager at Om- 
aha. J. L. Bevers has been appointed 
manager at Omaha; L. S. Smith as 
manager at Wichita; and H. J. Van 
Westenberg as sales manager at Col- 
orado Springs, Colo. J. A. Cassin has 
been named central district financial 
manager for Graybar 


Eugene B. Sydnor has been appointed 
vice president in charge of sales of 
Ferguson Electronics, Inc., Detroit, 
Mich. Sydnor has been with Ferguson 
and parent firm, Cadillac Electric 
Supply Co. for one year as sales man- 


ager 


W. V. “Bill” Fisk has joined the sales 
organization of The Gulf Coast Elec- 
tric Supply Co., Inc., Houston, Texas. 
He formerly was manager of the Gen- 
eral Electric Supply Corp., Corpus 
Christi 


Truett Carter has been appointed op 
erations manager for Watson Elec- 
tric Supply Co., Dallas, Texas. Car- 
ter, who was formerly manager of 
the Sherman branch, will supervise all 
operations except sales. 


Richard W. Scott has been named ad- 
ministrative engineer in the Engineer- 
ing Div. of Crouse-Hinds Co., Syra- 
cuse, N.Y. He is a member of the 
American Institute of Electrical En- 
gineers and the International 
ation of Electrical Inspectors. 


Associ- 


Patrick J. Cody has been 
branch manager of the Pittsburgh 
branch of the National Electric Div., 
H. K. Porter Co., Inc. He was for- 
merly sales representativve at the Pitts- 
burgh branch 


appointed 


William R. Johnson has been named 
manager of the Central IBM Data 
Processing Services Dept. for the Ap- 
pleton Electric Co., Chicago, Ill. 
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We’re proud that 


THESE 
PRODUCTS 


all others of 


STEEL CITY 


are distributed 
by most members 


N.ALED. 


and other 

qualified 

electrical 
distributors too 


» 
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STEEL CITY 


the only complete line 
of conduit hangers 


Conduit Hanger Conduit Clamps 


r 
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C.149 


Conduit Clamps 


Universal Support 


Hanger Rods 


There’s a Steel City conduit hanger for 
every installation problem. They'll save you 
time and money on that next contract. 

Try them and see! 


Many other hangers and supports are avoilable . . . 
for additional types write for CH-1 illustrated price bulletin. 


a product of 


STEEL CITY ececrric company 


PITTSBURGH 33, PENNSYLVANIA 














POWERCRAFT = srocys 


PRIMARY i FOR IMMEDIATE 


BUS SUPPORTS. SHIPMENT 


* Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports fo meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform fo NEMA 
standards. POWERCRAFT  in- 
vites your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
tors, Pipe Frame Fittings for 
1%" |. P. S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


2215 De Kalb St. Phone Prospect 6-4532 ST. LOUIS 4, MO 
Since 1932 





IS WIRE PULLING 
SLOWING UP 
YOUR SOB ? 





KYSRXEEIAEIESESES 


>) ~) 


~-ALBANY RBR 


WIRE PULLING COMPOUND 


pulls covered wires and non-metallic cables . . . 


FASTER and EASIER! 


@ Excellent for non-metallic cable 
. Non-evaporating. 


@ Will not affect coatings. 
@ Needs no mixing . . . will not 
separate or harden. 


@ Light, clean to use, easily washed 
off with water. 


ied 


Order through your Electrical Supply House 


ADAM COOK’S SONS, inc. 


Electrical Products Division 
5 N. STILES STREET - LINDEN, N. J. 





Robert L. Zahour has been named 
manager of lamp applications for the 
Westinghouse lamp division, Westing- 
house Electric Corp. Zahour will 
make his post at lamp division head 
quarters in Bloomfield, N.J 


John E. Rhodes has been appointed 
director of operations analysis for Syl- 
vania Electric Products Inc. Sylvania 
is a subsidiary of General Telephone 
& Electronics (¢ orp Rhodes was for- 
merly operations vice-president of the 
firm’s Canadian subsidiary, Sylvania 
Flectric (Canada) Ltd. Terry P. Cun- 
ningham has been named director of 
advertising production and Edward L. 
Slater as director of advertising for 
Sylvania Electric Products. Robert L. 
Kleizfeld has been appointed vice 
president-marketing, Photo-lamp and 
Special Products. Frederick H. Heintz 
has been named vice president-mar- 
keting, large lamp products 


Lee B. Thomas 

Lee B. Thomas, founder and board 
chairman, has been elected president 
ot Thomas Industries Inc., Louisville, 
Ky. Thomas reassumes the post fol- 
lowing the death on January 15th of 
Frederick Keller who was elected 
president in 1958, when Thomas be- 
came chairman of the board. John 
G. Beam, executive vice president of 
the firm, has been elected to the board 
to replace Keller 


Walter C. Bennett, a veteran of 62 
years in the copper industry, has re 
tired as chairman of the Phelps Dodge 
Refining Corp., a subsidiary of the 
Phelps Dodge Corp. Bennett got his 
first job with the Nichols Chemical 
Co., which later became the Nichols 
Copper Co. Nichols was acquired by 
the Phelps Dodge Corp. in 1930. Its 
name was changed to Pielps Dodge 
Refining in 1938, three years after 
Bennett had been named president. He 


became chairman in 1955 


Kirk M. Reid has been appointed 
manager of lighting educat:9n for the 
General Electric Co.’s Large Lamp 
Dept. Reid replaces Willard C. Brown, 
prominent internationally in lighting 
and engineering fields, who retired on 


March 3lst 
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the MOTIF’ series 


FULL WRAPAROUND 
Low Brightness Luminaires 


visit our Booth No. 224 
at NAED convention 
in Dallas for Complete Information 


LIGHTING DIVISION 


COMPCO CORPORATION 1800 No. Spaulding Ave., Chicago 47, Ill, USA 





You can break the 
high installation cost t barrier 
at the jobsite with... — 





BUILDING WIRES 
Bae 
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For years Paranite has concentrated on the production 
of quality wire products with features that permit time- 
saving installation efficiencies! Men on the job know that 
Paranite strips fast! Paranite construction from skin to 
core pays off in easier handling! Slick finishes for smooth 
pulling ...and dead-soft conductors give desired flexi- 
bility for working through studs or in conduit. The full 
line of Paranite products are in labor-saving packages, 
with color-coded labels for instant identification. And most 


important, you pay no more for proven-quality Paranite! 


PARANITE 


AND CABLE 


Type THW Thermoplastic insulated 600 V building wire is 


C for wet or dry application. Small diameter, slick silicone 
y and stripping ease assure reduced handling 


4 
vided, 14 AWG through 500 MCM. 


. Paranite Service entrance cable for 75°C wet or dry application 
available in armored and unarmored, copper or aluminum. Weather 
ruction contributes to long life and reliability of service. 


yrmulation provides non-bleeding characteristics when in 


yntact with painted surfaces. 


Paranite wire products are readily available from 
leading distributors across the nation in a full range 


of sizes and conductors, both copper and aluminum. 


’ PARANITE WIRE & CABLE DIVISION 


a ESSEX WIRE CORPORATION, Marion, Indiana 


et. MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif. 


¥8y, - 
o,— Sales Offices and Redistribution Warehouses in all Principal Cities 
7 — 


al 
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a f 
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“TEE PEE" 
Non-Metallic 


FIXTURE 


Another UNION original 
available in Glossy Black, Tex- 
tured Aluminum or Brass.De- 
signed for conventional verti- 
cal or angular mounting to 
illuminate address or door 


handle. 
VAC? 


“Liga? 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


MARKETING AIDS 





Teamwork Spells Policy 


New booklet issued by Federal Pacific Electric reveals 
policy approach to the electrical distributor market. 


VV ARTNERS IN) PROGRESS, 
is the title of the recently re 
leased booklet by Federal Pa 
ectric Co.. Newark, N.J.. which 
overall polic pproach to 
butor market. Fea Electrical 
distribution Distributors 
ram and or wholesaler inv 7 
tory control rt p g 
[he policy is designed to “maxi pa ners in ro ress 
mize manufacture distributor prot 
its through teamwork and efficiency / 
according to Robert | Bobo Vice Qe 
president of marketing 


\ 
Unde! » Polic of selective distri “CA. " “wy 2 | 
€ _ 


bution. the manufacturer will sell in 2 
each trading area through the smallest 
number of qualified « lectrical distribu 
tors necessary to provide adequate 
full-line coverage of all market areas 

This works to the mutual advantage 
of the distributor and the manufac pany engineers will review inventories 
ture! Bobo | stated SINC the im with distributors on a monthly basis 
practical aspects of exclusive distribu In turn, according to the plan. the 
tion are eliminated while the incentive = manufacturer assumes responsibility 
usually not present in unlimited distri for maintaining sufficient stocks for 
bution is retained all market needs in a national network 
e Inventory Control Plan—-Federal of strategically located redistribution 
Pacific’s distributor Inventory Control points 
Plan is explained in’ the booklet As part of its “Partners in Progress 
whereby the company agrees to take policy, FPE is offering strong support 
back from any of its distributors all to distributor selling activity. Com 
current but slow-moving products in pany field engineers are available for 
exchange for an order of equal value training and technical assistance to 
for items expected to move more distributor personnel and their entire 
rapidly in a given trade area sales program will be backed with ad 

To help distributors maintain ade vertising, publicity, direct mail and 
quate product stocks with minimum — merchandising efforts, according to a 
investment, the booklet states. com company announcement 





Sylvania Electric Products Inc., New — Lightolier, Inc., Jersey City, N.J.— 
York, N.Y.—A new integrated mer- A full-scale campaign to obtain a 
chandising program for incandescent larger share of the builders’ market 
lamps featuring a new color-coded — for distributors has been launched by 
packaging system has been an Lightolier, Inc. Key to the plan is 
nounced by Sylvania Electric Prod a new catalog designed specifically 
ucts Inc a subsidiary of General for the builder and electrical con 
felephone & Electronics Corp tractor. Assistance to the distributor 
\ principal part of the merchan is being promulgated, and sales train- 
dising system is a new “Twin-Pack”, ing courses have been developed 
containing two bulbs. The Twin-Pack 
nd shipping cartons are color-coded Sola Electric Co., Chicago, IL— 
by wattage so that both stock room — Fluorescent ballasts for 96-in or 72 
plove ind consumers can readily in slimline and 40-w rapid-start lamps 
identify the wattage desired are now being individually packaged 
25-w bulbs are coded in brown, by this manufacturer Buyers are 
1O-w in orange, 60-w in green, 75-w suggested to specify “individual pack 


in blue and 1O00-w in red aging” in their orders 
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New Type Lamps Used 
For Airport Runway 
NEW YORK 
signed General Electric lamps will sup 
ply the illumination tor two new types 


Two specially de 


of runway lighting being introduced 
at New York International Airport 
The new “narrow gauge” runway and 
‘Quartzline” taxiway lighting systems 
can withstand weight of today’s 125 
ton jet airliners, which touch down for 
landings at speeds over 100 miles per 
hour, according to the manufacturer 

Both systems, it is said, under nor 
mal maintenance conditions, keep 
themselves free of ice and snow, 
through — the 


functioning severest 


weather 


e Narrow Gauge— Ihe narrow 
gauge” runway lighting system—nick- 
named for the “railroad track” visual 
effect it presents to the pilot, is im 
bedded in the runway flush with its 
surface. The heaviest aircraft are said 
to be able to land on and across the 
special Elfaka fixtures used in the sys 
tem. The units are narrow steel boxes 
ranging from 6-in to 10'2-in in width, 
8-ft in length, and 12-ins deep, ori 
ented lengthwise along the runway 

Depending on its function, each 
unit houses one or two weatherproot 
GE PAR 36 lamps. The fixtures are 
covered by a heavy grille of steel that 
becomes part of the runway surface 
Che forward half of the fixture is made 
up of a series of long, narrow chan 
nels, through which light is transmitted 
toward the oncoming planes 

Although smaller than an automo 
bile headlight, each 100-w PAR lamp 
is capable of producing 90,000 peak 
beam candlepower when burning at a 
maximum rated current of 20-amps 
Brightness to this degree is used only 
under severe weather conditions. For 
use in better weather conditions, one 
of four lower brightness steps may be 
switched on by the airport's control 
towel 


e Successful Evaluation—At New 
York International Airport, the run 
way system consists of two rows of fix 
tures, located 30-ft on either side of 
the runway at each end for the first 
3,000-ft. Beyond the “narrow gauge’ 
system, a single line of fixtures are lo 
cated every 10-ft thus marking the 
runway center line, helping the pilot 
stay On course during his after-landing 
runout 

Although new to commercial avia 
tion, the “narrow gauge” system has 
been successfully evaluated by the 
U.S.A.I at Dow Air Force Base, 
Maine 
e Taxiway Lighting—A_ revolution 
ary light source in a new pancake 
shaped runway fixture surface was in 
troduced along with the “narrow 
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TUMBLEHEAD 
GRAVITY TYPE 


Falls into open position 


TWO-WING 
SPRING TYPE 


to fasten work securely 


FINE QUALITY and SKILLFUL WORK 
MANSHIP are the distinguishing fea 
tures of Arro Toggle Bolts 


against hollow walls 


This well made toggle bolt makes fast 
ening to tile, plaster, wall board, or any 
type of hollow construction, quick and 
sure Its lively spring, when released 
spreads the steel wings into open position 
—tightening develops maximum holding 
power 


S 
Used extensively by electricians, plumber 
decorators maintenance men sian men g G® 
and many other tradesmen = = RIVETED HEAD 
, Ps 


7 


STUD BOLT TYPE 


Falls into open po 


SCREW HEAD STYLES 


}. 


sition by gravity 


THE BRWARROSS LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 
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MAJOR TURNBUCKLE 


DISTRIBUTORS 


This Advertisement Appears 
n Leading Publications Di- 
ted to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT B, P. O. BOX 388, MARION, OHIO 
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KRALOY PVC CONDUIT before encasement in concrete slab for large plant in Santa Ana, Calif 


CONTRACTORS REPORT INSTALLATION COSTS 
CUT 20% USING KRALOY PVC RIGID CONDUIT 
... lst PVC Conduit with U/L Listing * 


Because of its extreme light weight and ease of handling, cutting and 
joining, the use of KRALOY Pvc CoNDUIT allows appreciable savings over 
use of other types of conduit. Only % the weight of steel, % that of 
aluminum, KRALOY’s many advantages make it the ideal conduit. 
KRALOY’S mirror-smooth interior walls make fishing easier, and it can 
be cut and joined with simple tools and solvent cement. For your 
customer’s complete satisfaction, remember that KRALOy is rust-proof, 
pit-proof, non-magnetic, non-sparking, and won’t support combustion. 
Consider the dollars to be saved using U/L listed* KRALOY— its trouble- 
free characteristics—and you'll insist on KRALOY Pvc CONDUIT for your 
next job. Send the coupon today for the full story on KRALoY—the only 


pvc conduit with u/t listing*! 





Visit our booth at the 


52nd ANNUAL CONVENTION OF NAED 


Dallas Memorial Auditorium — Dallas, Texas — May Ist thru May 4th 


<b en pope 





KRALOY PVC CON- 
DUIT is sold only 
throughwholesale 
electrical supply 
houses 





Kraloy Plastic Pipe Co., Inc., Dept. EW-4 
402 West Central Avenue, Santa Ana, Calif. 


Gentlemen: Please send me your new Brochure on | 
KraLoy PVC Conpuit which gives complete information | 
and installation directions | 


Name 
Address 





*For direct under- 
ground burial or 
encased in concrete 


a 


; gauge” runway lighting system. It is 


being used to light the four high-speed 
taxiway turnoffs from runway 4R- 
22L at International Airport 

The “Quartzline” lamps will be 
mounted in a circular, ductile cast iron 


| fixture. The domed fixture, which is 


5 '4.-ins in diameter, rises less than '2- 


in above the surface of the taxiway. It 
is cemented into the surface of the 
taxiway with special epoxies. The light 


| source is recessed in the middle of the 


fixture under a protective steel plate 
Its light shines out through two op- 


| posite directional channels in the fix- 


ture dome 

These fixtures are installed every 
20-ft along the center line of each 
high speed turnoff, keeping the pilot 
on course as his craft turns into them 
from the runway 

According to aviation lighting ex- 
perts, “narrow gauge” lighting gives 
pilots positive guidance at the critical 
pre-touchdown point. The reflected 
light in the grid base of the fixture 
shows the angle and the texture of the 
runway surface itself. assisting in depth 
perception information. If the pilot is 
off center on the runway, one light 
path will be brighter than the other, 
because of the precise directional con- 
trol of the fixture and the lamp that 
powers It. 

Together, these keep the beam of 
light within eight degrees horizontal 
spread. This gives the pilot positive 
runway alignment guidance 





NEW LITERATURE 





Fractional HP Motors—Two-page, 4- 
page and 12-page illustrated bulletins 
describe applications, specifications, 
ratings, frame sizes, dimensions, and 
features of fractional horsepower mo- 
tors. Two-page brochure describes 
open and totally enclosed dc motors, 
4-page includes information on 2-pole, 
shaded-pole 1-20 mph motors, and 
12-page bulletin describes split-phase. 
poly-phase general purpose motors 
All are available from General Elec- 
tric Co., Schenectady, N. Y 


Service Station Lighting—Lighting fix- 
tures, fittings, poles, and accessories 
for service station applications, their 
components, features and methods of 
installation, are illustrated, described 
and pictured in 56-page book avail- 
able from Revere Electric Mfg. Co.., 
Chicago, Ill 


Pendent Switches—Eight-page _ illus- 
trated bulletin describes rubber en- 
cased pendent switches for electric 
hoist control, toggle and other types 
of molded-to-cable switches; is avail- 
able from Joy Mfg. Co, Electrical 
Products Div., St. Louis, Mo. 
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Electric Furnace—Dimensions, com- 
ponents and features of compact elec- 
tric furnace for small or mobile 
homes are described in brochure 
available from Ramco Manufacturing 
and Engineering, Portland, Oregon. 


Industrial Wire—Physical properties, 
electrical characteristics, industrial 
applications, and _ specifications of 
“Synthinol 901” building wire are de- 
scribed in 4-page bulletin issued by 
Rome Cable Corp., Div. of Alcoa, 
Rome, N. Y. 


Power Tools—24-page catalog of res- 
idential power tools and 64-page 
catalog of industrial tools contain 1l- 
lustrations, descriptions, product list- 
ings; both are available from Skil 
Corp., Chicago, Ill. 


Electric Heaters—Cartridge, tubular, 
immersion, strip, band, fueloid, cir- 
culation, air duct, and radiant heaters 
are illustrated and described in Bul- 
letin VG-100 available from Vulcan 
Electric Co., Danvers, Mass. 


Bookkeeping—Sales, Expenses, Ac- 
counts Receivable, Accounts Pay- 
able, Profit or Loss Statements and 
Financial Statements are explained in 
“How to Read Your Business Rec- 
ords”, brochure available from Ideal 
System Co., Los Angeles, Calif. 

Electrical Cords—Rubber jacketed 
portable electrical cords—their con- 
struction, flexibility, application and 
are described in brochure 
from Western Insulated 
Los Angeles, Calif. 


packaging 
available 
Wire Co., 
Fluorescent Ballasts—Four-page tech- 
nical letter describes solid-fill ballast 
with case, core and coil bonded by 
thermo-setting material said to reduce 
vibrations and withstand heat. Letter 
may be obtained from Jefferson Elec- 
tric Co., Inc., Bellwood, Il. 


Exit Lights—Three brochures entitled 
“Exit and Aisle Lights,” “Opal Lum- 
inaires,” and “Opal Drum Lights,” 
describe incandescent and __fluores- 
cent exit lights, pendent and recessed 
fixtures, and round and square drum 
lights, respectively, are available from 
Prescolite Mfg. Corp., Berkeley, Calif. 


Conduit Handbook—Rigid steel con- 
duit and electrical metallic tubing— 
their origins, definitions, standards, 
benefits, characteristics and applica- 
tions are described in 32-page hand- 
book along with notes on conduit and 
tubing industry, conduit sections of 
the National Electrical Code, Ameri- 
can Standard specifications and sizing 
chart; publication is available from 
National Electrical Manufacturers As- 
sociation, New York, N. Y. 
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Easy To Install! Holds Securely! Introducing— 
j 
PAINE’S Mew LIBERTY: CONDUIT CLAMP 


One-piece unit has unique locking 
device. 


Eliminates need for nuts and bolts. 


Only standard electrician’s 
screw driver needed. 


pliers, 


Provides extra strong, secure hold. 


Designed For Hanging, 
And Fastening Of Rigid 
Or Thin Wall Conduit 


The news is rapidly spreading throughout electrical 
contracting circles—Paine’s New Liberty® Conduit 
Clamp is an easy to use, more convenient conduit 
fastening device. Nothing like it on the market 
today! As a wholesaler, be sure to have a supply 
in stock to meet the demand. Order today! Call, 
wire or write your local PAINE representative 


No sharp edges or extended protru- 
sions. Makes flat, smooth fastener. 


Made from rugged, yet pliable, 


material. 


Saves the user time, work and 


aggravation. 


the best craftsmen always take 


























- 
é\# 








THE PAINE COMPANY, 


20 Westgate Road, Addison, Iilinois 








now heating 

many types of 

buildings: 
Ranch Homes 
Split-Level Homes 
Two-Story Homes 
Apartment Buildings 
Room Additions 
Offices 
Institutions 
Motels 


Hospital Dormitory for Nurses (under construction) 


Ranch House Room Addition 


Radiant Wall and Baseboard Panels with ‘“‘A Size for Every 


Room’’. Available in 6 convenient sizes: 48x6, 30x9, 36x9, 
36x14, 72x9, 36x18. Your choice of: oak, mahogany-wainut, 


beige-tone, pearlized grey finishes. 


APPLICATION ENGINEERING AVAHMABLE 

To assist builders, electrical contractors and others in incorpo- 
tating Sun-Tron Electric Heat into their buildings, Sun Tron 
maintains an application engineering department. 
tailed construction specifications, floor plans and elevations for 


estimate and proposal. 


© Distinctive Styling 

© Greater Efficiency 

© More Durable Construction 
© Most Convenient Utilization 
© Simplicity of Installation 

© Ultimate in Comfort 


Submit de- 


7 7435 W. WILSON AVE. 


CHICAGO 31, ILLINOIS 


RA TION 











Residentia! Fixtures—Over 130 resi 
CASH IN dential lighting selections including 
eiling pieces, wall br ickets, outdoor 


ON THE BIG SEASON indoor, pulldown and recessed fix 


tures, are illustrated and described in 


WITH THE new 16 page Catalog vailable from 


Virden Lig shir ig Div., John C. Virden 


ONE AND ONLY Co., Cleveland, Ohio 


Stationary Compressors— Three mod 


LOCK-ON els of a semi-radially constructed sta 


tionarv Compresso yng with design 


—ae EXTENSION CORD components specitl wlons mount 


APPROVE ) ings, and accessories re described 
CAT. NO. 51 1 

and illustrated in 24-page bulletin re 

Ideal fo now ors, hedge cutters, etc No other extension cord like it. The leased by Jov Mfg oO Pittsburgh, 

LOCK ON connector automatically locks any standard cap, eliminates power Pa 

interruptions. Coiled colorful discs in 25’, 50’, 100’ lengths for peg, counter 


r stacks. Display it, sell it, reap the FULL profit. ' , 
Process Timers—Bulletin GEZ-2985 


which includes description of features, 
wiTOWATICALY LOCKS pplications, ratings, dimensions and 


CAT. NO. 50 prices of adjustable time units for 
controlling repeating cycles, is avail 
r , s. sho sell 7 . : 
and profits, s w and s¢ able from General Electric ce. 
ndividually carded for fast s 
Schenectady N y 








SOLD THROUGH WHOLESALERS 2,559 Low Speed Gear Motors— Bulletin 
No 198 describes ind illustrates 








~, types features modifications, and 


universal mounting positions of low 

speed gear motors ad separate moto! 
' , 

reducers available trot Sterling Elec 


tric Motors, Inc Los Angeles, Calif 


Industrial Fixtures——Design, technica! 


data, reliabilit features ind prices 





ot industrial lighting fixtures, said to 


low voltage New low Voltage be vaportight ire included in Bul 
NOW... nore compete than eve BELLS & BUZZERS M LARGE VIBRATING aie Se: S62 ene font Tye 


me <A 


6 to 10 Volts AC (Transformer) BELLS (GONGS) Nation: 


3 to 6 Volts DC (Batteries : : , 
8 to 10 Volts AC ( Transtormer Woodworking Tools Descriptions 
J to 6 Volts OC (Batteries « | 
and size range of ove! tools in 
cluding solid-center auger and expan 
sive bits, powel nd ¢ bits, push 
ills, chisels gouges ind = screw 
drivers, are vailable in Bulletin H 
OS pub ris hed DY nics Tool Co 


Rockford, Ill 


Exhibits, Displays——Guide to more ef 
fective displays, from store windovy 
No. 176 6 and sales floors, through industrial 
No. 170 No. 178 8 and government exhibits, to interna 
Buzzer No. 180 10 tional CXposiuions 1s the purpose ol 
Exhibition ana splay 190-page 
hook with over 3 photographs anc 
New Underdome mesa ance tthe Rated ey aa 
: . ine Grawings iiustrating pl C es 0 
Vibrating Bells good display and methods for putting 
(Gongs) U.L. Approved them into practice. Text explains how 


HiT Maite line bl to catch the public’s eye, create atmos 
of electric ; : phere, handle circulation, use light- 
did Comb. Be ing, achieve special effects, and offers 
BELLS arasheny selling ideas. Book is published by F. 
= W Dodgy orp N Y N Y 
BUZZERS 24¥ AL gas 
GONGS : j td. Aluminum Strip Conductor—-Com 


24V AC plete specification, availability and de- 
Write for brochure and price list 120V AC scriptive data sheets for aluminum 


j 1 j No. 192 24V AC electrical strip conductor are avail- 
Trine Manufacturing Corporation, neh | a Sear Mek 


No. 174 120V AC able trom ynolds 
1430 Ferris Place. New York 61, N. Y 4” Bell Enclosed Bell mond, Va 


| 
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Electric Transmitters—Four-page bro- 
chure describes and illustrates electric 
transmission systems for remote pres- | Fastens In Any Position - Easily, Quickly, Securely! 
sure reading and maximum or mini-_ | 
mum signals at one or more locations | PAINE'S V il New 
in industrial applications. Specifica- | ersat e, 

tions, dimensions and mounting in- | ° B Cl 
structions are included in the brochure Junior eam amp 
available from Instrument Div., In : 
ternational Register Co., Chicago, Ill. | ’ Solves the problem of securing con- 
duits, switchboxes, pipe, ete. onto “— 


: sams, ceiling channels, web joists or 
Safety Posters A series of 16 safety beam ’ ceiling — ; i J 


posters has been published by the 
Automatic Transportation Co., which 
illustrate how accidents involving fork 
trucks occur and how to prevent 
them. Each poster is designed to em- 


any type of building framework re- 
quiring lightweight, flush-mounted 
fastening. Try some! Write today, or 
contact your nearest PAINE repre- 


sentative. 


phasize the importance of safe driv e@ Designed for use with 1” wide and row of lighting fixtures in many styles 
ing practices. Posters measure 11-in up channels, 44" and “U" shaped or 
x 17-in, and are available from Au- I" beam members conduit pipe, cable above false ceilings 
penta Transportation Co., 149 West Can be adapted for a variety of ap Mounts flush against channel, makes 
87th St., ¢ hicago, I] plications, including the horizontal or conduit runs neater, more even, 
vertical holding of electrical boxes stronger 


2 2 as * 5 eeded to feed recessed fixtures. 
Lighting Fixtures—A 3? page book- 7 Works ideally with any Paine con 


let on its “Shallotroffer” lighting fix | e Also effective for hanging a continual duit clamp 
ture series has been issued by Globe 
Illumination Co., 2121 South Main 
St., Los Angeles 7, Calif. Construc 
tion and installation features of the the best craftsmen always take 


new recessed fixture, as well as de- 2 


. . ° ~ q A * 
tails of methods for mounting into X& ‘ VA e 


various ceiling systems, are fully Y 
€ g systems, are fully il ; y 7 , 4 
Justrated by photographs and draw l 


Assures a hidden method of holding 


Also ask for PAINE’S NEW LIBERTY CONDUIT CLAMP! 























ings in “Brochuse 5-2". THE PAINE COMPANY 85-J Westgate Road, Addison, Illinois 














Motor Controls—New 72-page moto 
control catalog No. 5900 has been 
published by the Furnas Electric Co., 
Batavia, Ill. Special charts for mag- 
netic and manual starters give horse- 
power, motor speed, heater size, 
heater ampere ratings enclosure 
choices, along with style numbers and 
list prices. The catalog contains de 
sign data, stocking information and 
complete ordering instructions for 
manual starters, magnetic controls 
drum controllers, pressure switches, 
various pilot devices and other motor 
control products and _ accessories 
Copies of the catalog can be obtained 
from Furnas Electric Co., 1069 Mc 
Kee St., Batavia, IIl 
| With the NEW & 
Lighting ——Four-page folder, describes ; | oseo = i 1902 Bolt Cutter S 
line of school lighting fixtures. Folder | seit, sos 


includes detailed descriptions and _ il- acne Everyone Wants! Y 
lustrations of fixtures designed spe- e This new display makes it easy for i an age 
oe pees yprwanngges ant ; amet | you to sell popular LYNN ""C” PAKS 3 

chool lighting areas. Available from 

Smithcraft Lighting, Chelsea 50, Mass. (100 terminals to the pak). Special 

; electrical assortment gives you all 

Ammeter—Bulletin GEA-6292C, four z Cuts bolts and machine screws, 
pages, gives description, specifications cuts and strips wire, 

and construction details of pocket- } real profit! crimps terminals! 

size, hook-on volt ammeters for test 


ing ac voltages. Lists applications, cur 


fast-selling numbers at a 


FREE SAMPLE CARD —Terminal display card mailed promptly 


without charge if requested on your letterhead 
rent ranges, accuracy percentage and 


operating instructions. Available from ‘ VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ill. 


General Electric Co., Schenectady 5, : 
NY In Canada: Atlas Radio Corp., Toronto 19 
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Now! M&W Electric 
100-150-200 Ampere 
Service Entrance Fittings 


Meet the ever-growing demand for larger service 
entrance requirements — use entrance cable with 
M&W ENTRANCE FITTINGS. These include: 
Entrance Heads, Straps, Watertight Connectors, Non- 
watertight Connectors and Sill Plates. Available are 
a complete line of fittings for cable sizes 3 No. 3 to 


3 No. 4/0 using . 114”, lA ” or 2” hubs. 


Send tor New No. 59 illustrated Price Sheet 


with complete details. 


heinlg lings 
TheM. & W. ELECTRIC MFG. CO., Inc. 


BAST PALESTINE, OHIO 


SQ) EQMEqN TERMINAL LUGs 
AND CRIMPING TOOLS 


SPEED INSTALLATION — REDUCE COSTS! 


INDENTED CRIMP 
FOR GREATER RESISTANC 
TO PULL-OUT 
VOID FREE 


CONNECTION 


MONEY SAVER 


SAVE UP TO 15% 
WITH SHERMAN 


Write for FREE Sample 


SHERMAN 


UNI-CRIMP ‘ SHERMAN SHERMAN HAND CRIMPING TOOLS 
Luc t ‘ST’ LUG f 


rtable or bench mounted for fast, easy insta 
New! lat of money-saving Sherman terminal tug 


H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN 


MANUFACTURERS’ EXPANSIONS 





Glen Cove, N.Y.—-Slater Electric & 
Mfg. Co., Inc. has opened a perma- 
nent exhibition of its products in the 
Architects International Bureau of 
Building Products, Miami, Florida 


New York—Arrow Conduit & Fit 
tings Corp., Brooklyn, N.Y. has an- 
nounced a new location for its fac- 
tory and office at 108-20 180th St.,. 
Jamaica 33, N.Y. The company is 
expected to occupy the new premises 


by April | 


Schiller Park, Ul.—Controls Com- 
pany of America has formed a new 
division identified as the Control 
Switch Division. The new division 
was created by combining the opera- 
tions of the company’s former sub- 
sidiary, Hetherington, Inc., with those 
of Electrosnap Corp. The division’s 
manufacturing plants are located at 
Folcroft, Pa., Chicago, Ill, and El 
Segundo, Calif 


New York—Jay Lighting Mfg. Co., 
Inc. and Comet Lamp Co., a Jay 
subsidiary, have moved their show- 
rooms to 5 East 35th St. New York 


Cambridge, Mass.—A modernization 
and expansion program is presently 
being undertaken by the Simplex 
Wire & Cable Co., Cambridge, Mass 
Part of the project will be a new 
100,000-sq ft manufacturing build- 
ing. 








Florida First: Gold 
Medallion Home In Tampa 


TAMPA, Fla.—Completion of the 
nation’s first custom-designed Total 
Electric Gold Medallion Home has 
been announced by the Tampa Elec- 
tric Co., and Westinghouse Electric 
Corp. 

M. T. Anthony, Tampa Electric 
vice president in charge of sales, said 
the home is one of 16 such Total 
Electric Homes specially commission- 
ed by Westinghouse to illustrate “a 
growing trend toward electrically 
heated homes.” 

“The home was built here,” he said, 
“to show a new approach to residen- 
tial living—an environment in which 
electricity provides the home owner 
with year round ‘climate’ control as 
well as the illumination, entertain- 
ment, and all the other services and 
functions in and around the home.” 

The home is located in the new all 
electric subdivision “Floral Gardens” 
northeast of the Tampa city limits. 
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Mr. Wholesaler 


Let Us Tell You 
The HIGH PROFIT 
Story Of 


STRINGER— 


Write For New 
Free Catalog No. 15 


Besides the highest quality and most com- 
plete line of electrical safety equipment 
obtainable, STRINGER offers the whole- 
saler and jobber a high profit, attractive 
discount plan. Ask for NEW "postcard 
size’ salesman's calling card “catalog.” 


Our !6th year. 


UTILITIES SAFETY 
SUPPLY CO., INC. 


Lee's Summit, Mo. 




















UNIVERSAL 


NAIL-IT 


PAT. 2885169 ESSENTIAL 
The New Hump Drive-It FOR 
Strop has a sturdy ELECTRICAL 
head to insure Easy- MEN 
Drive without 
bending or pulling 
out. Made of No, 
8 heavy wire. 
Zinc plating 
prevents rust. WRITE FOR FREE SAMPLES 
SOLD ONLY THRU LEADING ELECTRICAL WHOLESALERS 


THIEL TOOL & ENGINEERING CO.,INC. 


1417 N. MARKET ST. LOUIS 6, MO 


COPPER PLATED 
AVAILABLE FOR 
PLUMBER'S USE 
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Electric Power Industry 
Sets Sales Conference 
NEW YORK—More than 1,000 


electric power industry sales execu- 
tives are expected to attend the 26th 
annual sales conference of the Edison 
Electric Institute this month at the 
Edgewater Beach Hotel, Chicago. The 
conference is being held April 4th 
through 6th. 

Highlighting the program will be 
the general sessions, featuring ad 
dresses by major personalities in the 
electrical industry and allied fields, 
on Tuesday and Wednesday mornings, 
April 5 and 6 

Tuesday’s general session program 
will be followed by the EEI Sales 
Promotion Awards luncheon at which 
outstanding sales promotion programs 
in the commercial, farm, industrial 
and residential markets by electric 
utility companies will be recognized 
The conference will conclude with a 
general session on Wednesday 


Name NEMA Lighting 
Equipment Board 
NEW YORK—Clarence C. Keller 


executive vice president, Holophane 
Co., Inc. has been elected chairman 
of the newly organized Lighting Equip 
ment Division of the National Electri 
cal Manufacturers Division 

Formation of the division is an 
other step in plans which were ap- 
proved late last year to reorganize the 
association. Keller is a member of the 
board of governors 

The lighting equipment division is 
made up of the following NEMA sec 
tions: Aviation Ground Lighting, 
Floodlighting, Industrial and Commer 
cial Lighting Equipment, and Street 
Lighting 


Name NEMA Industrial 
Equipment Board 


NEW YORK—E. E. Helm, presi- 
dent, The Reliance Electric & Engi 
neering Co., has been elected chair 
man of the newly organized industrial 
Equipment Division of the National 
Electrical Manufacturers Association 

rhe Industrial Equipment Division 
is made up of the following NEMA 
sections: Industrial Control, Motor and 
Generator, Renewal Parts, Carbon 
Manufactured Graphite, Arc Welding, 
Electrical Contacts, Industrial Auto- 
matic Systems, Automatic Tempera 
ture Controls, Adsorption, Industrial 
Heating Units and Devices, Mining 
Belt Conveyor, and Mining and In- 
dustrial Locomotive 





Nineteen developmental atomic power 
plants are presently in various stages 
of planning and construction. 








MEDIUM and HIGH MOUNTING 
PORCELAIN ENAMEL REFLECTORS 


for 
400 WATT MERCURY 
and 


300-1500 WATT MOGUL 
incandescent Lamps 


=. 





Now Quad, for 37 yea America’ 
leading manufacturer of RLM inca 
descent reflectors, brings you these 
newly designed 16” and 18" diameter 
all white reflectors that incorporate 
top ventilation with a protective drip 
shield. These quality RLM reflectors 
are designed for easy, economical in 
stallation and maintenance with sock 
et or exclusive Easy-Tach construc 
tion for pendant or box type mount 
ing. They have highest illumination 
efficiency, 54 of the light output i 
in the 0 to 40° zone with 33° shield 
ing. Contact your Quad representative 
or mail coupon for details. 


SEND FOR FREE LITERATURE 


Gentlemen: Please send me details on RLM 
Medium and High Mounting Reflectors. 


Name———— 
Address —_—— 
City — a ——————= 


QUADRANGLE MANUFACTURING CO. 
Dept. 83, 32 S. Peoria St., Chicago 7, Ill 
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| Graybar Plans $50,000 
Housewares Program 


‘Outlasts all others. } CHICAGO— Dating, inventory pro 


‘ ° ope tection, and free advertising are key 

Testimonial for dependability 4 datas in 2 156000 origin Gens 
/ bar Electric Co., Inc., Chicago, will 

Big Ben, in Westminster Palace mine launch for retail dealers 

celebrated its !00th anniver ss, I »ntialls ‘tailers will partake of 

sary in 1959, was built to be - ssentially, retaile it partane 


the biggest and the best 
qualifying package” and agree to dis 


RELIANCE tt Hy play it and keep it displayed. The ini 
; tial package is a pre-selected group 


Heavy-duty i chosen by the supporting manufac 
Time Controls eer es turers. It includes all the items needed 


for good merchandising coverage and 
will cost the dealer $550 
Along with the package, the dealer 


the program only if they buy the 


Although not quite as old 
as Big Ben, Reliance has 
been manufacturing time LU 
controls for more than 50 WS) will be offered 2% July 10 (on the 
ears. The high standards -.7pgReuMnLMS 

y a — = initial package) and workable inven 
of auality production have ; 

earned for Reliance a per- 
formance reputation worthy 
of its name. items or those that are untopical for 


NEW 70 amp. BADGER: Costing less than the customary contactor- others within the manufacturer's 
time switch combination, the new 70 amo. Badger offers additional saving on brand. Further, he will participate free 
installation time and space requirements. Specializing in rugged construction, of charge in 39 advertisements 
iene type terminals with Dura-treated copper contacts for throughout the year, none of which 
Extra heavy non-ferrous gears run with steel pinions. Heavy-duty synchro- 
nous motor assures longer working life. NEMA standard cabinets flush these, dealer block listings will appear 
or surface-mounted. Vernier time set. Omitting device optional, as well as extra using dealer logos 

trippers and one hour scale. Reliance has a complete line of time switches Manufacturers who are backing 
that are profitable to handle . . . and create repeat business. U. L. listed. the Graybar program are: Cory ( orp., 


Write for FREE Catalog Dominion Electric Corp., Manning 


RELIANCE AUTOMATIC LIGHTING CO. neat, Satin nto Bilge. ee 


beam ( ~ 
1941 Mead Street Stine Wissensin . Sunbeam Corp 
master division of MecGraw-Edison 


Co 


tory control, whereby Graybar will 





allow him to exchange slow-moving 


will run less than 1,000 lines. For 











See |)=—Hykon GABLE 
MEASURING UNIT NEMA Standards 


Publications Available 
NEW YORK—The following new 


and revised publications have been is 


All VICTOR “MAGI LAMPS 
snd STRAPS for T ‘di ¥ sued, and are available from the Na 
d STRAPS for n and 


THEY STAY ON 


Heavy Walt Conduite have tional Electrical Manufacturers Assoc- 

thi aie ei J iation, 155 East 44th St., New York 
id, eee 

e AD 1-1959 Absorption Equip 





ment (30¢) 


Contractors everywhere are ~<a . . _ . 
switching to VICTOR. Cash in Handles Cable or Wire up to 2” diameter e CG 1-1959 Manufactured Graph- 


on this heavy demand Add C \— ite Electrodes (30¢) 
these fast selling pete sang e DC 7-1959 Refrigeration Con- 
a 


— acshaintes hit trols (30¢) 
e EIT 1-1959 American Standard 
Requirements for Electrical Indicat- 


Quick, easy way to measure heavy, 
hard-to-handle cable in accurate 
engths. Compact, convenient unit 
features Reelift to mount Cable 
Reel, Cable Meter on adjustable ing Instruments (Panel, Switchboard 
tand, and sturdy Collapsible Take and Portable Instruments) ($2.50) 

up _ Reel Cable measured and e LG 3-1959 Installation of Ver- 
wound in neat coils, rapidly and tical Hydraulic-turbine-driven Gener 
accurately. REELIFT [at left in ators ($2.00) 


Write for the new ( “ photo) is safe, simple way to mount ° 
: ; . , e Magnet Wire—four new publica- 


Victor Strap Catalog large cable reels on free-turning : 

Lists over 600 item | 4" axle. Quicker, easier than jacks, tions, MW 2-1959-Polyurethane- 
to fasten Wire, Cable more practical than rollers. Permits coated, MW_ 15-1959, Vinyl-acetal 
Tubing and Conduit U 00 ssa ne man to lift up to 36” reels. coated, MW _ 17-1959-Vinyl acetal 
aw CATAAOE <ica dstaih Nylon Coated, MW 19-1959-Vinyl- 
ts vine as acetal Self-bonding, (30¢ each) 
(vi ICTOR SPECIALTIES , INC. ee S e SG 5-1959 Power Switchgear 


SF 775 MAIN ST, NEW ROCHELLE, N_Y MANUFACTURING CO \ssemblies ($4.00) 
e WD 2-1959 Wiring Devices 


(20¢) 








\ The Sean Single Source for Clamps and sess | Mt. Union Station 
ALLIANCE, OHIO 
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K&H 


UNIVERSAL PRESSURE TYPE 


ADJUSTABLE LUGS 


One or two bolt holes 


Wire sizes Nos. 14 to ] J00 CM. One 
piece construct sily installed. Body 


| proportioned to withstand excessive use 


wel 
with ample thread Makes te 


grip on stranded « 


Write for dimensions and prices 


KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 





hisfy 
SAW ATTACHMENT 


FOR 1/4” ELECTRIC DRILLS 


t 
Be 


@ SHEET METAL 
@ ANGLE IRON 
@ AUTO BODIES 
@ PLASTER 
@ PIPE 
e woop 
No side 


Write for complete catalog 


torque, spin streamline design 





ESTABLISHED 1915 


ClydeW Lint 


2323 W. 18TH STREET - CHICAGO 8, ILL. 
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NEW PRODUCTS YOU CAN USE | 





Hand Lift Truck 

Yale Materials Handling Div., The 
Yale & Towne Uife. Co Philade Iphia 
Pa. 
A 3,000-lb capacity 


model has been 


added to the hydraulic hand lift truck | 


line. For use with double or single- 
faced pallets, the unit provides a full 
4-ins of lift with seven strokes of op 
erating handle. Lowering of load is 
controlled by a pedal. 
Standard fork frame lengths are 32, 
36, 42, 48, 54 and 60-ins. Standard 


fork widths are 19, 25, 27 30-ins 


foot release 


and 


Jig Saw 

Speedway Diy lho Power 
Co / 4? ] Bart sdale Rd La 
Park Ill 


New portable jig saw is said to have 


Tool 


Grange 


power to cut 6-in lumbers. Model No 
444, it is 4.5-amp type with 6 blades 
4 for wood-cutting and 2 for metal 


work, a rip guide with circle-cutting 





provision, and a protractor which pet 
mits angle cuts to 45 deg. Saw weighs 
high, 


Ibs., is 8-in long, 6%4-1ns 


) 


$00 strokes per min 


1s | 


Operates on Il Vv, ac or ce 


and produces 


| Soldering Iron 


MM. M. Newman 
{ve., Marblehead 
Miniature 
and 


Cor] 
Vass 


soldering iron S pen 


measures 6 im long 
110-115-v. Features 
Heat-up time 


seconds and sealed element 


shaped 
and 
safety 


about 45 


operates on 
vellow handle 
is said to maintain constant 
ture at 626-deg F. 


tempera 


Bright Future For 

Lighting Predicted 
BLOOMFIELD, N.J A sharp up 

trend in the lamp industry is 

Sloan, Westinghouse 

manager of the 


ward 
apparent, F. M 
president and 


lamp 


vice 
company’s division recently 
stated 

He reported that 
the industry 
estimated the final figures for 


that 


record sales for 


were set in 1959 and 
the year 


would show sales exceeded $4 
million 

The 
ceeded 1958 by 
Sloan said. A 
pared by Westinghouse lamp division 
1964 the 


1959 total lamp market ex 
approximately 14 
five-year forecast pre 
economists indicates that by 
total lamp market will be 50% 
than in 1959 at 
said 


The demand for more light is both 


greatel 


current prices, he 


a challenge and an opportunity y 


lamp manufacturers, distributors and 


dealers, Sloan indicated 


No. 1959-AR No. 1958-AR 


NEW «tein 


Replaceable Gaff 
| Adjustable Climbers 


These new Klein Replaceable Gaff 
Climbers assure maximum quality 
and safety. We recommend leg 
irons be replaced after three sets 
of gaffs have been used 

The easily replaceable gaff is 
held in position by a self-locking 
screw. Full impact is absorbed by 
the gaff and leg iron. No load is 
transmitted to the screw. 

Adjustable to 144%, 15, 15%, 
16, 1614, 17, 174%, 18, 18% and 
19 inches. Made in matched pairs, 
right and left. Available with tri- 
angular ring at ankle or riveted 
ankle loop. Aluminum finish. 
Every climber individually tested. 

WRITE FOR BULLETIN 55¥ 

Bulletin 559, giving full information on Klein Re- 


placeable Gaff Adjustable Climbers, will be 
sent on request 
ASK YOUR SUPPLIER 


Foreign Distributor 
Standard Electric 


International 
Corp., New York. 
Mathias & Sons 


1200 McCORMICK ROAD + CHICAGO 45. ILLINOIS 





You'll be happy 
selling 


KNOPP 


Voltage Testers 


Patented Prod- Mount 


More user-value at Less Cost— 
means more turnover for you at good | 
profit margins 
e Five Safety Features— 
Knopp Voltage Testers sell themselves 
@ Rugged, Reliable— 
buil 


Tell if circuit is open or closed; magnitude 
of voltage between 110 and 606 a-c or d-c, 
pure or rectified; 25 or 60 cycles. 


Two models. Free Sales Aids. 
Write today for full detolis. 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 


Dept. A-12 1307 66th St., 


OTHER DISTRIBUTORS 


MAKE MONEY 
with 
VIBRATONE 


stop in at our booth at the 


NAED 


CONVENTION 


aud learn about ct? 


SIGN and 


Corporation, 
13627 S$. Western Ave., Blue Island, Ill. 


goodwill and repeat sales for you 


Oakland 8, Calif. 
- | 


BOOK REVIEWS 





Communism In 
American Unions 
David J. Saposs 
McGraw-Hill Book Co., 
New York, N.Y. 

Ihe author presents an 
and comprehensive 
munist 
trade 


Inc. 


authoritative 
analysis of com- 
the American 
union movement. Here is a full 
revelation of the methods used by 
the communists in infiltrating the 
American labor movement, and how 
they have been largely defeated. Not 
only the book reveal historic 
events with clarity, but points out the 
remaining danger from 
in the labor movement, 
be done about them. 


activities in 


does 


communists 
and what can 


279 pages 


Edison 


Matthew Josephson 
McGraw-Hill Book Co., Inc. 
New York, N.Y. 

This biography of 
Menlo Park” is a 
mentary of 


“The Wizard of 

colorful 
Edison’s life. The author 
presents the saga of the noted in- 
ventor with the reason that can only 
be explained by those who knew him, 
scientist, and as an individual. 
From this well-written, well presented 
emerges a man _ without 
whom much of life as we live it would 
simply not exist 


docu- 


as a 


biography 


511 pages 





TVA Electricity Users 


Are 15 Years Ahead 
WASHINGTON The average 
homeowner in the Tennessee Valley 
Administration area is about 15 years 
ahead of the rest of the country in 
the of electricity, according to a 
I'VA report recently released. 
Average residential use, the report 
was 7,863-kwhs for the year at 
an average cost of 1.03 cents per kwh. 
Elsewhere, the average domestic cus- 
tomer 3.450-kwh at a cost of 
2.52 cents per kwh and is not ex- 
pected to reach the TVA area average 
until about 1975 
e All-Electric Home 
States 


use 


said, 


used 


The report 
strong trend 
toward the all-electric home and four 
out of five new homes are electrically 
heated. It that 250,000 
homes in the area of nearly 20% of 
the total are heated by electricity. The 
average electrically-heated home used 
21,000-kwh a year the report. said, 
but added that heating alone does 
not account for this since the home 
is also likely to use electricity for ap- 
pliances, 


also there is a 


estimates 





| 


MINERALLAC 


STEEL 


Min-A-Clips 


and 


Stud Clips 


Min-A-Clip 

The most efficient 

and economical 

method available 

for installing Conduit 

or Pipe on Bulb Tee 

Irons of “Poured 

Gypsum Deck Type Roofs.” 
Hanger turns on rivet, 


eliminating many bends. Zinc plated steel. 


Stud Clip and 


Fixture Stud Clip 
For mounting 8B or 1900 


Outlet Boxes or hanging 
Fixtures on Bulb Tee Irons. 
Fixture clip available for either 
pipe or rod. Zinc plated steel. 


Send for Literature and Prices 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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ELECTRICAL WHOLESALING—April, 1960 





OBITUARIES 





L. R. (Les) White 


L. R. (Les) White, sales engineer for 
Curtis-AllBrite Lighting, Inc., Chi- 
cago, Div., died on February 6. 
White had been associated with the 
Curtis Div. over a period of 46 years. 


H. B. Stanton 


H. B. Stanton, 76, former branch 
manager of the Graybar Electric Co., 
Savannah, Ga., died on February 25th. 
He held the position of branch man- 
ager until his retirement in 1944. 


Charles E. Ness 

Charles E. Ness, vice president, Parr 
Electric Co., Inc., Newark, NJ. 
died on February 27. Ness was a 
former stock and counter clerk for 
Manhattan Electrical Supply Co., 
New York, N.Y. In 1924 he joined 
the Parr Electric Co. as a 
and in 1935 he became presi- 
dent of the firm. He was born in 
1899. Ness had been an active mem- 
ber of the National Association of 
Electrical Distributors and the Essex 
Electrical League of New Jersey. 


salesman 
vice 


Charles A. Gottesman 


Charles A. Gottesman, co-founder of 
Lightolier Inc., Jersey City, N.J. died 
at the age of 85 on February 26th, 
after a long illness. Until a year ago, 
he was secretary treasurer of the 
firm and also a member of its board 
of directors. 


LBE Drops TV Advertising 
In Favor Of Magazines 

NEW YORK—In a major shift in 
consumer media, the Live Better 
Electrically Program has dropped its 
proposed daytime network television 
and local spot television schedule for 
1960 in favor of increased national 
magazine concentration. 

The change in advertising sched- 
ule was announced by George Ousler, 
chairman of the Edison Electric. In- 
stitute’s Live Better Electrically Pol- 
icy Committee. 


Effective Lighting 
Cuts Crime Rates 


NEW YORK—Crime rates can be 
cut drastically by proper street and 
area lighting, reports Electrical 
World, a McGraw-Hill publication. 

One national poll of police chiefs 
found that 75% of major street 
crimes occur under the cover of dark- 
ness, the magazine said. 
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ADDRESS BOX NO. REPLIES 1 
Classified Adv. Diz jf ths {i 
Send to office nearest you 
NEW YORK 36: P. O. B 
CHICAGO 11: 520 N 


SAN FRANCISCO 4: 
POSITION VACANT 


Regional Sales Manager—Major eastern manu- 

facturer of complete line of specification grade 
fluorescent equipment needs competent, agwres- 
sive management and sales personnel. Plenty of 
“room at the top” for the right people. Become 
a part of our growth program. Send full details, 
in confidence to: P-3383, Electrical Wholesaling. 


SELLING OPPORTUNITIES AVAILABLE 


Representatives in ali states to represent 
manufacturer of new line of fluorescent lamps 
with special long life features. Must have good 
background with electrical wholesaler. Write 
Suclar Laboratories, 1197 McCarter Highway, 
Department L, Newark, New Jersey 
Kentucky, Southern Indiana and Wisconsin areas 
to contact electrical wholesalers on our U.L. 
“Sealflex’’ Underwriters Approved Liquid-Tite 
Synthetic Covered Conduit. Commission basis. In 
reply list allied lines. Address RW-3738, Elec- 
trical Wholesaling 


Representatives wanted: Outlet and Switchboxes, 
complete line. Inquiries from interested agents 
invited. RW-9470, Electrical Wholesaling. 


Representative Wanted for Electrical 

Salesmen calling on electrical supply 
only--Well rated established manufacturer has 
very hot item-—Brand new—-Easy to sell Get in 
on ground floor All territories open -Top com- 
mission —-Send references, experience and area 
covered to: Victor Roggio, General Sales Man 
ager, Eastern Div., Zenith Metal Products Co 
Primos, Pa 


Supply. 


houses 


Manufacturer of Lighting Fixtures and Lamp 

Parts, Wire Connectors, Ground, Cable and 
Conduit Fittin seeks representative in Min- 
nesota, the Dakotas, Ohio, Kentucky, West V 
ginia and Western Pennsylvania. RW-4063, 
trical Wholesaling 


Manufacturers Reps wanted for growing short 

line fittings company Protected Areas. Exclude 
Illinois, New Jersey, Florida. Reply to Quicktime 
Electrical Products Co., 3643 W. 115th Pl. Chgo 
13, Ill. 


Manufacturers representatives wanted for 
line of machine envraved name plates as used 

with controls, panels and consoles, G. F. Bunnell 

Co., 645 Cypress Road, Vero Beach, Florida. 


Wanted Manufacturers Representatives; Pioneers 
of outstanding reputation in the fluorescent 
lighting business, expanding coverage, have open- 
ings for exclusive avency representation in many 
Lines include commercial, industrial, 
institutional, “Protected” lighting for 
subway, tunnels, underground garaves, etc., va 
por tight units for standard and special ap- 
plications and various types of fluorescent 
tom lighting. Our name appears on approved 
list of Ford, Chrysler, G-M and their subsidiaries 
indicating product acceptability, Volume instal 
lations for these companies, and other large 
firms and municipalities throughout the country 
in our background prove our know how and 
performance. Architectural specification grade 
quality approved by leading architects and en- 
gineers in areas now served, Sales policy through 
wholesale, electrical jobbers and = distributors 
only. Flexibility and cooperation to our 
sentatives is without limit. Correspondence 
be held in confidence. Advice territory 
sources called upon, lines now handled, Industry 
background ete., send to J Reznik Tri-Part 
Manufacturing Company, 925 Cherry St., Detroit 


1, Mich 


territones 


schools, 


cover 


POSITION WANTED 


Experienced Application Engineer wants to man- 

ave Commercial and Industrial Lighting De- 
partment for Electrical Wholesaler in New Eng- 
land Resume "W-3700, Electrical 
Wholesaling 


SELLING OPPORTUNITIES WANTED 


available I 


Established manufacturers representative organi- 

zation wishes additional lines to be sold to 
electrical wholesalers in Ohio and Indiana. RA 
3445, Electrical Wholesaling 


Manufacturers Representative covering Northern 

New Jersey desires additional quality lines for 
Electrical Wholesalers RA-3286, Electrical 
Wholesaling 


Electrical Lines Wanted by aggressive, exper- 

ienced representative offering excellent cover 
age through electrical wholesalers in all or part 
Pennsylvania, South Jersey, Dela 


RA-4087, Electrical Whole- 


of Eastern 
ware, Maryland, D.C 
saling. 


SELLING OPPORTUNITIES 





Excellent 
opportunity 


for ambitious man with some 
in the lighting industry to join a rapidly 
expanding national manufacturer of incan 
descent and fluorescent lighting equipment. 
This position in the sales-service division 
entails customer service via phone, cor- 
respondence, and occasional personal con 
tact. Experience in quotations, bid prepara 
tion, and technical aspects helpful, but not 
essential 

We offer many employee benefits, higher 
than average salary, and the opportunity to 
build a career with a bright future 

Write full details in strict confidence to 


experience 


Personnel Manager 
Litecraft Manufacturing Corp. 
100 Dayton Avenue 
Passaic, New Jersey 








MANUFACTURER'S REPRESENTATIVES 
WANTED 


Manufacturer of nationally advertised quality line of 
competitively priced commercial and industrial fluores 
cent fixtures having architect-engineer-utility-contrac 
tor acceptance, sold through wholesale electrical dis 
tributors, seeks agency representation in the following 
key trading area: 


Los An 


Francisco, 


Ei Paso, Texas; Phoenix, Arizona; San Diego 
geles, Bakersfield, Stockton, San 
Sacramento, California and Reno, Nevada 


Fresno, 


Please forward including educational back 


ground, lines now handled, and territory covered 


RW 3163 Electrical Wholesaling 
520 WN. Michigan Ave., Chicago 11, Ill. 


AAA-I 
EXPANDING 
ORGANIZATION 


Requires capable, experienced, aggressive 
representation to 

ELECTRICAL WHOLESALERS 
Complete line of specialty cables, flexible 
cords, extension cord sets and assemblies. 
Several choice territories open Write 


RW-3853 ELECTRICAL WHOLESALING 
520 N. MICHIGAN AVE., CHICAGO 11, ILL. 


resume 














Manufacturer Representatives Wanted 


ALL TERRITORIES AVAILABLE 
NEW LINE OF SERVICE ENTRANCE 
FITTING KITS AND MAST. 

RW -3654 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill 








ELECTRICAL MFG. REP. WANTED 
Most of Western and 8 rm Stat en, W 
- ; ~ i - - 4 


ulvert ! 


Y , all 
Nat lonally j } 
R H GUARANTEE PRODUCTS COMPANY 
5440 W. Cermak Rd., Cicero 50, Illinois 








WANTED LIGHTING FIXTURE SALESMAN 


" vamted | manu 


erienced 
min tia 

New Jers 

tu A ! im 
Sw 3999 Electrical 
P. 0. Box 12, N. Y 


received it i 
Wholesaling, Class. Adv. Div 
36, N. Y 
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WHY SLIPKNOT TAPES 
ARE SOLD ONLY 
THRU RECOGNIZED 
DISTRIBUTORS 


M OVING goods costs money. Your full-func- 
tioning distributor keeps your costs down. With- 
out him, here’s what would happen: 

e To visit every contractor, dealer and industrial 
plant, we’d need at least 300 more salesmen. 
We'd also need ten times more office help, 
packers and shippers. 

Moreover, you’d never get the wonderful serv- 
ice you get now. Your distributor stocks plenty 
of Slipknot Tape, and gets it to you fast. 


To keep abreast of new products and market 
changes, you’d have to see hundreds of sales- 
men every month. 


Your repeat business is vitally important to 
your distributor — and that’s why he stocks 
only the highest quality lines. 


You’d be charged for freight, too— but if 
you’re in a metropolitan free delivery zone, 
your distributor delivers to you without charge. 


Slipknot Electrical Tapes — Friction, Plastic, 
Rubber — are the best you can buy .. . and you 
buy best from your distributor. Neither of us 
could get along without him. 


PLASTIC 


FRICTION TAPE (ia 


PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 CANTON, 


MASSACHUSETTS 





Short-Circuit 
Limiting Element 


Time-Lag 
Element 


Buss LOW-PEAK Fuses 


high interrupting capacity « current-limiting * dual-element 
Hold 500% load for minimum of ten seconds —Safely interrupt faults 
on circuits set to deliver 200,000 amperes —Limit fault currents to low values. 
The tremend ncrease in the capacity of distri to sately handle heavy taule currents and limit their 
stactory protection the prote 
ble to handle r t 
r lent enn he ae tective device must be abl 
BUSS LOW-PEAK FUSES ARE MADE TO FIT MODERN PROTECTION NEEDS 








‘Talk to the BUSS Fuse-man in your 
territory. He can give you full information 
on how to turn ies LOW-PEAK Fuses into 
new sales and profits for yourself and your 
house. 


BUSSMANN MFG. DIVISION, McGraw-Edison Co., St. Louis 7, Mo. 








Electrical Protection Goes 


MODERN with BUSS FUSES 
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